




























| 






* 


7th Year—No. 3840 


Arthur Roy, right, 


By Robert M. Lienert 
Associate Editor 
EW-CAR sales, stepping up 
their blistering pace in the sec- 
ind 10 days of November, continued 


'¥io break records while setting the 


age for an alltime peak for the 
nonth. 

Mid-November was the third 
/10-day period in a row to see 
sales records smashed. 


| Compact cars, meanwhile, took 


early 34 percent of sales. 
* * o 
OTAL domestic-car retail deliv- 
eries jumped to a daily rate of 
,070 in mid-November from 21,787 
faily in the first 10 days. 
. Both represented peak perfor- 
mances and resulted in record 
10-day totals for their respective 
‘periods. But because the Nov. 
1-20 stanza had one less selling 
day, the total of 184,555 fell below 
e Nov.'1-10 count of 196,080. 
Previous high for mid-November 
Vas 174,000, chalked up in 1955. 
st year, Nov. 11-20 sales amount- 


1 to 165,000. 


With more than 380,000 domestic- 
tar sales recorded in the first 20 
fays of the month, combined 
import-domestic deliveries for No- 
vember could reach a record 600,- 
000. 

This, of course, would push the 
jourth quarter of 1961 well along 


Dealer Stockpile 





| Rises to 745,000, 
|Good for 33 Days 


EALER inventories are climb- 
ing gradually, an AUTOMOTIVE 
News compilation shows. 

However, the increase in selling 
tate is holding the average dealer’s 
days supply at a modest 83+day 
level, with General Motors and 
Ford inventories at or below this 
Tate. 

Chrysler Corp., Studebaker and 
Rambler dealers are reporting in- 
ventories of between 40 and 60 
days. 

An estimated 745,000 new domes- 
tie cars were in dealer hands or in 


# transit as of Dec. 1. This compared 


(Continued on Page 4, Col. 5) 
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ealer Leaders in Connecticut— 
Willimantic, retiring president of the Connecticut Automotive 
ades Assn., presents the gavel to his successor, Fred Loehmann, left, Waterbury, 
ile Carl R. Lane, CATA executive vice-president, looks on. 
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the way to a total exceeding the 
old record of 1,700,780 for the final 
quarter, established in 1955. 
ok * * 
OMPACT cars, with edbait deliv- 
eries totalling 62,718 ir, the mid- 
month period, accounted |for 33.98 
percent of total domestic deliveries. 
The compacts’ share had been 
34.16 percent in the first sales 
period of November, 34.89 percent 
in the final October period and 
35.92 percent in mid-October. In 
late summer, compacts ac- 
(Continued on Page 4, Col. \1) 


Output oe 


By John E. Walsh 
Staff Writer 

A GIANT upsurge in domestic 

car production last week—an 

estimated 164,052 units — brbught 

the November total to some 649,560 

assemblies, the highest for\ any 

month since March, 1960, when 
653,402 cars were built. 

the 

the 


Making up almost all of 
Thanksgiving holiday, manuf 





production lost because of 


Top Cars | 


\ 








ars to 21 





New-car registrations for nine months, \ 
plus 12 states for October: \ 


1960 
Pos. 


1961 
Pos, 


1—1,147,810 
2— 992,527 
3— 273,791 
4— 262,937 
*5— 228,495 
6— 227,898 
I— 226,726 
8— 203,136 
9— 169,709 
10— 101,807 
1I— 65,572 
12— 50,311 
18— 21,006 


Make 
Chev. 1,308,945— 1 
Ford  1,056,482— 2 
Rambler 330,986— 4 
Pontiac 302,545— 5 
Mercury 219,557— 8* 
Plym. 346,709— 3 
Olds. 257,237— 17 
Buick 190,543— 9 
Dodge 281,731— 6 
Cadillac 109,045—10 
Chrysler 58,195—12 
Stude. 85,196—11 
Lincoln  15,937-—13 
14— 17,522 Imperial 11,545—14 
302,909 Misc, 428,181 


Total All Makes 
4,282,156 5,002,836 
*—Mercury and Comet now combined. 
Further details on Page 46. 





DETROIT, DECEMBER 4, 1961 


Ford-Autolite 


Dealer 


ETROIT.—The Federal govern- 

ment has filed an antitrust suit 
to break up the Ford-Autolite deal 
which put Ford in business as a 
spark plug and battery manufac- 
turer. 

One of the government’s objec- 
tions to the deal is that “Ford’s 
8,000 dealers have been foreclosed 
as possible outlets for independ- 
ent suppliers.” 

The deal in question was signed 
April 12. In it, Ford Motor Co. paid 
Electric Autolite Co., Toledo, $28 
million for a spark plug plant in 
Fostoria, O., a battery plant in 
Owosso, Mich., rights to the Auto- 
lite trade name and certain seg- 
ments of the Autolite sales organi- 
zation. 

Speaking for Ford, William T. 
Gossett, general counsel, denied 
that the purchase was illegal and 
expressed confidence that the 
courts would uphold the Ford posi- 
tion. 

cs * * 
gf byeos. government listed 18 rea- 
sons why it believes that the 
purchase “may substantially lessen” 
competition generally in the manu- 
facture, distribution and sale of 
automotive parts. 

The suit also said the purchase 

might “tend to create a monopoly” 


in violation of the Clayton Anti-| 


trust Act. 

Gossett said: “The suit comes 
as a great surprise to us. The / 
acquisition was made only after/ 
thorough consideration of the le-/ 
gal questions within the company 
and by outside counsel as well. 

“The company received a writtén 
opinion from outside counsel] that 
the transaction would not lesgen 
competition or tend to creat 









turers boosted schedules 319 per- 
cent over the week ending Nov. 

25, when the count was /124,375 
units. / 

If the current rate of production 
is maintained this week, the indus- 
try will turn out its five millionth 
auto of the calendar /year early 
Wednesday (Dec. 6). Last year the 
five millionth car was/built during 
the week ending Oct. 8. 

* * % 

ITH the October-November 

tally standing at an estimated 
1,207,366 units, a record fourth 
quarter is almost agsured. The cur- 
rent record for; the last three 
months of a calendar year was 
established in 1950 with the assem- 
bly of 1,666,406 cars. 

Last week’s, output was the high- 

St in almost two years, being 175 

nits under the/ 164,227 assemblies 

r the week ending Feb. 6, 1960. 

\ The alltime /jhigh for one week 
is 184,114 units, established in 
the week ending April 30, 1955, 
the record year for auto produc- 
tion, 

Tha 11 compact cars accounted 
for 33\percent of last week’s output 
on 54,23%~assemblies, up 31.7 per- 
cent over the previous week and 
20.5 percent higher than the com- 
parable week a year ago. 

* * * 
PPRopUCTION of the Chevy II 
continued to move up at a brisk 
pace. Chevrolet turned out an esti- 
mated 8,300 of the new compacts 
last week, compared with 6,735 in 
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monopoly and, hgnce, would not vi- 
olate antitrust laws.” 
* / a * 

Gossett said that Ford coop- 

erated fully in supplying the 

government with information on 

the as gore had no indication 

that the government would sue. He 

added: / 

“We are ¢onvinced that there is 
no sound pasis for this attack. 
Before th¢ transaction, Ford did 
not eading com plugs and batteries. 





Its leading competitor makes both. 

“Ford, however, will continue 
to purchase substantial quantities 
of batteries from outside sup- 
pliers. /Electric Autolite Co. will 
continfje to make spark plugs, 
batteries and other automotive 






antitrust laws, and we be- 
that Ford’s position will be 
fully vindicated in the courts. 


ELECTRIC ‘AUTOLITE Co. is 
at also a defendant in the suit. 


Text of U. S. Complaint 


In Autolite Purchase 


Epiror’s Nore: The U. 8S. trust 
complaint against Ford in the 
Autolite purchase gave a view of 
the auto and aftermarket busi- 
ness which readers may find of 
interest. For that reason, AuTo- 
MOTIVE News includes below most 


of the text: 
* * * 


| prrcipe is primarily engaged in the 
manufacture and sale of pas- 
senger cars and trucks and related 
parts and accessories. The company 
(Continued on Page 48, Col. 3) 


onth High 


the week ending Nov. 18, the pre- 
vious high for the car. 

It also marked the third 
straight week in which produc- 
tion of Chevy II exceeded Cor- 
vair assemblies. 

General Motors accounted for 
more than half of last week’s out- 
put, assembling an estimated 85,113 
cars. It was the highest mark for 
the company since the week ending 
Jan. 23, 1960, when the five GM 
divisions turned out 85,768 cars. 

* oK co 

HEVROLET scheduled a total of 

49,400 assemblies for the week, 

its highest mark for any week since 
the period ending Jan. 30, 1960. 

The division assembled cars on 
a six-day schedule last week in 
Atlanta, Janesville, Wis., Kansas 
City, Norwood, O., Oakland, 
Calif., St. Louis, Tarrytown, N. Y., 
and Willow Run. 

Car lines at plants in Baltimore, 

(Continued on Page 49, Col. 1) 
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ie Called 
in U.S. Suit 


Robert Davies, president, said: “In 
our opinion and in the opinion of 
our counsel, the transaction... 
was not in conflict with the anti- 
trust laws.” 

Before the Ford-Autolite deal, 
the government suit said, more 
than 90 percent of spark plug 
sales were accounted for by Auto- 
lite, Champion Spark Plug Co. 
and General Motors. AC Spark 
Plug Division is the GM entry in 
this field. 

A Federal grand jury in Houston 
is reported to be looking into AC’s 
distribution practices. 

OK * * 

HE suit to break up the Ford- 

Autolite deal is the fourth gov- 
ernment antitrust suit involving 
the auto industry this year. Chrys- 
ler Corp. has been charged with 
applying illegal pressure to dealers 
to stop them from handling other 
domestic car lines, particularly the 
Studebaker line. 

General Motors has been 
charged with using its economic 
power to pressure the railroads 
into buying locomotives produced 
by its Electro-Motive Division. 
In another action, GM is among 
the defendants in a suit charging 
a conspiracy to shut off cars for 
Los Angeles area discount houses. 


Romney Opposes 
Classifying Cars 


As Intermediates 


A PROPOSED auto market seg- 
mentation, which would estab- 
lish an “intermediate” classification 
between so-called compact cars 
and standard cars, was challenged 
last week by George Romney, pres- 
ident of American Motors and for 
several years the most fervent 
champion of the compact-car idea. 
Automotive News had proposed 
the classification in an effort to 
shed light on efforts of the auto 
industry to feel out the direction 
U. S. car buyers are taking. 
Romney asserted, however, that 
the whole concept of the U, S. 
compact car was to find a middle 
ground between the small Euro- 
pean cars and the big American 
cars—to combine, as he puts it, the 
maneuverability and ease of han- 
dling of the small European cars 
with the room and comfort of the 
big U. S. cars. 
ok * 
OW,” said Romney, “with the 
compact-car concept on the 
eve of its greatest gain, you pro- 
pose to dissipate its impact by di- 
viding it and setting up another 
classification, simply on the basis 
of a little extra sheet meta] out 
in front and an inch or so of front 
legroom.” 
(He referred to the new Ford 
(Continued on Page 8, Col. 1) 


Inside Automotive News 


A plea for realistic pricing. Page 3. 


Heavyweight trucks pushed. Page 27. 
Education of an import executive. Page 8. 
VW 1500 in North America. Page 6. 


Chrysler honors small-town dealer, faces new 
proxy fight. Page 51. 












t¥ 


By William Carroll 
West Coast Editor 


OS ANGELES. — Import-car 
dealer Peter Satori, Pasadena, 
has filed a suit in Federal Court for 
nearly $3 million damages, alleging 
that Mercedes-Benz Sales, Inc., and 
Studebaker-Packard Corp. sold 
more than 500 DKW cars to Merce- 
des-Benz of Hollywood, operated by 
Roy G. Lewis, at prices below those 


available to Satori. 

The complaint is for treble 
damages for price discrimination 
under the Robinson-Patman 
amendment to the Clayton Anti- 
trust Act. Satori filed against 
Studebaker-Packard Corp.; Mer- 
cedes-Benz Sales, Inc.; R. G. 
Lewis & Co., Inc. (doing business 
ag Mercedes-Benz of Hollywood) ; 
Roy G. Lewis; F. L. Armstrong, 
administrative vice-president of 
Mercedes-Benz Sales; Doe I, and 
Doe 11. 


Satori alleges: “That on or about 
.. the 
defendant Roy G. Lewis and the 
defendants F. L. Armstrong, Doe I 
and Doe II met in South Bend... 
and... then and there negotiated 
for the purchase by the defendant 
of approxi- 
mately 506 1961-model Auto Union 
and DKW vehicles at a special dis- 
count price, averaging more than 
40 percent off the established deal- 


the 3rd day of May, 1961 . 


R. G. Lewis & Co.... 


er price list for such vehicles.” 


Satori further alleges that the 
sale was completed at discrimina- 
tory prices averaging more than 40 
percent off the established dealer 
prices for such vehicles then in 
effect for sales to plaintiffs and to 
other competing retail dealers in 


the Los Angeles metropolitan area. 
The discount amounted to an aver- 





Snap-On to Appeal Ban 
On Assigning Dealer Areas 


KENOSHA, Wis.—Snap-On Tools 
Corp. has announced plans to ap- 
peal a Federal Trade Commission 
ruling which bans the assignment 
of territories to dealers. 

The ruling was the most recent 
move in an FTC-Snap-On dispute 
which began in 1958 with an FTC 
complaint against Snap-On. 

The most recent ruling also bars 
setting prices at which dealers may 
resell Snap-On tools, limiting the 
customers to whom dealers may 
sell and preventing dealers from 
competing against Snap-On imme- 
diately upon terminating a Snap- 
On franchise. 

Snap-On said that the present 
dealer franchise does not violate 
the final three points in the ruling, 
making the assignment of dealer 
territories “the only feature of the 
order which is directed at any 
practice followed by Snap-On.” 

The company said that witnesses 
at a hearing on the complaint tes- 
tified that Snap-On’s territory as- 
signment policies contributed to 
better customer service and greater 
availability of Snap-On tools on the 
market. 

Snap-On said that no witnesses 
took a contrary position but FTC 


High-Power Lure 
Returning on ’62s, 


Nichols Reports 


DETROIT.—A growing demand 
for automotive convenience and 
performance in 1962 was predicted 
last week by Dodge General Man- 
ager Byron J. Nichols. 

Speaking at a meeting of the 
National Committee of the Dodge 
Dealer Advisory Conference, Nich- 
ols said: 

“Typical of the trend to perform- 
ance is the marked growth in pop- 
ularity of V-8 engines and optional 
power packages,” he said. “For ex- 
ample, the V-8 is being selected by 
63 percent of the buyers of 1962 
Dodge Darts, compared with 56 
percent for the 1961 model year.” 

Nichols said the demand for 
power assists and other conveni- 
ence options has also increased. A 
larger percentage of Dart buyers 
are now purchasing the most de- 





SP, Mercedes Cited by Satori... 


Dealer Sues on Cut-Price DK Ws 
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were sold at a price which was 
lower than the price charged plain- 
tiffs for automobiles of like grade 
and quality ... That... Stude- 
baker-Packard and Mercedes-Benz 
Sales did not offer to sell to the 
plaintiffs (Satori) ... or to any| ~ 
other dealers in the Logs Angeles| 3% 
metropolitan sales area, vehicles at | } 
the same price, in the same quan- 
tity, and at the same time as the 
offer ... to the defendant R. G. 
Lewis & Co., Inc.” 

Effect of the alleged price dis- 
crimination on Satori is described 
in the complaint: “That the effect 
of such price discrimination has 
been substantially to lessen com- 
petition between, on the one hand, 
the plaintiffs Peter Satori of Cali- 
fornia, Inc., and Satori, Inc., and, 
on the other hand, the defendant 
R. G. Lewis & Co., Inc. 

“Such price discrimination was 
one of the contributing factors that 
resulted in the complete closing 
down as of June 30, 1961, of the re- 
tail automobile dealership of the 
plaintiff Peter Satori of Santa Bar- 
bara, Inc. The effect of such price 
discrimination has tended to create 
a monopoly of such vehicles and 
has injured, destroyed or prevented 
competition and will in the future 
injure, destroy and prevent com- 


petition ...” 
* 


age of more than $643.43 for each 
vehicle, the complaint says. 
* ca oa 


CCORDING to Satori’s com- 
plaint, Studebaker-Packard and 
Mercedes-Benz provided warehous- 
ing, storage and similar facilities 
to the defendant, R. G. Lewis & Co., 
Inc., without charge. These serv- 
ices, the complaint states, were not 
made available to Satori or other 
retail dealers of DKW and Auto 
Union cars. 
An attorney for the defendants 
said the suit is without merit, 
that the special prices were offer- 
ed on discontinued models and 
that Satori turned down cars of- 
fered at the same prices. 
Allegations of price discrimina- 
tion on the part of Mercedes-Benz 
Sales and Studebaker-Packard are 
contained in portions of the com- 
plant reading: “That the aforesaid 
sales of the 1961 DKW and Auto 
Union vehicles ... was and is un- 
lawful in that said automobiles 


Herb Galles Undergoes 
Surgery in Albuquerque 
ALBUQUERQUE. — Herbert L. 
Galles jr. is 
convalesc- 
ing here at Ba- 
taan Memorial 
Hospital fol- 
lowing major 


















To Enlighten Children— 














* * 


Co. of Canada has denied reports 


i t 
surgery. : pong te ring tele one that a franchised dealer has been 
He is head of : selling new cars through the Ban- 


are allowed. Accordingly, Satori 
claims damages of $324,057.58, tre- 
bled, plus costs and fees, on his 
first cause of action—the alleged 
sale of cars at discriminatory 
prices. 

In the second part of the suit, Sa- 
tori claims identical damages re- 
sulting from the alleged illegal 
purchases by Roy G. Lewis & Co., 
Inc., of DKW and Auto Union ve- 
hicles at discounted prices. In a 
third cause of action, Satori alleges 
a conspiracy between the defend- 
ants, for which treble damages of 
$324,057.58 are claimed. The total 
sought is $2.9 million. 

Satori’s attorney, Phil H. Curry, 
said “We don’t ordinarily file 
suits unless we have confidence in 
the justice of our client’s cause.” 

John Hanson, representing the 
defendants, said: “Mercedes-Benz 
denies there is any merit to the 
complaint filed by Satori. The Mer- 
cedes-Benz-Roy Lewis transaction 
involved the sale of discontinued 
models, and was made in anticipa- 
tion of introduction of new models 

(Continued on Page 49, Col, 5) 


the Task Force 
Committee of 
the National 
Autom o- 
bile Dealers 
Assn, and a 


nearby Stoney Creek. 

A car and a salesman from 
Eastgate Motors had been in the 
store until the dealer withdrew 
them after a visit by a Ford of- 
ficial. 

A Ford spokesman said the deal- 
er had rented floor space in the 
store for a “promotional display” 
and that the salesman was refer- 
ring all inquiries to the dealership 
“where a normal transaction took 
place.” 

Eastgate officials said there was 
no discount or commission arrange- 
ment with Banner. 

But Banner President Morrie 
Wingold said: “The dealer was sell- 
ing cars $50 to $100 cheaper. They 
were in the store as a lessee and 
were paying a commission just like 
any lessee. I know they sold a cou- 
ple of cars.” 

This was the first time Canadian- 
made cars had been offered in a 
discount department store. Mon- 
treal department stores are selling 
English and Italian cars. 

Wingate said that Banner was 
interested in selling cars in all 
of its stores. “We will be looking 
at other Canadian lines and at 
European cars,” he said. 

Newspaper ads announced the 
sale of the cars at the Banner store, 
but did not mention price. Henry 


Olds Sales Record 
Seen by Feely 


DALLAS.—Based on the present 
trend, the 1962 Oldsmobile line will 
set a sales record, according to 
Emmett P. Feely, general sales 
manager, 


“If the present trend continues, 
we expect a 35-percent increase in 
business for our ’62 models for a 
total of 450,000 cars,” he said. 

He also said that Oldsmobile is 
taking 33 percent of the medium- 
priced market in Dallas zone this 
year, the top showing in any zone. 





H. L. Galles Jr. 
former president. 





had still issued the order banning 
the assignment of territories. 

The company said, “This part 
of the order must, in the opinion 
of Snap-On, be appealed to the 
courts in the hope that the FTC 
may be required to limit its find- 
ings and orders to the facts in 
the record.” 

The case has been heard twice 
by an FTC hearing examiner and 
the commission has overruled the 
examiner twice, Snap-On said. 






















This Week in Summary .. . 


Automotive News Review 


Trucks— 

Makers seek to solve problem of selling heavy-duty units while 
staying within the franchise framework; truck mechanics too rare. 
Page 27. 


Production— 
Car production for the week and total output for the month reach 
the highest levels recorded in nearly two years. Page 1. 
* * * 


Antitrust Suit— 
Federal government files suit to break up Ford-Autolite deal. 
Page 1. 


* * * 







* * * 





Sales— 
Retail sales of new cars set record for third consecutive 10-day 
period; record November shapes up. Page 1. 
* * * 






Imported Cars— 

Volkswagen’s new 1500 bows in Canada. Page 6. Dealer sues dis- 
tributor for nearly $3 million, charges price discrimination. Page 2. 
Renault sales chief looks back on year in U. S. Page 8. Alfa Romeo 
sales-tested. Page 35. Canadian dealers urged to add import lines. 
Page 36. Volvo sedans get bigger engines. Page 44. Prices. Page 46. 

* * * 











Labor— 
Three rulings by National Labor Relations Board affect labor- 
management relations. Page 6. 
* 





Auto Makers’ Dividends 


Up $7.5 Million in ’61 

WASHINGTON. — Cas h-divi- 
dend payments by auto manufac- 
turers issuing public reports 
amounted to $594.7 million in the 
first 10 months of 1961, compared 
with $587.2 million in the like pe- 
riod a year ago, according to the 
Office of Business Economics, De- 
partment of Commerce. 

However, payments in October 
totalled $5.6 million, the agency 
reported, compared with $6.1 for 
the corresponding month in 1960. 





* * 





Engineering Report— 
A unique type of fuel cell with “interesting possibilities” is under 
development. Page 10. 
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Editorial Opinion— 
In an age of bigness, small dealerships are still the backbone of 

the auto industry. Page 12. 
* 


Leasing—- 
Wider use of compact cars next year is predicted for the rental-car 
industry. Page 24. 






* 







* * * 





Used Cars— 
Prices continue downward slide; complete auction reports: Page 40. 











luxe models, he added. 






















ner Discount Department Store at 







David W. Mernan (right), president of Mernan Chevrolet, 2751 Bailey Ave., Buffalo, 
presents Erie County Sheriff B. John Tutuska with the keys to a new Chevrolet station 
wagon. The dealer is loaning the station wagon for use by two deputies who will 
visit schools to show safety films, give lectures and distribute pamphlets to the children. 





Was Dealer Selling or Displaying? 


Ford *Discount-House’ Flap 


HAMILTON, Ont.—F ord Motor 


the arrangement was halted. 


troversy was mixed. 


Robert Orr, marketing director 
of Studebaker-Packard of Can- 
ada, said: “If one of our dealers 
wanted to lease space in a dis- 
count store, we’d welcome that, 
provided the store wasn’t in an- 
other dealer’s territory.” 


discount stores, 


Pontiac said: “We’ve been discount- 
ing car prices for 33 years.” 


Egbert Predicts 


Record Sales, 
Profit for Quarter 


SOUTH BEND.—Present indica- 
tions point to record fourth-quarter 
sales and a profit for the quarter 
for Studebaker-Packard Corp, 
Sherwood H. Eg: 
bert, president, 
said in an inter- 
view. 

His comments 
added up to 
fourth - quarter 
sales totalling 
$132 million, up 
61 percent from 
the iike period of 
last year. It 
would be the best 

S. H. Egbert fourth quarter 
since the company was formed by 
the 1954 merger and the third best 
total for any quarter since the 
merger. 

Egbert said that the company 
had a profit in September and 
October and predicted black ink 
for November and December. 

He estimated sales for all of 1961 
at $330 million, compared with $323 
million last year. He said it will be 
“pretty close” whether the company 
shows a profit for the full year. 

He said the Automotive Division, 
which accounts for about 75 per- 
cent of total S-P sales, is still 
operating in the red but that the 
company’s other nine divisions are 
showing a profit. 

“We have turned around and are 
on the way out of the hole,” Egbert 
said. 

He said the company has 2,100 
dealers, down 600 in the last year | 
The company is not represented in 
30 percent of the nation and plans 
to add 30 to 50 additional dealers 
a month until the total reaches 
2,600 to 2,700, according to Egbert. 




















Sukoff, manager of the Stoney 
Creek store, said two cars, a Mer- 
cury and a Comet, were sold before 











Reaction to the Ford-Banner con- 










A General Motors spokesman 
Said: “If we were approached by 
a discount store which had no 
service facilities or parts inventory, 
we would not do business with it.” 

















C. O. Hurley, sales vice-president 
of Chrysler Corp. of Canada, said 
his firm had no intention of enter- 
ing into selling arrangements with 


Most car dealers were apparently 
unperturbed by the Banner setup. 
George Hogan jr., Hogan Buick- 
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Dealer Forum 


by Robert M. Finlay 





bee wenger tte comment from vis-| could be done to upgrade dealers 
A 


iting automen: 

Here’s a report from a dealer- 
relations man for a dealer group 
whose whole life is devoted to 
calling on dealers: 

General Motors dealers are talk- 


‘ing pretty optimistically these days. 


Ford dealers get the most com- 


' petitive counsel from the factory. 


Rambler dealers talk most about 
being overcrowded. 


Chrysler dealers are complaining. 
bd * * 


End of the Line? 


HE word from a factory rela- 

tions man. We were talking of 
the problems of elevating the stat- 
ure of auto salesmen and improv- 
ing the public image of dealers. 

“Well,” he said, “you’ve got to 
face the fact that this business 
of auto retailing is a lousy busi- 
ness. 

“The auto business and the real- 
estate business are at the bottom 
of the employment line. If you can’t 
do anything else, you can always 
find a job selling cars or Selling 
real estate. 

“There are times when you can 
make a lot of money in this busi- 
ness, and other times when you 
can’t make a dime. So you have 
some real fine salesmen in the busi- 
ness, and some real bums.” 

* * * 
To Attract Men 


Ho” can the business be up- 
graded for the salesman to at- 
tract better men? 

“We can’t attract better men 
until we have some stability in the 
earnings of salesmen. Not too many 
stable people are attracted by jobs 
that pay $1,000 one week and noth- 
ing the next.” 

What about the auto customer? 
Doesn’t he get pretty rough treat- 
ment in some dealerships which 
are tolerated by auto makers? 

“Yes, but doesn’t he benefit, 
too? He may take a _ pushing 
around because of the fierce com- 
petition, but if we didn’t have 
fierce competition, wouldn’t the 
customer be worse off? 

“If we carefully carved up the 
market, with each maker assigned 
to produce his quota and each deal- 
er assigned to sell only in a par- 
ticular area, what would happen 
‘o auto prices? 

“We contend that the same type 
of competition that permits some 
tales practices we don’t approve 
of also provides vigorous sales and 
ower prices for the buyer.” 

* * * 


Maker’s View 


180 during the week I asked 
an auto maker what he thought 


Smith Heads C of C 


ST. ALBANS, Vt. — Curtis R. 
Smith, who was president of 
Champlain Motors, Inc., for 30 
years, has been named managing 
director of the St. Albans Chamber 
of Commerce. 
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with the public. 

“This,” he said, “is something we 
have worked hard on with our deal- 
ers. To tell you the truth, they 
didn’t seem too interested.” 

ok * * 


Prosper Together 


oa BRIDGE, sales chief of 
Pontiac, just back from a trip 
to the field: “Sales look good for 
all of us, and this is a fine situation, 
for one of us can’t have good busi- 
ness alone for long.” 
ok * * 


View of Ads 


PUBLIC-RELATIONS man 
looks at auto advertising: 
“One maker is spending its ad- 
vertising money -saying it doesn’t 
have the kind of cars it spent mil- 
lions to bring out (and the only 
kind of cars it does have), while 
another is spending its money to 
tell readers to look at what the 
other guy has got. 
“Us? We just spend our money 
to tell people to come buy our 
cars.” 


* * 
Mobile Shelters 


A DAUGHTER’S question about 
survival from fallout inspired 
Warren King, vehicle marketing 
manager of Life magazine, to write 
to the heads of all the auto com- 
Panies to ask about the possibility 
of using autos as mobile shields 
against fallout. 

King points out that in the battle 
for survival a mobile fallout shelter 
may spell the difference between 
victory and defeat. 

It may be the big question some 
day. 

Life’s people were in to see the 
auto folks last week. C. D. Jack- 
son, publisher, said Americans take 
both a Spartan and an Athenian 
view toward life. In a Spartan 
mood, they want to win the cold 
war and make the necessary sacri- 
fices. From the Athenian stand- 
point, they are interested in the 
finer things of life. 


NADA Schedule 
Features Service, 


Used-Car Days 


WASHINGTON. — The National 
Automobile Dealers Assn. has an- 
nounced plans for a full schedule 
of business sessions at the 45th an- 
nual convention which will be held 
in Atlantic City Feb. 3-7. 

Industry topics to be covered 
include the fate of the franchise 
system, the role of service, 
changes in the franchise, prod- 
uct pricing and expected changes 
in the channels of auto distribu- 
tion. 

A Feb. 3 session will delve into 
overlooked service markets and 
take a look at the quick-service 

field. 

The complete used-car program 
will be discussed on Feb. 4. Increas- 
ing profits and boosting public con- 
fidence in the new-car dealer as the 
preferred source of used cars are 
two of the items on the agenda. 

Thomas F. Abbott jr., NADA 
president from Fort Worth, will 
make his report on Feb. 5. Other 
speakers on that day will include 
Senator Wallace F. Bennett, Utah 

Republican and Salt Lake City 
Ford dealer, who will discuss the 
proposed Truth-in-Lending Bill, 
and Senator Clinton P. Anderson, 
New Mexico Democrat, who will 
speak on Other congressional de- 
velopments including changes in 
the wage-hour law. 

All of the program on Feb. 6 
will be devoted to a report by the 
NADA Task Force. The report 
will cover future plans and there 
will be a question and answer 
period. 

Harold Draper, NADA business 
management consultant and retired 
Michigan Chevrolet dealer, will 
conduct a session on improving 
profit through business manage- 
ment on Feb. 7. 


* 











°62 Car Prices Cited 


In Living-Cost Rise 


WASHINGTON. — Higher 
prices charged by dealers for 
1962 automobiles were responsible 
for much of the rise in the Con- 
sumer Price Index in October, 
according to the Department of 
Labor’s Bureau of Labor Statis- 
tics. The index rose to 128.4 per- 
cent of the 1947-49 average from 
128.3 percent for September, 

Although October prices of 1962 
cars were mostly unchanged 
from the September prices of 
new 1961 models, officials said 
dealers offered smaller discounts 
on 1962 cars. Some 500,000 hourly 
rate employes in the auto indus- 
try will receive a one-cent-an 
hour pay hike as a result of the 
increase in the index. Another 
200,000 salaried workers will draw 
a $30 cost-of-living allowance for 
December, January and Febru- 
ary. 








Reese Promotion in Bloom— 


A flower arranging show, with more than 400 arrangements and 1,000 different 
plants and flowers, was a special promotion staged by Dave Reese Rambler, Drexel 
Hill, Pa. Some 500 persons made out door-prize prospect cards and sales more than 
tripled those in the preceding month, according to the dealer. 


To Fight Profit-Destroying Ads... 
Realistic-Price Views 


Clarified by Mitchell 


Eprror’s Note: In the letter 
below, William H. Mitchell jr., 
chairman of NADA’s Advertisivig 
Ethics and Public Relations Com- 
mittee, gives in detail his views 
on realistic pricing, which was 
referred to in the Nov. 20 issue of 
AUTOMOTIVE NEws. 

* * * 

What might be of interest to the 
dealers in the nation is what we re- 
ferred to regarding a realistic pric- 
ing procedure. And to clarify the 
matter, I would like to say that it 
referred to my statement that I 
feel, after many years of fighting 
so-called profit-destroying advertis- 
ing, that the only answer to the 





Government Meddling Hit 
By Moore at Ark. Conclave 


By Silas T. Dunn Jr. 
Staff Correspondent 

HOT SPRINGS, Ark. — Regard- 
less of Administration, the automo- 
bile industry is opposed to govern- 
ment controls or intervention in 
business that would deprive a sin- 
gle dealer of any measure of busi- 
ness freedom, Arkansas automobile 
dealers were told here. 

The speaker was James C. 
Moore, executive vice-president of 
the National Automobile Dealers 
Assn. 

He told the 300 delegates attend- 
ing the 27th annual convention of 
the Arkansas Automobile Dealers 
Assn., “We shall certainly stand in 
opposition to any move by the 
Federal government through any 
fiat, litigation or any other inter- 
pretation of existing laws that 
would impair the present franchise 
system or destroy the present mer- 
chandising methods which have 
proven to be in the public interest.” 

Moore informed the dealers the 
outlook for the industry in 1962 is 
excellent. 

“I feel that the new automobiles 
being produced in realistic num- 
bers will satisfy the normal and 
reasonable demand,” he declared. 
“IT believe the dealers and manu- 
facturers are dedicated to making 
a good business year by working 
together to satisfy the transporta- 
tion needs of the automobile user. 

“I think the customers can ex- 
pect excellent services from fran- 
chised automobile dealers to a far 
greater degree than ever before,” 
he continued. “This is again due 
to manufacturers and dealers 
working together to satisfy what 
is obviously a demand on the 

part of the customers for better 
service.” 

The NADA executive said he did 
not expect any radical changes in 
the styling of automobiles during 
the next two or three years. 

“But I am sure manufacturers 
will continue to do all, as in the 
past, to improve the quality of the 
product and the aesthetic aspects 
of the unit so customers will be 
even prouder to purchase and own 
cars.” 

The convention also: 

1. Elected Verl Hudspeth of 





Harrison as president, succeed- 
ing Charles Wiygul of Osceola. 
2. Adopted a resolution setting up 
a college scholarship. The amount 
of the grant was not announced. 


3. Heard Senator J. William Ful- 
bright, chairman of the Senate For- 
eign Relations Committee, declare 
that the Peace Corps, if given time, 
will succeed. 

4. Listened to talks by S. M. Du- 
Bois, vice-president of Universal 
Underwriters; Warren King, mer- 
chandising manager for Life mag- 
azine, and Louie Throgmorton, vice- 
president of Republic National Life 
Insurance Co. of Dallas. 

Moore also blasted what he 
termed legislation adopted for 
the benefit of the automobile in- 
dustry, adding that “we don’t 
want Congress adopting any leg- 
islation for our benefit, except in 
a dire emergency.” 

He said it was up to the dealers 
themselves to insure the survival 
of the franchise system. Moore 
urged the group to join their ef- 

(Continued on Page 50, Col. 3) 
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ness... 


seems to get larger... 


at an introductory lunch... 


governor in 1964... 





On the House... 


Do salesmen make a good pitch on new-car 
financing? Salt Lake City office of a national finance 
company recently queried buyers who bought new 
ears financed through banks. Found that 60 percent 
did not arrange financing prior to buying car; that 
68 percent had not personally compared bank rates 
with those of a national finance company; that 58 
percent had not been given a sales pitch by car 
salesmen to use his dealer’s sales finance plan... 
One state association bewails the fact that some 
dealers won’t even attend a meeting in their home 
town in the interest of bettering their own busi- 


Chicago auto show’s annual luncheon held in Detroit continues 
to draw large number of industry brass; each year the crowd 
Herb Misch, new executive director of 
Ford’s engineering staff, is a personable fellow, newsmen found 


Dealer Mario Vagge, who’s been reelected mayor of Nashua, N. H., 
for third time, says it’s “possible” 
Dawson Taylor, Detroit Chevrolet dealer, has 
co-authored “The Secret Art of Holing Putts” with Pro Horton Smith; 
also has written book on bowling and numerous top tunes. 


problem would be for the manufac- 
turers to take over all new-car ad- 
vertising as follows: 

(a) Include in their new-car ad- 
vertising, the manufacturer’s sug- 
gested retail price on a national 
price basis, less local taxes if any. 

(b) That the manufacturers list, 
in all metropolitan newspaper ad- 
vertising, the geographic location 
and the name of the dealers in their 
respective communities. 

(c) That the manufacturers ad- 
vertise the new-car dealers in 
single cities and in any areas where 
there are local newspapers in the 
same manner, quoting prices and 
naming the dealership. 

(d) That the national advertising 
agencies have local area advertising 
agencies on a subcontract basis to 
handle localized advertising with 
better timing for local purposes 
than is possible from one national 
viewpoint. 

(e) That the only price that we 
can quote which would counteract 
the so-called advantage of going 
the discount house way would be a 
realistic price that all dealers 
would be willing to take on the 
new-car sale itself, the markup 
varying, depending on the “volume” 
phase of the make of car involved. 

The used-car tradein angle 
would be handled entirely sepa- 
rate from the new-car pricing— 
namely, the used cars would be 
practically outright purchases by 
the dealership and not so-called 
tradeins. 

Anyone who disputes the above 
theory would be trying to deny 
that this is what we are actually 
doing today. We are, except in very 
rare cases, selling all our new cars 
with probably an average discount 
of about 40 percent of the total 
present markup. And we are trad- 
ing and/or buying used cars, if we 
are smart and operating correctly, 
at true value. Hither figuring the 
used car from cash wholesale value 
up or retail less reconditioning, less 
used-car department costs down. 

As long as 15 or 16 years ago, I 
argued with my factory’s business 
manager at a business management 

session in New York that my oper- 
ating control gave me a fictitious 
and misleading figure in showing 
me my new-car department’s daily 
business with overallowances not 
deducted from the new-car grosses, 
with the used car not showing what 
it actually accomplished in either 
losing money, breaking even, or 
making a reasonable profit on all 
used cars handled, after recondi- 
tioning, variable expenses and 
used-car department expenses. 

Two years later, Motors Holding 
came out with a new daily oper- 
ating control, embodying exactly 
what I had advocated. Of course, 
I had been doing that right along 
on my own operating control by 
eliminating a useless column and 
instead showing new-car over-al- 
lowances in red. 

The above is old stuff to the 
vast majority of intelligent deal- 
ers, but I am puzzled as to why 

(Continued on Page 47, Col. 1) 
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—PertTe WemMuHorr, Editor, 
Automotive News 
















counted for more than 38 percent 
of new-car sales. 

As compared with the first 10 
days of the month, Chrysler Corp. 
and General Motors increased their 
shares of sales in the second 10 
days. American Motors, Ford Motor 
Co. and Studebaker-Packard listed 
slight declines. 

GM’s share rose to 54.20 percent 
from 53.89, while Chrysler Corp. 
was up to 10.60 percent from 10.01. 

AMC dipped to 5.85 percent from 
5.98; Ford Motor was down to 27.91 
percent from 28.66, and S-P was 
shaved to 1.44 percent from 1.46. 

* oe oa 

ORD MOTOR’S share declined 

despite Ford Division’s intro- 
duction of its new Fairlane during 
the period. Ford spokesmen said 
retail orders for the car totalled 
16,000 in the four days it was on 
sale during the second 10-day pe- 
riod, but deliveries amounted to 
only 2,000. 

Chevrolet’s new compact, Chevy 
II continued to wax hot, as it 
passed Comet to become No. 4 
seller in the compact field. 

Retail deliveries by makes Nov. 
11-20 were: 

Standard Chevrolet, 43,448; stand- 
ard Ford, 26,200; Falcon, 13,200; 
Rambler, 10,795; Corvair, 9,851; Pon- 
tiac, 9,719; Oldsmobile, 9,716; Buick, 
6,760; Chevy II, 5,587; Comet, 5,223; 
Plymouth, 5,150; Cadillac, 4,993; 
Dodge, 4,817; Tempest, 3,950; Mer- 
cury Monterey, 3,777; Valiant, 3,- 
598; Chrysler, 3,577; Buick Special, 
3,502; Studebaker, 2,652; F’-85, 2,510; 
Ford Fairlane, 2,000; Lancer, 1,850; 
Lincoln, 1,110, and Imperial, 570. 

* * o* 

HEVROLET said that its sales 

during mid-November were the 
highest in its history. Along with 
58,886 cars, 9,823 trucks were sold. 

Combined sales were 38.1 per- 
cent over the year-earlier period 
and 23 percent above the previous 
record (1955) for mid-November. 

“On the strength of these sales,” 
said K. E. Staley, general sales 
manager, “I am confident that 
Chevrolet will set an alltime No- 
vember record with total sales of 
cars and trucks exceeding 200,000.” 

Ford Division’s car sales in the 
second 10 days of the month were 
up 18 percent over the correspond- 
ing period of the previous month, 
said Lee A. Iacocca, general man- 
ager. 

The daily rate rose 781 units, 


2,000 Dealerships 
Unveil Mercury’s 


New Meteor 


DEARBORN.—The new Mercury 
Meteor was unveiled in more than 
2,000 dealerships across the coun- 
try last Thursday (Nov. 30). 

Ben D. Mills, Lincoln - Mercury 
Division general manager, said the 
Meteor, as “the mid-entry” in the 
Mercury line, has a combination of 
many of the best features of today’s 
compacts and big cars. 

The Meteor, he said, rounds out 
the 1962 Mercury line with three 
distinctive entries ranging from the 
compact Comet to the “big-sized” 
Monterey. The Meteor has a 116.5- 
inch wheelbase and is nine inches 
longer than the Comet and nearly 
a foot shorter than the Monterey. 

“Mercury’s share of all automo- 
biles sold in the United States has 
risen from 2.6 percent in 1959 to 
5.4 percent for the first 10 months 
of this year,” Mills stated. 

He noted that the division now 
includes Comet sales in past Mer- 
cury totals, following the practice 
he said has been set by other car 
lines in the industry. 

With registration figures com- 
plete for the first eight months of 
this year, Mercury was in third 
place in auto sales in such metro- 
politan market areas as Detroit, 
Los Angeles, Cleveland, San An- 
tonio, Pittsburgh, Akron, Buffalo, 
Memphis and Jacksonville, Mills 
said, - 


are Recedes ... 


Baily Sales Rate Up 
To a Record Pace 


(Continued from Page 1) 
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he said, “despite the fact that 
the Fairlane was on sale for only 
four days during the period.” 

Iacocca continued: “Based on in- 
troduction-day survey results, the 
reaction of showroom visitors, plus 
deliveries and retail orders for 
16,000 units in the first four days 
the new car was on sale, it looks 
like the Fairlane will be a repeat 
performance of the Falcon success 
story.” 






MPG; Paula Murphy, Citroen, 35.68 MPG; 
Draper, Triumph TR-3, 38.99 MPG. 





* * * 


LDSMOBILE dealers delivered 

40,060 new cars in the 30 days 
from Oct. 21 to Nov. 20, an alltime 
high for the period, said Emmett P. 
Feely, general sales manager. 

In mid-November, he said, 
sales were the highest since 1955. 
Oldsmobile still has 25,000 un- 
tilled orders , Feely added. 

Buick sales in the Oct. 21-Nov. 20 
period were the best for that 30- 
day stretch since 1953, said E. D. 
Rollert, general manager. For the 
year to date, Buick sales are run- 
ning at their best pace since 1957, 
he said. 

Pontiac and Tempest orders are 
being received in record number, 
said E, M. Estes, general manager, 
who added that sales in the first 






DETROIT. — American Motors 
last week set up a new interna- 
tional headquarters in Switzerland 
to coordinate all its overseas op- 
erations. 

Roy D. Chapin jr., executive vice- 
president of 
AMC, was elected 
president of the 
wholly owned 
subsidiary, Amer- 
ican Motors Ex- 
















20 days of the month rose 27 per- pon rita i 
cent Over the corresponding period Pickett, director 






of last year. 

Studebaker said that total sales 
in the first 60 days of the new- 
model year numbered 18,060, an 
increase of 25.1 percent over the 
14,442 sales recorded in the first 
two months of the 1961 model year. 

Chrysler-Plymouth reported that 
the daily rate in mid-November 
rose 17.2 percent for Chrysler and 
Imperial and 10 percent for Plym- 
outh and Valiant. 


Grant New Delay 
In Hearing on 


Okla. Ford Case 


OKLAHOMA CITY.—The Okla- 
homa Motor Vehicle Commission 
Thursday delayed until next month 
a hearing on the complaint of a 
Tulsa Ford dealer against Ford 
Division’s district sales manager 
here. 

The all-dealer Commission had 
been scheduled to hear the com- 
plaint tomorrow (Dec. 5), but Deal- 
er W. C. Doenges’ attorney asked 
more time to study Ford demands 
for detailed charges against A. F. 
Love, the district executive. 

At Ford’s request, the case was 
originally postponed from a Sept. 
26 heafing date. Doenges filed his 
unprecedented complaint Sept. 5, 
charging broadly that Love had en- 
gaged in “coercive and intimidating 
actions.” The dealer asked that! 
Love’s license to work in Oklahoma 
be revoked. 





of automotive ex- 
port, and G. T. 
Etheridge, vice- 
president of Kel- 
Roy D. Chapindr. vinator Interna- 
tional, were elected executive vice- 
presidents of American Motors Ex- 
port. 

The new firm will be headquar- 
tered in Zug, a Swiss city which 
serves as an international opera- 
tional base for more than 40 other 
United States firms. Zug is a small 
city of about 15,000, situated on a 
lake between Zurich and Luzerne. 

American Motors Export will be 
the international center for sales, 











William 8S. Pickett G. T. Etheridge 


parts, service, investment and fi- 
nancial counseling, advertising and 
sales promotion and technical as- 
sistance for manufacturing and as- 
sembly operations abroad for both 
the Automotive and Appliance Di- 
visions, President George Romney 
said. 

American Motors (Canada), Ltd., 
will continue to operate as a sep- 
arate subsidiary, he added. 

Romney said the new subsidiary 
was formed because of increased 


















"Flaming' Wheels Promote K. C. Show— 


Kansas City Dodge dealers ran this Dart on the streets several nights before the 
opening of the city's auto show. The car was equipped with experimental neothane 
tires made by Goodyear Tire & Rubber Co. Sixteen light bulbs were installed inside 
each of the translucent tires, causing them to glow fire-red. The tires have no fabric 
or lamination and are made by pouring a special liquid of dyed, fade-proof neothane 
synthetic rubber into a mold and curing it under heat in ovens. They are said to be 
particularly resistant to sun, weather, cutting, punctures, abrasions and scuffing. 





Winners in Import Mileage Rally— 


Class winners in the Mobil Mileage Rally for imported cars are, from left, Jim 
Parkinson and his Morris 850, 51.39 miles per gallon; Mary Hauser, Volkswagen, 40.38 


4, 1961 

















Bill Levy, NSU Prinz, 59.76 MPG, and Jack 


Chapin, Pickett Head Up 
New AMC Export Firm 


market penetrations of both Ram- 
bler and Kelvinator products 
abroad. 

Switzerland was selected as a 
headquarters site, he said, “because 
of the excellent international and 
financial facilities, central location 
and proximity to the European 
Common Market.” 

“With this centralized operation,” 
Romney said, “we will be able to 
better maintain an even closer re- 
lationship with our overseas assem- 
bly and manufacturing plants and 
distributors.” 

In addition to Chapin, Pickett 
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Donald P. Else 





Richard T. Purdy 
and Etheridge, officers of American 


Motors Export are: Treasurer, 
Richard T. Purdy, vice-president 
and treasurer of AMC, and comp- 
troller, Donald P. Else, vice-presi- 
dent and comptroller of AMC. 

Officers of American Motors Ex- 
port will continue to maintain of- 
fices in the Detroit headquarters of 
AMC. 

Directors of the American Motors 
Export are Chapin; Etheridge; 
Pickett; Joseph A. Vieson, a part- 
ner of AMC’s law firm, and five 
Swiss attorneys and bankers—Otto 
Koller, Felix von String, M. Welti, 
Ludwig Gutstein and Fred Styger. 

Chapin, Pickett and Etheridge 
are well experienced in AMC’s in- 
ternational operations. Chapin has 
been in charge of international, as 
well as fiscal, operations of AMC 
for the past year. He is also board 
chairman of American Motors 
(Canada). 

Pickett has been director of auto- 
motive export for AMC since he 
joined the firm in April, 1960. 
Before that, he served five years as 
sales vice-president of Willys-Over- 
land Export Corp. 

Etheridge has been vice-presi- 
dent of Kelvinator International 
since 1957. 


Inspection Law 


| Asked in Calif. 


LOS ANGELES.—Adoption of a 
motor-vehicle inspection law was 
urged strongly by witnesses at a 
public hearing conducted here by 
the California Assembly interim 
committee on transportation and 
commerce. 

The hearing was on a bill spon- 
sored by Assemblyman Charles Ed- 
ward Chapel, Inglewood, who told 
the committee that a big question 
seems to be whether the inspections 
should be done by the state or by 
privately licensed garages and 
service stations. 

He said he favored state inspec- 
tion, a view shared by most of the 
expert witnesses testifying before 
; the committee. 





































Dealer Stockpile a 
Rises to 745,000 


Average Supply Holds 
At 33-Day Mark 


(Continued from Page 1) 


with 677,557 Nov. 1 and 960,127—a 
record for this daté—a year ago. 
* * * 


Most dealers, even those whose 

sales have been disappointing, 
are satisfied with the inventory 
buildup to date. The new programs 
of inventory aid from the factories 
have softened the impact of swollen 
days supplies of new cars. 

Chevrolet and Ford dealers, par- 
ticularly, need more cars. Chevy II 
and Fairlane have enjoyed steady 
sales growth since their arrival in 
volume on the market, and dealers 
want to capitalize on their novelty 
appeal. 

Also faring well in retail de- 
liveries are the standar d-size 
General Motors entries, most of 
which are reported in supplies 
lower than 40 days. By contrast, 
Chrysler Corp. and Lark inven- 
tories are close to 60 days and 
Rambler near 50 days. 

Spokesmen for Chrysler Corp., 
American Motors and Studebaker 
contend that their dealers require 
larger inventories because they lack 
branch assembly plants and orders 
cannot be filled as fast as by GM 
and Ford. 

But GM’s October-November 
sales surge, a study indicates, has 
bitten off penetration usually 
claimed by Chrysler, Rambler and 
Studebaker. This trend has kept 
GM dealer stockpiles low at the 


expense of competition. 
* * * 


A= companies have reflected the 
newly granted concessions to 
auto workers in their production 
rates. No factory wants to pay later 
this winter for excessive scheduling 
now, because the United Auto 
Workers will emerge with either 
bigger paychecks for time not 
worked or larger Supplemental 
Unemployment Benefits. 

Only about 95,000 cars in the cur- 
rent inventory are ’61s. This is 
about one-third of the carryover 
stock which harassed dealers a year 
ago at this time, when production 
schedules were already being 
chopped back. 

Dealers in some areas contend 
that news stories of new-car 
“shortages” have curbed shop- 
ping to some extent. Daily news- 
papers in Louisville and Little 
Rock carried these headlines in 
mid-November, “Car Supply 
Short of Public Demand” and 
“Demand Outracing New Car 
Supply.” ; 

Prospective purchasers, the argu- 
ment goes, are often frightened off 
by such reports because they feel 
the cars of their choice at “desir- 
able” prices will be out of stock. 

Continuation of the new-car 
buildup through December and 
January, it is forecast, will lure 
back inventory shoppers to the 
dealerships. 














Dealers Honor Akers— 


Edward F. Cave, left, president, Auto 
motive Trade Assn. — National Capital 
Area, presents Floyd D. Akers (Cadillac 
Oldsmobile) with the association's Com: 
munity Service Award for his many civit 
activities. Akers, a dealer since 1934, took 
the lead in keeping the Washington Sena 
tors in the nation's capital; served 9 
chairman of the group that has givet 
Washington its new $22 million stadium 
and has worked on many fund raising 
campaigns for the National Symphony 
Orchestra. He also is a board member 
of the National Cultural Center. The os 
sociation has nominated Akers for Satul 
day Evening Post's Benjamin Franklin 
Quality Dealer Award. 
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By Francis J. Gawronski 
Staff Writer 

_ ONE of three rulings affecting 
labor-management relations, the 
National Labor Relations Board 
said it will seek to include interest 
payments on back 
pay awards to em- 
ployes who have lost 
wages becauSe of 
employer or union 
unfair labor prac- 

tices against them. 

Stuart Rothman, NLRB general 
counsel, said interest payments of 
6 percent would be sought for the 
first time as part of every future 
back pay award by trial attorneys 
in the board’s 28 regional offices. 

Under the Taft-Hartley Act, back 
pay is awarded to employes who 
have lost wages because of unlaw- 
ful discrimination of an employer 
or caused by a union. 

“Adding interest would more 
completely reimburse employes for 
the financial loss resulting from 
the unlawful discrimination,” Roth- 
man said. 

The NLRB collected $1.5 mil- 
lion in back pay in the year that 
ended June 30. Some of the judg- 
ments against individual firms 
ranged as high as $100,000. 

In a second decision, the board 
narrowed the circumstances in 
which it will permit a union at- 
tempt to displace another union as 
bargaining agent for workers dur- 
ing the term of a labor contract. 

In a 3-2 decision, the NLRB said 
it won’t let a challenging union 
have a representation election un- 
less the incumbent union’s contract 
with an employer contains a union 
security provision “clearly unlaw- 
ful on its face.” 

The new rule replaces a 1958 
NLRB ruling that held that the 
union security provision in a labor 
contract must expressly reflect only 
what the law allows if a collective 
bargaining rights challenge is to be 
turned down. 

K * of 
_— board said the new ruling 
was: “an important forward 
step in insuring the stability of 
bargaining relations between labor 
and management.” 

In another decision designed to 

“contribute to stability in labor- 
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House Antitrust Staff Shifts 
To Slow Auto Finance Bill 


By Helen Kahn 
Washington Staff Writer 


WASHINGTON.—Antitrust legis- 
lation — particularly H.R. 71, the 
auto finance company divestiture 
bill—is bound to be affected by 
the extensive staff changes on the 
House Antitrust subcommittee. 

The uncertain outlook of H.R. 71 
also may be influenced by the con- 
gressmen chosen to replace Rep. 
Lester Holtzman, New York Demo- 
crat, on the subcommittee. 

Rep. Emanuel Celler, New York 
Democrat and chairman of both 
the subcommittee and the full 
Judiciary Committee, will need all 
the support he can get to move the 
bill and the loss of three key staff 
men on the Democratic side means 
a slowdown is almost inevitable. 

The bill is now in the unusual 
position of being half in and half 
out of subcommittee—that is, it 
has been reported subject to 
amendment, This may mean Cel- 
ler is planning refinements in the 
bill in order to get it out of full 
committee and facilitate passage 
on the House floor. 

The subcommittee’s chief counsel, 
Herbert Maletz, a veteran of seven 
years with the Celler group and 
counsel during the Dealer’s Day-in- 
Court and H.R. 71 hearings, is 
leaving to become commissioner of 
the Court of Claims. 

Julian Singman, who also worked 
on both bills, has left for the Mari- 
time Commission and Joseph 
Fuchs, another experienced staffer, 
is shifting to the Patents subcom- 
mittee. 

On the Republican side, minority 
counsel William Crabtree is said to 
be leaving for a job with private 
industry. His replacement might 

























seus 6 Percent Interest... 


Back-Pay Awards Liberalized 


management affairs,’ Rothman 

has filed an unfair labor practice 

charge against United Auto 

Workers Local 283 for fining un- 

ion members who exceeded pro- 

duction quotas at the Wisconsin 

Motor Corp., West Allis, Wis. 

Rothman directed the issuance 
of the complaint after each of the 
employes upon whom a fine was 
imposed filed a charge with the 
board. The union members argued 
that the local was, in effect, impos- 
ing a slowdown at the plant by not 
allowing them to meet the employ- 
er’s standards. 

The suit, the first of its kind 
under the Taft-Hartley Act, alleges 
that local officers imposed lower 
standards without consulting with 
the employer. 

* 


Ea 
OTHMAN said that compliance 
with the union’s production re- 
quirements also could “subject the 
employe to discipline by the em- 
ployer for failing to meet produc- 
tion norms. 

‘Before putting the employe, 
who is the one the (Taft-Hartley) 
act is designed to protect, into 
such a vulnerable position, the 
law should be quite clear,” Roth- 
man said. 

The complaint, issued to test the 
question, will go to the five-man 
NLRB for a hearing and decision. 

Meanwhile, unions were turned 
down in four of five representation 
elections conducted by the NLRB 
at dealerships in Ohio and Ala- 
bama. 

New- and used-car salesmen 





Chrysler Picked to Build 


Mobile Airport Lounges 


WASHINGTON. — The Federal 
Aviation Agency has awarded 
Chrysler Corp. a $4,654,660 con- 
tract for 20 mobile lounges for 
use at the Dulles International 
Airport which will open near here 
next year. 

Chrysler will build the chassis 
and Budd Co. will build the bod- 
ies for the lounges which will 
carry passengers from the air- 
port terminal to waiting aircraft 
in air-conditioned comfort. 





also make some difference in the 
fate of the bill. 

Appointments have apparently 
been decided upon but not an- 
nounced, Traditionally, antitrust 
posts go to extremely competent 
lawyers. Nonetheless, time and 
know-how will be lost and the 
delicate matter of working with 
the staff of the companion Senate 
Antitrust subcommittee, under 
Senator Estes Kefauver, Tennes- 
see Democrat, may be affected. 
The replacement for Holtzman, 

who goes to the New York Supreme 
Court bench, will probably be hand- 
picked by Celler from the full com- 
mittee, but he will have trouble 
finding as devoted a follower as 
Holtzman has been. 

Likely candidates are Robert W. 
Kastenmeier, Wisconsin; Roland V. 
Libonati, Illinois, and M. Blaine 
Peterson, Utah. All are liberal 
Democrats and Kastenmeier has 
sponsored a companion to the 
Douglas Truth-in-Lending Bill. It 
is possible Celler will try to get 
another New York Democrat to 
take Holtzman’s place. 


Late Report... 




























voted against affiliation with the 
Retail Clerks International Union 
at Saeger Buick Sales and Service 
and Hugh White Chevrolet in Co- 
lumbus, O. The votes were 5-2.and 
15-1, respectively. 

The RCIU also was rejected by 
salesmen at Spot Motor Co. 
(Dodge), Akron, by a 4-3 vote. 

+ * * 

THIRD union, Local 1363, ‘In- 

ternational] Assn. of Machinists, 
was defeated in an NLRB election 
among shop personnel at Biles 
Buick, Ine., Lakewood, O. The 
workers voted 12-3 against affilia- 
tion. 

The only union victory was 
posted by the Retail and Whole- 
sale Employes Union when shop 
employes at Semmes Ford, Inc., 
Decatur, Ala., voted 13-5 for 
union representation. 

On the factory front, Ford Motor 
Co. has completed negotiations on 
new labor contracts with 11 unions 
representing 122,600 hourly rated 
and salary employes, according to 
Malcolm L. Denise, labor relations 
vice-president. 

An existing three-year contract 
with a 12th union, the National 
Maritime Union, will not expire un- 
til June 15, 1963. 

In addition to the UAW, Ford 
has reached agreements with the 
International Brotherhood of Elec- 
trical Workers; International 
Brotherhood of Teamsters; Inter- 
national Union of Operating Engi- 
neers; Pattern Makers League of 
North America; United Catering, 
Restaurant, Bar & Hotel Workers; 
Plant Protection Assn.; United 
Protective Workers of America; 
United Plant Guard Workers of 
America; Employes Protective 
Assn.; Fraternity of Laboratory 
Workers of America, and National 
Maritime Union. 

* * * 
HRYSLER CORP.'S Dodge 
truck plant in Warren, Mich., 

has been closed by a strike of 1,700 
members of UAW Local 140. 

The strike, the first since the 
UAW and Chrysler signed a na- 
tional agreement a month ago, 
was called because of a dispute 
over relief time for paint spray- 
ers and paint department prob- 
lems. 

A union official said about 50 
paint sprayers were limited to six 
minutes an hour relief time, in- 
stead of 12 minutes that had been 
a plant practice for years. 

G. T. Poirier, plant manager, said 
only 24 sprayers were involved. He 
called the strike “unnecessary and 
unwarranted.” 

* * * 

T AMERICAN MOTORS, a 

supervisor was fired for drunk- 

enness and four workmen were 
suspended indefinitely for buying 
and seliing on the job at the firm’s 
Milwaukee body plant. 

The disciplinary action follow- 
ed charges by George Romney, 
American Motors president, that 
“loafing, drinking and doubling 
up on the job” are helping cut 
production at a time when the 
company needs it most. 

Romney made it clear that con- 
tinued inefficiency would mean 
plant closure. He said American 
Motors must take advantage of 
market demands for Rambler now. 

In the supplier field, the United 
Auto Workers reached agree- 
ments on new three-year con- 
tracts with two more supplier 
firms—Dana Corp., Toledo, and 
Allen Industries, Inc., Detroit. 
Patterned after the settlements 

the union obtained from the Big 
Three auto makers, the contracts 
cover some 7,150 employes. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 


declined $12 last week to $927, 


according to Automotive News’ 


index. It had been $1,047 a year earlier, when current models were 


included. 


For the first time in 13 weeks, every model listed declined in 
average price. Losses amounted to $3 on ’54s, $4 on ’55s, $6 on 56s, 
$8 on 57s, $11 on ’58s, $16 on ’59s, $16 on ’61s and $34 on ’60s. New 
lows were established for ’56s, ’57s, 58s and ’59s- 

At a group of representative auctions last week, the sales ratio 
was 69.2 percent, compared with 67.9 percent a week earlier. 


Auction reports begin on Page 40. 
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Under Volkswagen Skin 





Under the Skin of the VW 1500— 


Cutaway view of the new Volkswagen 1500, above, shows clearly arrangement of 
interior, extremely flat profile of the rear-mounted engine and luggage space both 
front and rear. View below shows platform chassis with backbone tube carrying con. 
trols, and outboard position of the engine in relation to the rear axle. 





+ oa oe 
Prices Start at 





$2,495 ... 





VW 1500 Bows in Canada 


TORONTO.—The new Volkswag- 
en 1500 made its North American 
debut here last week for Canadian 
VW distributors and automotive 
writers. 

United States dealers will see 
the new models “officially” next 
year, a Volkswagen of Canada 
spokesman said. Unofficially, 
many U. S. dealers have already 
seen the car, since each VW dis- 
tributor in the States has a VW 
1500 in operation. 

Canadian dealers will receive first 
shipments of 1500s next March or 
April, the distributors were told 
last week. 

Suggested retail price of the VW 
1500 in Canada starts at $2,495 for 
the two-door sedan. This port-of- 
entry figure includes duty and 
Federal excise. Comparable Cana- 
dian figures for the standard Volks- 
wagen are $1,695 for the Custom 
(a stripped version not sold in the 
U. S.) and $1,895 for the Deluxe. 

The VW 1500, therefore, is priced 
47 percent higher than the Custom 
and 31 percent above the Deluxe. 
The 1500 has the same 94.5-inch 
wheelbase as the standard VW, al- 
though its engine is 25 percent 
larger. 

Canadian prices of other VW 
1500 models are: Station wagon, 
$2,695; convertible, $2,995; Kar- 
mann-Ghia coupe, $3,175, and 
Karmann - Ghia convertible, $3,- 
375. Prices of all models includes 
heater, directional signals and 
windshield washer. 

For comparison, Canadian prices 
of other standard Volkswagen mod- 
els are: Deluxe sunroof, $1,970; 
four-seater convertible, $2,495; Kar- 
mann-Ghia coupe, $2,670, and Kar- 
mann-Ghia convertible, $2,940, 

Distributors were shown the new 
cars in the course of a three-day 
sales promotion convention here. 
Ontario dealers will view the 1500 
today (Dec. 4) and dealers from 
other provinces will attend sepa- 
rate showings later. 

Canadian distributors were not 
told how many of the new models 
they will receive next year. But 
production is targeted at 600 units 
daily, compared with 3,600 of the 
standard VW. Current 1500 produc- 
tion is far, far below the goal. 

Most of the initial production of 
the 1500 will go to German and 
other European dealers, VW offici- 
als admitted. 

Distributors at the convention 
here said they believe that in Can- 
ada the 1500 will compete directly 
with such North American com- 
pacts as Falcon, Rambler, Lark, 
Valiant and Chevy II. 

VW officials said the 1500 is not 
a compact, but that “it sets a prece- 
dent with a size and character all 
its own.” 

However, the 1500 appears to be 


little more than a refined and bet- 
ter equipped version of the stand- 
ard VW “beetle.” Although vir- 
tually no mechanical components 
of the two cars are interchange- 
able, the only fundamental dif- 
ference between them lies in body 
styling. 

The 1500 body is roomier and has 
much more glass area. It is still 
primarily a four-seater, although 
there is more room in the rear in 
the 1500. 

A front anti-sway bar and a 
lower center of gravity give it bet- 
ter stability and handling qualities 
than the standard VW. 

Two reasons were advanced for 
building the 1500 on the standard 
94.5-inch wheelbase. First, said VW 
officials, they found it possible to 
build a comfortable car on that 
wheelbase. 


Second, it was desired that the 
new car fit the test stands, hoists 
and other equipment now being 
used around the world to service 
the original VW. 


The 1500s rear engine is only 1 
inches high, a dimension accom- 
plished by mounting the cooling 
blower on the crankshaft. Its flat 
profile permits luggage space above 
the engine, as well as under the 
front hood. 

VW officials describe the air- 
cooled power plant as the “world’s 
first truly compact engine.” It de- 
velops 53 horsepower from its 91.1- 
cubic-inch displacement. The stand- 
ard VW develops 40 HP from 72.7- 
cubic-inch displacement. 

The 1500 retains such basic VW 
features as four-wheel-independent 
torsion-bar suspension (although of 
modified design on the 1500); @ 
four-speed, all-synchromesh trans- 
mission, and 15-inch wheels. 

Top speed is about 80 miles per 
hour, not quite 15 MPH faster than 
the standard VW. 

Other 1500 features include buck- 
et seats with backs that can be 
adjusted to seven different posl- 
tions; a folding arm rest in the 
center of the rear seat, arm rests 
beside all four seats; map pockets 


(Continued on Page 49, Col. 4) 





Rootes Resumes Output 
After Seven-Week Halt 


COVENTRY, England. — The 
Rootes Group has returned to 
auto production after a seven- 
week work stoppage. 

Production was halted original- 
ly by a strike and later the com- 
pany dismissed 8,000 workers. 
Full deliveries to U. S. dealers 
are promised next month. 
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e HIGHEST DEALER PROFITS 


Well above industry average 
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¢e BEST PRODUCT QUALITY 


102 improvements for 1962 


THESE THINGS DIDN’T “JUST HAPPEN’’—They are the results of a wholesome DEALER- 
FACTORY ‘'partnership-relationship”. The RAMBLER FRANCHISE IS as well written as any 
in the industry, but—the RESULTS are what count—and they are getting better and better. 






M BI py R — World Standard Of Compact Car Excellence 


AMERICAN MOTORS CORPORATIOI 
DIRECTOR OF DEALER DEVELOPMENT 
14250 Plymouth Road, Detroit 32, Michigan 





Bompact Im 


age . 


Fairlane, which has a wheelbase 
of 115.5 inches and overall length 
of 197.6 which compares with 
American Motors Classic wheel- 
base of 108 and length of 190.) 


sic either matches or beats the 
Fairlane.” 

(The Classic lists hiproom of 59.7 
inches in front and 60.4 in the rear, 


rear for the Fairlane. For shoulder 
room, the Classic lists 58.1 and 58.5 


head room, 36.0 and 34.5, compared 
with 34.3 and 33.6; on legroom, the 
Classic, 43.6 and 40.3 compared with 
45.2 and 40.2.) 
ok * * 

Aeris NEWS had put 

forth the idea that some light 
on buying trends might be shed by 
dividing sales of American cars into 
three classifications: Compacts, in- 
cluding all cars with a wheelbase 
up to 115 inches and overall length 
up to 195; intermediates, with 115 
to 118 wheelbase and 195 to 205 
overall length, and standards, in- 
cluding all cars above the inter- 
mediate dimensions. 

Unfortunately, in addition to the 
dimensions, AuToMoTivE News used 
questionable language in describing 
the intermediates, saying that cars 
in that field tend to blend the vir- 
tues of both smaller and larger cars 
... and that many in the industry 
believe that the intermediate field 
may represent the best compromise 
on size and concept in the contin- 
uing search for the one car that 
could please most customers. 

Romney pointed out that this 
was the concept of the compact 
cars when originally announced 


“On every other significant meas- 
urement,” said Romney, “the Clas- 


compared with 58.6 front and 58.6 


compared with 56.7 and 57.0; on 
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Komney Challenges 
‘Intermediate’ Class 


(Continued from Page 1) 


automotive functionalism which 
will win universal favor. 

Meantime, Ford, too, has a view- 
point. It contends that the Fairlane 
is something new and different, de- 
signed specifically to fill a gap in 
the price chart between the Falcon 
and the standard cars. 

A Ford spokesman said: “Who 
gave Romney the right to classify 
our Fairlane? More to the point are 
the recommendations of our prod- 
uct planning people, which were 
approved, to create a “new, stand- 
ard Ford, designed from the wheels 
up as a top-of-the-line product. It 
stands in a class by itself.” 

+ * * 


At A press meeting Aug. 21, Lee 
A. Iacocca, general manager of 
the Ford Division, said that “in 
talking about the segmented mar- 
ket we sometimes get the idea that 
cars for this market are aimed 
solely at slivers in the market. That 
is true in part, for example, of our 
new Thunderbird sports roadster. 
“But what about the volume 
market? What about the hun- 
dreds of thousands of car owners 
who want the luxury features, 
and prestige and economy and a 
standard car to boot: 

“The answer, We think, is in the 
new concept Ford car, the Fair- 
lane,” Iacocca said. “This is an all- 
new standard Ford that’s easy to 
drive and park, that will give four 
to five miles per gallon better than 
previous V-8s, and what’s more, is a 
fully appointed top-of-the-line car 
... It’s the right size, it’s the right 
price, it’s right between the Falcon 
and the Galaxie.” 

It is such talk as this that gets 

under the skin of the American- 
Motors people. 
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The Ford View— 
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This chart was prepared by Ford Division to place its new Fairlane model in a 
new size bracket along with the Plymouth Savoy, the Dodge Dart and the Mercury 
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1962 U.S. Cars 


; Wheelbase Length Width Height 
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ae ee ? 
1962 Plymouth 
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How Plymouth Sees It— 





by American Motors—a combin- 
ing of the virtues of the small 
European cars and the big Amer- 
ican cars. 


“Ford,” said Romney, “has tried 
to obscure the importance of the 
compact car first by trying to tag 





How the '62 Plymouth is abreast of the industry midpoint in four dimensions was 
shown in this chart presented at a press briefing last month by Frank Walter, director 
of product and chief engineer. Walter said that ‘in all cases, Plymouth is very close 
to the center, which is exactly where we wanted to be.” 


Unquestionably, American Motors 
with its Classic, Ford with its Fair- 
lane and Chrysler Corp. with its 
Dodge and Plymouth are exploring 
the American auto market with the 
idea of offering a functional car 
with universal appeal. 

In this framework, classifica- 
tion has no point. The makers 
want to build The Car; not a 
compact or intermediate car. The 
goal is to set a new standard of 
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AMC's Size Guide— 


Here is the car-size guide offered by 
American Motors. 














it as an economy car. This was 
never the American Motors idea. 
Our idea was to build a fully ap- 
pointed car which would carry six 
big people with all the ease and 
comfort and performance of the 
big American cars but without the 
excess baggage of needless weight 
and sheet metal. 

“When Ford kept talking about 
economy cars, it was to detract 
from the real merits of our cars,” 
Romney declared. 

“Now Ford is trying to throw 
dust in the eyes of the industry by 
dividing the compact image 
through asserting that the Fair- 
lane is some new kind of car. A 
few extra inches of sheet metal 
doesn’t make a new kind of car.” 

Actually, Romney said, he doesn’t 
care what name is pinned to the 
Fairlane or the Classic, just as long 
as both have the same tag. 

€ * ea 


For our part, AuToMoTIVE NEws 
is seeking to maintain an im- 
partial position, and yet to analyze 
the trends of the United States car 
buyers. 

We do not intend to set up any 
arbitrary classifications. Yet we do 
intend to keep an eye on buying di- 
rections and to report them to our 
readers when they seem significant. 


31% Million Compact Sales 


Seen in 1962 by Romney 


DETROIT. — George Romney, 
president of American Motors, pre- 
dicted last week that 3% million 
compact cars will be sold in the 
1962 calendar year. 

“This would mean 1,500,000 more 
compacts would be sold in 1962 
than in the current year, with com- 
pact sales in calendar 1961 expected 
to total slightly more than 2,000,000 
units,” he said. 

Romney included the ’62 Ford 
Fairlane among the compacts in 
making his forecast. 

“I think the outlook for 1962 is 
excellent,” said Romney, “and I 
agree basically with the general 
prediction that about 7 million do- 
mestics and foreign carg will be 
sold in this country next year.” 


Iacocca Calls New Markets 
Acid Test for Industry 


EAST LANSING, Mich.—The tre- 
mendous changes that have been 
taking place in the automotive 
market during the past few years 
are critically testing the scientific, 
technological and management 
abilities of every company in the 
industry, a Ford Motor Co. execu- 
tive said here last week. 

These changes, said Lee A. Iacoc- 
ca, Ford Division general manager, 
“challenge our ability to operate 
profitably under very different and 
largely unpredictable circum- 
stances.” 

Addressing the fourth annual 
Conference on the Effective Utiliza- 
tion of Engineers and Technicians, 
Iacocca stated that the automobile 
industry, “more than ever before,” 
needs to draw on the knowledge, 
imagination and leadership of its 
engineers to meet the needs of the 
changing market. 

“Engineering,” he explained, “is 
at the core of virtually every one 
of our operations, whether it be de- 
sign work, manufacturing or mar- 
keting.” 

Engineers are under pressure to 
provide value and cost savings 
through improvements in design, 
he said, because the manufacturing 
process has been refined over many 
years and it is no longer possible 
to achieve the most significant cost 
reductions in that area. 

Citing the new Ford Fairlane as 


Military Contracts Go 


To AMC and Ford 


DETROIT.—American Motors 
Corp. has received a letter contract 
from the Army for $2,240,000 for 
production of 1,000 Mighty Mite 
utility vehicles. 

An Air Force contract for $1 
million went to Ford Motor Co. for 
production of an operational decoy 


-(Calif.) plant. 


an example, he stated such a car 
“literally could not have been built 
10 years ago. New engineering ideas 
were required to make it possible 
to provide ample power with mini- 
mum weight and maximum interior 
room, along with the styling, com- 
fort and performance that Ameri- 
cans have come to expect.” 

To accomplish this, he said, engi- 
neers had to be not only imagina- 
tive, ingenious and daring, but had 
to discard tradition, start from 
scratch and design a car that was 
wholly new in all its parts, 





——. 


Retailing in U.S. 
An Education 
To Import Aide 


By Ed Brown 
Staff Correspondent 


NEW YORK. — “I’ve learned a 
great deal from my year in Amer- 
ica,” Hubert Bechet De Balan told 
AvuTomoTivE NEws in an interview, 

“As a matter of fact, I believe 
I have learned more here in this 
year than I actually learned in all 
the years I have spent in differ. 
ent parts of the world working 
for Renault.” 

De Balan worked for about 15 
years in various managerial ca- 
pacities for Renault around the 
world before being named genera] 
sales and service manager of Re- 
nault, Inc., and executive vice-pres- 
ident of all Renault subsidiaries in 
the United States. 

Although De Balan declined to 
say so, it appears that he has been 
constantly assigned by Renault to 
move into areas where the French 
auto firm’s marketing has hit diffi- 
culty. 

During the past year, he has 
travelled more than 130,000 miles 
by air and 40,000 miles in his car 
to ad revitalize Renault in the 
U. S. 

One of the most important 
things De Balan learned, he said, 
is the value of the dealer state- 
ment. In Europe, De Balan said, 
the factory is not permitted ever 
to see the dealer’s statement. 

“Here it is different, and it is of 
great benefit to us and to the deal- 
er,” he said. 

“We can go to a dealer and after 
looking at his financial statement 
we can see just where and how he 
is in trouble, and then we can set 
about helping him correct his prob- 
lem. We can do this because we 
have seen other dealers’ statements 
and as a result have an intimate 
working knowledge of how to cor- 
rect bad situations.” 

Another area in which De Balan 
picked up a good deal of informa- 
tion he said, was finance. 

“In Europe,” he said, “the aver- 
age dealer is pretty well self-fi- 
nanced, as opposed to your dealer 
in this country. 

“This is possible,” he added, “be- 
cause we don’t have the used-car 
situation that you have in this 
country. Over there, the average 
used car has one set price, and 
that’s it.” 

Here, however, it is necessary for 
the dealer to seek outside financing 
assistance in order to hold his used 
ears for eventual sale, De Balan 
noted. 

In Europe, too, he added, the 
average auto owner is exceeding- 
ly proud of his vehicle, whereas 
the average American considers 
his car merely a means of trans- 
portation. 

How does this affect marketing? 

“In Europe, you find the average 
owner tinkering with his vehicle 
on a weekend. In the U. S. you 

(Continued on Page 50, Col, 1) 





AMC Comparison— 


American Motors statisticians got up this chart to compare the Classic with other 
sub-system at its Newport Beach| cars it considers to be within the compact car classification. In Columns E, F, G and H, 
the top-line figures refer to dimensions in the front seat; bottom line to rear seat 
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Burning the Other Fellow’s Gas 


y Ride in the prospect's car. That's a No. 1 sales-—making idea 
from a man who personally delivered 259 cars last year. This 
salesman claims it is the real secret for getting any sales 
presentation off in the right direction—-heading for a signature 
on the order blank. 

y) He gave me many reasons for going for a ride the first thing——- 
with the prospect driving of course! No single one is most 
important. But they all add up to more and easier sales. Here are 
some of the good things a ride will do for the salesman: 

1. He gets a chance to size up the prospect through the car he 
drives...what his automobile interests are, what he likes and 
doesn't like about his present car, and thus what to stress 
during the rest of the sale. 

2. He gets a chance to discover the prospect's personal 
interests by spotting golf clubs or fishing gear in the trunk... 
or the family or business evidences that any car contains. This 
information he uses to get on a firm personal basis with 
the prospect. 

3. He can really appraise the car and can bear down subtly on 
the car's shortcomings, which helps set the stage for later 
discussions of the trade. (Of course, the need for an appraisal 
is the reason the salesman gives for suggesting the ride. ) 

A. He gets an insight into the options the prospect is using and 
can start selling equipment for the new car. 


5. He gets the prospect (and wife if she's along) away from 
distractions and showroom interruptions and can really talk turkey 
for as long as necessary. 

6. He moves the prospect directly from a ride in the prospect's 
car to a spin in his new demonstrator——the comparison pours 
gasoline on the fire of the prospect's desire. 

7. Finally, our friend says, the extra effort involved in going 
for the ride impresses the prospect and somehow flatters him. 

The prospect realizes he is being given "professional" handling. 
He respects the salesman for his industry and thoroughness. 


y This suggestion, and others in this ad series (plus the hundreds 
of sales ideas in our Continuing Program for Developing Dealer 
Profits) are examples of Universal C.1I.T.'s desire to help you sell 
more cars. That's our sole job—-to serve the dealers and salesmen 
of this land of ours, sO that the automobile business will be 


strong and healthy. 
The Post Man 
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ENGINEERING REPORT ... 





Electric Autolite Hails 


Single-Feed 


Fuel Cell 


By Joseph M. Callahan 


Engineering Editor 


OLEDO. — For the last six 

months the Electrochemical Re- 
search Department at Electric Au- 
tolite Co. has been developing a 
unique type of 
fuel cell that re- 
portedly has 
many “interesting 
possibilities.” 

In an exclusive 
AUTOMOTIVE NEWS 
interview, Dr. 
Manuel Shaw, di- 
rector of electro- 
chemical re- 
search, said he 

; was calling the 
J. M. Callahan device an “elec- 
tron fuel cell because electrochemi- 
cally, the electrons can be consid- 





ered as the fuel. Ordinarily, the 
electrons come from the fuel.” 

He said that although this fuel 
cell might be practical some day 
for powering a car, it would be 
much more suitable for military 
applications because of the high 
costs involved. 

Choosing his words, carefully 
so as not to reveal anything about 
his new project, Shaw, who for- 
merly headed two separate fuel- 
cell programs at Chrysler Corp., 
said one of this cell’s most unus- 
ual characteristics is that it is a 
single-feed system. All other fuel 
cells employ dual-feed systems in 
which both a fuel and an oxidant 
are fed in separately. 

One material—an alkali metal in 


liquid ammonia—is fed into this 
cell. It decomposes into a fuel and 
an oxidant in the cell. The mole- 
cules of these two ingredients then 
are further decomposed into atoms, 
at which time electrons are thrown 
off. The electrons then become cur- 
rent for driving electric motors, 
just as other fuel cells do. 

Shaw said that this was a non- 
aqueous system, meaning that it 
used a waterless solution. Also, it 
employs liquid ammonia for the 
electrolyte—the solution in which 
the fuel and oxidant are decom- 
posed, 

“This cell makes use of the un- 
usual properties of the electrons 
in a liquid ammonia solution of 
alkali metal,” he asserted. 

* * * 
“AN INTERESTING feature is 
that the alkali metal used for 
this cell—either sodium or lithium 
—produces sodium amalgam as 4 
byproduct without a large amount 
of heat.” 

This is significant because at 
present there is terrific interest 
in a sodium amalgam air-fuel 
cell, but one of the drawbacks is 
the large amount of heat dissi- 
pated by the amalgamation of the 
alkali metal. Not only do heat 
exchangers have to be used for 





Electron Cell Test— 


Two members of the Electrochemical 
Research Department of Electric Autolite 
Co. conduct a laboratory test of a non- 
aqueous fluid for the single-feed electron 
fuel cell. They are Dr. Marvin Albinak, 
left, and Dr. Manuel Shaw, director. 

es @ 

this, but there is a waste of 
energy. 

Theoretically, the byproduct of 
Electric Autolite’s electron fuel cell 
could be used to supply fuel inex- 
pensively for the sodium amalgam 
air cell. 

Shaw said two advantages of the 
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electron fuel cell are that it has q 

high output and that it could be 

operated at exceedingly low tem. 

peratures, possibly as low ag 49 

degrees below zero, making it par. 

ticularly attractive to the military, 
* * * 


Tyas fuel cell requires additional 


machinery to control the liquid 
ammonia flow, but all fuel cells 
require some extra equipment. 

Questioned further about the 
advantages, Shaw said, “We're 
getting two volts out of this cell, 
somewhat more than is produced 
by other fuel cells. And there 
seems to be little polarization — 
loss of voltage as the current 
rises.” 

Shaw, who conceived the idea of 
the electron cell quite a while ago, 
has placed it under the direction of 
Dr. Marvin Albinak, a new mem- 
ber of his nine-man fuel-cell staff 
who until recently was an assistant 
professor of inorganic chemistry at 
the University of Detroit. 

* ok & 


Doubts Practicality 


RIG.-GEN. FRED THORLIN 

who is responsible for provid- 
ing the Army with all its automo- 
tive equipment, feels that the 
ground-effect machines, such as 
Ford Motor Co.’s Levacar, will have 
little practical use in our lifetime, 

Thus, when the Army’s Trans- 
portation Corps asked permission 
to take over development of the 
GEMs, he was happy to relin- 
quish it. 

Gen. Thorlin, who as the Army’s 
“Mr. Automotive” will spend $1.2 
billion on vehicles this year, said 
the GEMs are of little value to the 
Army because they require an ex- 
tremely level surface to hover over, 
and the Army practically never is 
around surfaces that are this level. 
Another defect of these vehicles is 
that they’re difficult to control pre- 
cisely. 

Thorlin said that it’s possible that 
certain specific jobs that the GEMs 
can handle will be discovered, but 
he was unable to visualize what 
these would be. 

* cd * 


Lighter Engines 


D*® A. F. BAUER, general man- 
ager of Doehler-Jarvis, recently 
confirmed that a two-piece alumi- 
num cylinder head originally was 
planned for the Rambler aluminum 
block, but that the project became 
bogged down because a plastic ad- 
hesive couldn't be found that would 
hold the two parts of the head 
together under water. 

Eventually, he said, there will 

be die-cast aluminum cylinder 
heads, either of a two-piece de- 

sign or of a one-piece design 
without undercuts. 

Asserting that the economical 
die-casting process is mandatory if 
aluminum is to make up for its 
extra initial cost, Bauer pointed to 
Volkswagen, which switched to die- 
casting of magnesium for its en- 
gine crankcase and transmission 
housing after the war. 

He said this switch made possible 
30 percent manufacturing savings 
and the elimination of 250 men in 
VW’s foundries. 

Asked his opinion about the fu- 
ture of magnesium for engine 
blocks, Bauer asserted that people 
think there are corrosion problems 
with aluminum, but that magnesi- 
um is much worse in this respect. 

+ ok * 

OWEVER, he continued, you 

can’t say that a magnesium 
engine is impossible because VW 
has made millions of them and 
they’ve performed very well, al- 
though they are air-cooled engines 
and not subject to coolant corr 
sion. 

Although magnesium igs hamper- 
ed by its poor modulous of elastic: 
ity, he said it might have a good 
future in engines, but that this 
was entirely dependent upon its 
price relative to other metals. 


Japan’s Auto Exports Top 


27,242 Units in First Half 


WASHINGTON.—Japan’s auto 
exports for the first half of 1961 
totalled 27,242, valued at $59,4380,- 
000. Compared with the first six 
months of 1959, exports gained 
64 percent in units and 69 per- 
cent in value. 

Exports to the United States 
decreased by 3 percent, but gains 
were noted in car exports to 
Southeast Asia, Central and 
South America, and Africa. 
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{ |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{| 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 
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Dealership of the Future: 
Large or Small? 


{ ion other day a thoughtful dealer analyzed the business 
trends of our times and came to the conclusion that the 
surviving auto dealerships would be big dealerships. And 
he envisioned the creation of total transportation centers 
which will carry a complete line of automobiles for all eco- 
nomic groups in the market. 


We have a great deal of respect for the dealer who put 
forth this conclusion, yet we think that his conclusions are 
based on surface manifestations of the business. 


This is an age of bigness—in some areas of endeavor, 
and in some geographic centers. 


But above all else it is still a human age, and this human 
element is far more important than any other consideration. 
Man, for all his advances and his knowledge, still is not 
God, nor can he rival God’s creations. 


We have huge dealerships today, and attention often 
focuses on them. 


Yet the backbone of the auto business is the thousands 
of smaller dealers throughout the country, built on the 
integrity of men, and giving their car buyers confidence 
that wherever they go they will find a service home. 


So, no matter what the age, we feel that the foundation 
of the auto business will remain basically the same—the 
integrity of man. And, we feel, there will always be a place 
for the dealer who performs a service to his customers, 
whether that dealership be small or large. 
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Coming 
Events 


% Enrror’s Nors: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 


1962 

Jan, 14-17—National Independent Automo- 
bile Dealers Assn., Stardust Hotel, Las 
Vegas. 

Jan. 25-26—National Forum on Automotive 
Air Conditioning, Statler Hotel, Dallas. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 

March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 

March 25-27—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 


Moines. 

March 25-27—Ohio Automobile Dealers 
Assn, Greenbrier, White Sulphur 
Springs, W. Va. 

March 29-30— Nebraska New Car Deal- 
ers Assn., Sheraton-Fontenelle Hotel, 
Omaha. 

April 8-10—Automobile Dealers Assn, of 
Alabama, Montgomery, Ala. 

April 21-29—éth Annual International Auto- 
mobile Show, New York Coliseum, N. Y. 

May 5-8—South Carolina Automobile Deal- 
ers Assn., Ocean Forest Hotel, Myrtle 
Beach, S. C, 

May 6-7—South Dakota Automobile Deal- 
ers Assn., Sioux Falls, S. D. 

gs 6-8—Idaho Automobile Dealers Assn., 

otel Boise, Boise. 

May 7-8—Ilinois Automotive Trade Assn., 
Hilton Inn, Auroda, Ill, 

May 16-17—Missouri ‘Automobile Dealers 
Assn., Elms Hotel, Excelsior Springs, 


Mo. 

May 20-22— Oregon Automobile Dealers 
Assn., Sheraton-Portland Hotel, Portland. 

June 3-5— Georgia Automobile Dealers’ 
Assn., The Wanderer Motel, Jekyll Is- 
land, Ga. 

June 8-9—New Mexico Automotive Deal- 
ers Assn., Roswell, N. M. 

June I-12 — Pennsylvania Automotive 
fom, Bedford Springs Hotel, Bedford, 


a. 
June 14-17—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 


Mich. 
Aug. 19-2I—Colorado Automobile Deal- 
ers Assn., Gleenwood Springs, Colo. 
ie, 


Auto Shows 


1962 

Jan. 7-9— Fort Worth Auto Show, Will 
Rogers Exhibit Bldg., Fort Worth. 

Jan. 10-14— National Capital Area, Na- 
tional Guard Armory, Washington, D.C. 

*& Jan. 11-13—Greenville Auto Show, Me- 
morial Auditorium, Greenville, S. C. 

Jan. 12-14—Greater Green Bay Auto Show, 
Brown County Veterans Memorial Arena, 
Green Bay, Wis. 

Jan. 12-14—Norfolk Auto Circus, Norfolk 
Arena, Norfolk, Va. 

Jan. 13-20—Syracuse Auto Show, Syracuse. 

Jan. 13-21 — Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

Jan. 20-27—Baltimore Auto Show, Balti- 
more. é 

Jan, 26-28—Birmingham Auto Show, Muni- 
cipal Auditorium, Birmingham, Ala. 

Jan. 27-Feb. 3—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 

Feb. 2-7— Greater Miami Auto Dealers 
Assn., Dinner Key Auditorium, Miami. 

Feb. 17-25— Chicago Automobile Show 
McCormick Place, icago. 

Feb. 21-25—National Autorama, Connecti- 
cut State Armory, Hartford. 

April 21-29—6th Annual International Auto 
Show, Coliseum, New York. 

Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 

* . 


General 


Dec. 5-7— Auto Parts Exposition, 83 E. 
Main St., Patchogue, Long Island, N. Y. 

Dec. 9-1I1—8th Annual Auto Trim Show- 
<mavenrien, Hotel Ambassador, Los An- 
geles. 


1962 

Jan. 8-12—Society of Automotive Engi- 
neers, Cobo Hall, Detroit. 

Jan. 11-12—Maintenance committee, Reg- 
ular Common Carrier Conference, Hotel 
Tuller, Detroit. 

Jan. 25-26— National Forum on Auto- 
motive Air Conditioning, Statler Hotel, 
Dallas. 

Jan. 29-31—Automotive Accessories Manu- 
facturers of America, McCormick Place, 
Chicago. | 

Feb. 1-2—Private Truck Council of Amer- 
ica, Statler Hilton, Detroit. 

Feb. 28-March 3—International Automotive 
Service Industries Show, Navy Pier, Chi- 
cago, 


The Big Stories 


36 Years Ago—1925 


Widespread adoption of balloon tires for trucks was forecast by tire 
engineers... Belief that there is no such thing as saturation point in 
the car purchasing capacity of Americans so long as new roads are 
constructed was expressed at a meeting of bankers. 


20 Years Ago—1941 


A new-car price ceiling appeared imminent as 80 representative 
dealers.were scheduled to confer in Washington with Office of Price 
. DeSoto announced a new accessory— 


Administration authorities . . 
a steering-wheel cigaret case. 


10 Years Ago—1951 
Renault announced that it was considering opening an assembly 
plant in the United States. New York, New Orleans and Norfolk, Va., 
were being considered as possible locations. 








NEW CAR SALES 
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"Men! The point is, someone's doing a lousy job." 





Letterbox 
‘Transport Expert... .. 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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a problem the factory engineers 
had despaired of. Some months 
later, this same factory began in- 
Stalling submerged fuel pumps as 
standard equipment. 

In my spare time, I organized the 
“Society of Professional Drivers,” 
a group of trucking people and 
travelling salesmen whose purpose 
is to pass on their driving tech- 
niques to the average car driver 
and thus reduce auto accidents. 

I don’t really know why I’m writ- 
ing this, except that I agree so 
wholeheartedly with your Nov. 6 
articles which boil down to the fact 
that today there are few people in 
truck sales, truck equipment sales 
or the trucking industry itself who 
have the knowledge, imagination, 
inquisitiveness and desire that is 


Preventing Mismatches 


In the Nov. 6 issue, Jack Weed 
referred to the term “Transporta- 
tion Engineer.” I am enclosing one 
of my business cards which, so 
help me, I had printed before I 
read your column referring to the 
transportation engineer of yester- 
year. 

After six years with a local 
truck equipment distributor, sev- 
eral weeks ago I became associ- 
ated with Smiley Berge Motor 
Co., a Ford dealer here in the 
Valley of the Sun. 

In six years of the equipment 
business, I have engineered and 
helped engineer hundreds of trucks 
for truck salesmen all over Arizona 
and in doing so have kept “mis- 

hes” ipment 
Pe - i oaanit dane — rege 4 to aoe an honorary 

In addition to this, I have started| nec n °* 7 TansPortation Engi: 
some innovations of my own, such It 
as agitating for a diminishing t may be ego, but as you can 
“Blind Spot” mirror for three years ae on my card, I do call my- 
before I could get a manufacturer f a “Transportation Engineer. 
to make one. Hundreds of trucks} In a few months, I'll let you know 
in Arizona now run with this little| if those who buy trucks appreciate 
“driver aid” mirror and it is stand-| knowledge, service and INTEG- 
ard with many fleets. RITY enough to pay me a little 

At times, I have made up testi-| OTe than they now do the “low- 


monial literature, taken pictures, * bidder - other words, can I 
furnished captions, ideas and copy | 8° 4 — Gorvon (Scorry) 
to equipment manufacturers and Scorr, Phoenix, Ariz. 
travelled to other states to put on 
sales meetings for other equipment| No So Bad After All 
distributors in the interests of said; fp the Nov. 20 issue of AUTOMO- 
manufacturers. Quite often I was| yg News on Pages 10 and 11 you 
invited to make talks at Ford and| carried a boat ond motor adver- 
Chevrolet meetings, truck work-| tisement 
shops, etc. ‘ As a new-car dealer you receive 
When I sold equipment, I train- | anywhere from 10 to pos percent 
ed the buyer’s men in the use of | over gross on warranty parts. AS 
it whether it was a $900 lift gate |, new-boat and outboard-motor 
or a utility aerial beam costing | gealer your warranty parts are 
$13,000. Often, I have gone on two | either replaced or you receive 
or three-day trips with drivers to | credit from the parts jobber less 
train them in operating New | shipping charges with no profit at 
types of equipment, often in bad | 4}), Not only do you stock the parts 
~— E but you write all the warranty 
ive or six years ago, when 8|paner as well 
three-axle tractor I had engineered] yy jg not as bad after all being 
began —. oe — — a new-car dealer.—J. H. BANKS 
engines, installed submerge > A ‘ 
pumps in the fuel tanks and solved Banks Bost — — Castle, Pa. 


Wants Addresses 


When you publish a news item, 
please give an address when pos- 
sible. For example, when you pub- 
lished two news items, one that Sun 
Electric published a new tune-up 
book, and that Lucas _ published 
two new regulator and electrical 
manuals, you never mentioned the 
address of the people who pub- 
lished these items. 

Naturally, we like to send for 
such material but cannot find out 
the address of the supplier, Please 
give mailing addresses when pos- 
sible so that the news items 2re 
worthwhile to readers who might 
find use for such items. I have 
noted this omission of several such 
addresses in past issues also — 
Harotp T. Gienn, Long Beach, 
Calif, 


* * * 
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Here Is a strong new 
Imk between you 
and your 

customers! 


The exclusive Ford Registered 
Owner Plan—embodied in the 
new Owner’s Manual—strengthens 
your relations with your 
customers by providing easier 
Ford care and simplified service 
procedures. Result: increased 
Owner Satisfaction that builds 
additional new car, used car 

and car service business! 


Ford cleans out the glove compartment! 


The new Ford Registered Owner’s Manual com- 
bines a// important records on his new car for 
the owner in one convenient reference book— 
every bit as up to date as the advanced 1962 
Ford that made it possible. It incorporates new 
procedures which make it far easier for owners 
to get the best service for their new Fords. Each 
is designed to bring the owner of a new Ford 
“back home” to you for service on a regular 
basis. Each increases owner satisfaction with 
Ford care for Ford cars. As you know, satis- 
faction with service departments builds volume 
for sales departments! 


Clears the air—cleans up misunderstandings. 
Convinces the customer Ford wants him back! 


How much easier this plan makes starting cus- 
tomers off on a “Ford career.” For you and them! 


@ Explains the 12-month or 12,000-mile New 
Car Warranty with refreshing simplicity. Also 
completely clears up any possibility of mis- 
understanding on the Battery Warranty and 
manufacturer’s adjustment policy on tires. 





@ Keeps a customer grateful by conveniently 
registering his vehicle code numbers and car 
keys for him! Gives him an identification 
card to keep this plan in operation away from 
home. 


@ Steers him back to you for routine service— 
by making everything easier. 

@ Cues you when he’s ready for trade-in . . . as 
it tells him the best time has arrived! 


Every detail of this exclusive plan is designed 
to make Ford ownership more enjoyable because 
Ford Dealer service is more desirable. And that’s 
where and how our business is built. 


With Genuine FoMoCo Parts, experienced 
service technicians, and special tools and equip- 
ment, you are in a unique and favored position 
to take full and profitable advantage of this 
broad, exclusive program. 


Gord» 


MOTOR COMPANY 


Ford Division backs you best. 


The new Ford Registered Owner 
Plan is another way... 
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BRAKE HEADQUARTERS OF THE WORLD 


See the Bendix exhibit at the SAE Show, Detroit, January 8-12 


WHATEVER THE VEHICLE 
BENDIX HAS A BRAKE 
10. STOP IT BETTER! 


Regardless of size, shape, or power of the vehicle, Bendix makes 
a brake to stop it more safely, surely. Currently, we’re producing 
over 400 different types of automotive brakes alone, so the answer 
to a specific brake problem probably is included in our line. If not, 
we will design and produce the brake that meets the exact need. 

Bendix® brakes are quality-built—made to our high standards 
of reliability and long service. Forty years’ experience and over 
141,000,000 brakes sold are your assurance that you get quality 
when you specify Bendix. Bendix conducts more research and 
testing than any other brake manufacturer, both in the laboratory 
and in the field. 

Got a brake problem? Let us help you analyze and solve it. Call, 
wire or write our Automotive Brake Department, Customer Appli- 
cations Engineering, at South Bend. 


a Be, a 


FREE 82-PAGE BRAKE CATALOG 


Shows brakes for almost every application. Gives 
complete axle load rating data. Details brake 
torque capacity ratings. Provides installation data. 
Discusses Duo-Servo® and non-servo hydraulic 
and mechanical brakes; Twinplex® and uni-servo 


Be oer be Se new band /diec brake. Wits for your Hee copy 
BENDIX BUILDS MORE BRAKES FOR MORE 
DIFFERENT VEHICLES THAN ANY OTHER 
MANUFACTURER 


Bendix Products Automotive Division Ei TL) 


CORPORATION 
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Sales Conditions in Various Areas .. . 


Auto Market Reports 





Baltimore 


October registrations of new cars 
in Baltimore totalled 2,114, com- 


pared with 1,464 a month earlier. 


By makes, registrations were: 
Chevrolet, 668; Ford, 421; Plym- 
outh, 139; Oldsmobile, 131; Ram- 
bler, 128; Pontiac, 108; Dodge, 90; 
Mercury, 79; Buick, 75; Chrysler, 
57; Cadillac, 53; Volkswagen, 48; 


Studebaker, 32; Renault, 13; 


Volvo, 8; Lincoln, 7; Mercedes- 


Benz, 7; Austin, 5; Imperial, 5; 
English Ford, 4; Triumph, 4; 
Hillman, 3, and miscellaneous, 29. 


New-truck registrations number- 
ed 185, compared with 162 the pre- 
vious month, By makes: Interna- 


tional, 50; Chevrolet, 45; Ford, 43 


GMC, 8; Dodge, 7; White, 6; Willys, 


5; Mack, 3, and miscellaneous, 18. 
—Kate SAvAGE 
* * * 


Columbus, O. 


Chevrolet, with 402 new-car sales, 
led in Franklin County for the first 


15 days of November. 


Distribution of the remainder of 
the 1,381 sales in the county for 


that period was: 


Ford, 264; Falcon, 120; Pontiac, 
107; Oldsmobile, 86; Buick, 71; 
Plymouth, 63; Dodge, 51; Rambler, 
44; Cadillac, 36; Volkswagen, 34; 
Mercury, 32; Comet, 20; Chrysler, 
12; Simca, 6; Lincoln, 5; Renault, 


5; Studebaker, 5; Imperial, 3; 


Austin, 2; Mercedes-Benz, 2; Vespa, 


2, and miscellaneous, 9. 
* * * 


Norfolk, Va. 

The possibility that Norfolk- 
Portsmouth (Va.) new-car registra- 
tions in 1961 might equal 1960 im- 
proved here in October when the 
highest monthly total for the year 
was posted. 

Registrations totalled 1,706 to 
boost the 1961 total to 14,751. In 
October last year registrations 
totalled 1,515 and the 10-month 
total was 14,957. ; 

By makes, October registrations 
were: Chevrolet, 301; Ford, 210; 
Pontiac, 144; Falcon, 137; Renault, 
118; Rambler, 94; Oldsmobile, 85; 
Buick, 72; Corvair, 72; Volkswagen, 
64; Valiant, 63; Dodge, 55; Plym- 
outh, 53; Comet, 50; Cadillac, 40; 
Studebaker, 30; Mercury, 25; 


No Men Qualify 
So Dealer Hires 


3 Saleswomen 


CLEVELAND. — A-OK’ Motor 
Sales (Studebaker) is moving 
ahead with an all-woman sales 
staff, after the dealership was un- 
able to find men who were quali- 
fied to handle the work, according 
to Walter S. Bass, general sales 
manager. 

The dealership’s sales force con- 
sists of three women out of six who 
took a voluntary course in auto 
sales. The six were selected from 
nearly 100 who answered an ad- 
vertisement. Bass explained: 

“This is not a publicity stunt. We 
were unable to find enough quali- 
fied men when we took over the 
dealership so we decided to employ 
saleswomen. Except for myself and 
Sales Manager Dick Jones, our 
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Chrysler, 19; Peugeot, 17; Simca, 
15; Lincoln, 5; Austin, 4; Mercedes- 
Benz, 4; MG, 4; Triumph, 4; Willys, 
2; English Ford, 2; Metropolitan, 
2; Volvo, 2, and miscellaneous, 13. 

New-truck registrations in Octo- 


ber were: Ford, 50; Chevrolet, 41 
4; Dodge, 2; Falcon Ranchero, 2 


ous, 3. 
—KEN BaA.LpwiINn 
* * ed 


Denver 


October totalled 1,594, 


a year earlier. 

By makes, sales were: Chev- 
rolet, 331; Ford, 256; Falcon, 159; 
Rambler, 127; Corvair, 111; Olds- 
mobile, 95; Buick, 83; Plymouth, 
73; Pontiac, 63; Cadillac, 49; Mer- 
cury, 45; Volkswagen, 27; Chrys- 
ler, 22; Checker, 14; Renault, 14; 
Studebaker, 10; Volvo, 10; Im- 
perial, 6; Mercedes-Benz, 6; 
Comet, 4; Fiat, 4; Jaguar, 4; 
Metropolitan, 3; Sunbeam, 3; 
Austin-Healey, 2; Hillman, 2; 
Saab, 2; Triumph, 2; Vespa, 2, 
and miscellaneous, 6. 

New-truck sales amounted to 226 
in October, compared with 213 in 
September and 180 in October, 1960. 
By makes, they were: Ford, 78; 
Chevrolet, 67; International, 33; 
GMC, 17; Willys, 9; Dodge, 6; 
Volkswagen, 6; Mack, 3; White, 2; 
Kenworth, 1; Studebaker, 1; Crof- 
ton Bug, 1; Morris, 1, and Toyota, 1. 


—Ira ALEXANDER 
* ag * 


Billings, Mont. 
Dealers in Yellowstone County 
(Billings), Mont., delivered 271 new 
cars in October, compared with 149 
the previous month. 

By makes, they were: Chev- 
rolet, 57; Ford, 52; Buick, 31; 
Oldsmobile, 19; Pontiac, 19; Ram- 
bler, 15; Volkswagen, 15; Dodge, 
11; Cadillac, 8; Plymouth, 7; 
Mercury, 6; Chrysler, 4; Stude- 
baker, 4; Willys, 3; Austin, 2; 
Comet, 2; Falcon, 2; Lancer, 2; 
Lincoln, 2; Mercedes-Benz, 2; 
Corvair, 1, and miscellaneous, 7. 
The new-truck count was 65, 

compared with 52 a month earlier. 

By makes: Ford, 21; Chevrolet, 16; 

International, 13; GMC, 4; Dodge, 

3; Peterbilt, 3; Kenworth, 2; Fal- 

con, 1; Mack, 1, and Volkswagen, 1. 
* * * 


’ 


Vancouver, B. C. 


New-car sales in Vancouver, B. C., 
have reached a higher level than 
has been enjoyed for some time. 
The sales pickup has been continu- 
ing since June, dealers say. 

Used-car prices are firming 
and late models in first-class con- 
dition are scarce on the lots. 

Many sales are being made with- 

out tradeins, dealers report. 

Imports continue to corner a 
major share of the new-car market 
in the Vancouver area, 


—F.. H. FuLierTon 
oe * a 


Albuquerque 


New-car registrations for Berna- 
lillo County (Albuquerque) in Oc- 


sales staff will be made up of|, 


women.” 

The dealership’s saleswomen, all 
of whom had sales experience be- 
fore joining A-OK, are Lori Miller, 
Lillian Gradhand and Lillian Pas- 
ternak. 





California Coupling Firm 
Is Acquired by Purolator 


NEW YORK.—Purolator Prod- 
ucts, Inc., Rahway, N. J., has an- 
nounced the acquisition of On 
Mark Couplings, Inc., Los An- 
geles, designer and manufacturer 
of flexible and “quick disconnect” 
couplings required in the fueling 
of aircraft and missiles. 

Purolator President James D. 
Abeles said Barry B. Willis and 
Herbert DiCenzo will remain as 
president ‘and vice-president re- 
spectively of On Mark Couplings. 
The company will be operated as 
a wholly owned subsidiary under 
the direction of these officials, 


International, 21; GMC, 5; White, 


Mack, 2, Willys, 1, and miscellane- 


New-car sales in Denver during 
compared 
with 1,119 a month earlier and 1,554 
















tober totalled 668. New-truck reg- 
istrations numbered 96. 

By makes, new-car registra- 
tions were: Ford, 134; Chevrolet, 
104; Rambler, 79; Falcon, 46; 
Mercury, 30; Plymouth, 29; Olds- 
mobile, 28; Corvair, 24; Cadillac, 
23; Pontiac, 21; Studebaker, 20; 
Dodge, 19; Valiant, 18; Buick, 13; 
Comet, 11; Chrysler, 9; Lincoln, 
9; F-85, 7; Tempest, 7; Buick 
Special, 6; Willys, 1, and miscel- 
laneous, 12. 

Truck registrations were: Ford, 
36; Chevrolet, 21; International, 15; 
Dodge, 8; Falcon, 1; GMC, 5; Stude- 
baker, 3, and White, 1. 

—Vepa N. ConNER 


* * * 


Charleston, S. C. 


New-car registrations in the 
Charleston (S. C.) area in October 
totalled 503, compared with 364 a 
month earlier. 

By makes, they were: Ford, 152; 
Chevrolet, 100; Oldsmobile, 39; 
Pontiac, 36; Rambler, 34; Plym- 
outh, 29; Volkswagen, 28; Mer- 
cury, 21; Buick, 20; Renault, 11; 
Cadillac, 10; English Ford, 8; 
Chrysler, 6; MG, 3; Mercedes- 
Benz, 2; Studebaker, 1; Willys, 1, 
and miscellaneous, 2. 

New-truck registrations number- 
ed 59, compared with 35 the previ- 
ous month. By makes, they were: 
Ford, 23; International, 15; Chev- 
rolet, 11; GMC, 7; Mack, 1; Volks- 
wagen, 1, and miscellaneous, 1. 

x ©. & 







































Snow in Mobile— 


prizes were given away and 7,500 people 
= 


How They're Pushing Sales 


Dealer Ad Ideas 


Bonds for Buyers 


gma CHEVROLET, Atlanta, 
has announced that it will 
share its profits during November 
by giving a $25 savings bond to 
every new-car buyer if it sells 300 
new cars during the month. 

Jack Alexander, dealership ad- 
vertising manager, said the firm is 
right on the mark by selling 10 
new cars a day. 

ee 


Tinney Shows Fallout Shelter 


N “OPERATION Survival” 

shelter was displayed in the 
showroom of Tinney Cadillac Corp., 
Buffalo. The display was sponsored 
by the Buffalo Junior Chamber of 
Commerce. 

A young woman lived in the 
shelter for two weeks without 
emerging at any time. Built up to 
the window, that section of the 
shelter facing the street was open 
so that the occupant and her activ- 
ities were visible to the public. 

* * * 


Leftovers for the Lucky 


KYLINE FORD, Salem, Ore., 

advertised in mid-November 
that it had “15 leftover 1961 Fords” 
for 15 “lucky buyers.” 

“You simply cannot buy more 
car for less money,” the ad said. 
It added that “year-old prices” 
were Offered on the 15 cars. 

” a oe 


Personal Touch Used 


E. McGONIGAL (Buick-Cad- 

* illac), Kokomo, Ind., uses the 

personal touch in its advertise- 
ments. 

Each ad contains a picture of 
one of McGonigal’s salesmen, de- 
tails on the man’s background and 
an invitation to see him for a car. 

* ES * 


Seat Belts Installed Free 


OUTH BEND (Ind.) members 
of the New Car Dealers Assn. 
of St. Joseph County offered free 
installation of seat belts in cus- 
tomer’s cars during November. 
* ea * 


Seat Belts Given Away 


— contributions of Frank Tay- 
lor, Los Angeles Ford dealer, 
to his customers’ personal safety 
will cost an estimated $30,000 in the 
’62 model. 

With the purchase of each 1962 
Ford, Taylor provides seat belts 
free and installs them at no charge. 
He said he expects to sell 3,125 cars 
in the ’62 model year, and if the 
belt and installation is fixed at a 
minimum of $10, it will cost Taylor 
more than $30,000. 

* * + 


Ford, Chevy Ads Mixed 


WO dealers in Trenton, Mich., 
Ray Ridge Chevrolet and Gorno 
Brothers, Inc. (Ford), ran ads in 
the local newspaper recently. The 
Ray Ridge ad was headed, “I Dare 
You to Compare Our Deal on the 


Providence 


New-car registrations in the 
Providence area totalled 1,366 in 
October, compared with 991 in Sep- 
tember. 

By makes, they were: Chevro- 
let, 338; Ford, 313; Plymouth, 106; 
Rambler, 99; Oldsmobile, 83; 
Volkswagen, 60; Buick, 56; Pon- 
tiac, 53; Cadillac, 39; Comet, 30; 
Dodge, 29; Studebaker, 26; Chrys- 
ler, 21; Mercury, 16; Volvo, 15; 
Renault, 13; Imperial, 5; Lincoln, 
4; Hillman, 2, and miscellane- 
ous, 58. 

New-truck registrations number- 
ed 132, compared with 83 a month 
earlier. By makes, they were: Ford, 
42; Chevrolet, 30; International, 26; 
GMC, 14; Mack, 7; Diamond T, 2; 
Divco, 2; Dodge, 1; Volkswagen, 1; 
White, 1; Willys, 1, and miscellane- 
ous, 5, 

—Tuomas L. Forbes 


Police Chiefs Honor Three 


For Distinguished Service 

WASHINGTON. — The Interna- 
tional Assn. of Chiefs of Police has 
awarded three Distinguished Serv- 
ice Memberships to men whose or- 
ganizations “have supported police 
traffic research and training for 
many years.” 

The recipients were Norman 
Damon, Automotive Safety Foun- 
dation vice-president; Russell I. 
Brown, president, Insurance Insti- 
tute for Highway Safety, and Rich- 
ard O. Bennett, IIHS secretary- 
treasurer. 










New Fleet for Student Drivers— 


New Ramblers lined up here were supplied by the Southern California Rambler 
Dealers as part of a fleet of 1962 automobiles to be used by 25,000 high school 
students in Los Angeles for driver training. Edd Young, left, represents the dealers 
in turning over keys to Melvin Schroeder, supervisor of driver instruction for the 
los Angeles City Schools. 





New Chevy II.” Below this appear- 
ed a picture of a new Ford. Gorno’s 
ad proclaimed “Now on Display” 
and showed four cars—three Fords 
and a Chevy II. 


The newspaper later ran a page- 


Shirt-sleeved residents of Mobile, Ala., were amazed when they saw the deep drifts 
surrounding Hardy Motor Co. (Rambler}—but nowhere else in Mobile. The “snow” 
actually was shaved ice sprayed all over the dealership and used-car lot in a special 
promotion which helped seil 129 cars in 10 days. Bands played, refreshments ond 


visited the dealership during the promotion, 





one story apologizing for its goof 
and reporting that both dealers had 
laughed off the mixup. 

* * * 


More Space for Service 


ITE-ALLEN CHEVROLET, 

Dayton, used a full-page color 
advertisement to announce an ex- 
pansion of its service department. 
Pictures of the new service setup 
and snapshots of 11 key employes 
were published... 

The dealership said: “We added 
thousands of square feet of space 
—completely reorganized our fa- 
cilities. Result: Our service ca- 
pacity is DOUBLED! (There’s 
even a@ new ‘express’ section for 
while-you-wait jobs)... . 

“We sincerely want your service 
business— and we mean to do 
everything in our power to deserve 
it and to make you glad you came 
to White-Allen Chevrolet. That is 
our pledge to you.” 

+ * * 


Three of a Kind 


| agrees CHEVROLET, Berea, 
O., had a pleasant way to tie 
its 46th anniversary into Chevro- 
let’s 50th birthday—a three-way 
sale of 1962 cars to one of its first 
customers of 1915. 

Norris S. Crumpler; his son, Nor- 
ris jr. and his grandson, Bruce, 
took delivery of three 1962 Chevro- 
lets. The senior Norris Crumpler 
bought a “three-door” Chevrolet in 
1915, before he knew how to drive 
a car. He has been driving Chevies 
bought at Merrick’s ever since. 

Merrick featured the Crumpler 
family in their loca] advertising 
program — emphasizing the fact 
that the family now has five Chev- 
rolets, all bought and serviced at 
Merrick’s. Crumpler was Merrick’s 
third customer in 1915. 

ES cy + 


Free Trip to Las Vegas 


VERSEAS MOTORS, Ft. Worth, 

is offering a trip to Lag Vegas 
with the purchase of a new car 
before Christmas. 

The trip includes two days and 
three nights at the Hacienda Hotel, 
meals and a gasoline allowance of 
$24. The firm merchandises Austin- 
Healey, Jaguar and MG. 

cK * * 


Owl Cives the Word 


~ A local newspaper ad, the 
Waterhouse Garage (Ford), 
Raymond, N. H., used a sketch of 
an owl in a tree with the caption, 
“A Word to the Wise.” 

“Your Raymond Ford dealer is 
low in only one thing, price,” the 
ad said. “High in everything else: 
Customer relations, quality, work- 
manship, service, fair dealing, repu- 
tation.” 

* * * 


Service Ad Is Folksy 


“TyI—IM JIM.” That headline set 
the friendly theme for a local 
newspaper ad by George Carroll 
Chevrolet, Dunn, N. C. in the ad, 
Jim—James L. Murphy, service 
manager—introduced his wife and 
two children, invited the readers to 
come in for service and introduced 
the mechanics on the staff, along 
with their specialties. 
The ad concluded: “Won’t You 
Give Us a Try—We Try.” 
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These three sweet young things are The same story making 20,000,000 im- The kind of clincher that just might 
selling an impressive story to the pressions in homes tuned to Fred As- help you sell an extra car or two. Take 
10,100,000 readers of Time magazine... taire on ABC-TV’s“Alcoa Premiere”... a peek at the next four pages... 


ALUMINUM COMPANY OF AMERICA 
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Sixty-two is the year to buy! Styling, power, performance—you get the 
very best in this year’s crop. And no matter which make or model you 
choose (happy hunting...they’re all great!), you'll find Detroit has exploited 


the wondrous ways of aluminum to save you worry, work and money. 
One car, for example, has a one-third-lighter aluminum radiator. With 

less weight to haul around, you'll pick up and pass faster, stop quicker. 
Another make rides on aluminum wheels. Because they’re lighter they 

hug the road better and flatten the bounces to improve your control. 
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Aluminum throws off heat rapidly, so aluminum brakes reduce the risk 
of brake fade on long and steep downgrades. You get longer brake lin- 
ing and tire life, too. 

A grille designer uses another attribute—aluminum’s corrosion resist- 
ance—to end unsightly pitting, peeling and rusting. Aluminum grilles and 
trim need only a simple soaping and hosing to remove grime and restore 
shine. And car finishes formulated with Alcoa® Pigments sparkle for years 


without waxing—or waning. | 
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You'll get a better run for your money in ’62 because the new alumi- 
num engines take less gas. Since they also run cooler you get knock-free 


power on nonpremium fuels. Zip, pep, zest—call for it and an aluminum 
engine delivers it instantly to add to your joy of driving. So look for 


Alcoa Aluminum in your next car. | 
It lightens the load. Perks up power. ALUMINU 
Spares you expense and bother ALUMINUM COMPANY OF AMERICA 











be 5 
. ® 
F . 
‘ 
: x 
° o 7? 
¢ a ” 
: a 5 
A 5 = ; . 
. 
o A 
Fi : z 
i 
# o A 
; i 
r : e . 
rs o 5 A 
’ : cs ; , 
’ Ss fi 
‘ Bs 5 f 
. 
a : r e ne 
2 Py a Py 
5 5 : . ae 
: i ‘ 


cS 

. 

. 
. 
. 
ie 
- ¥, . 

fi 

OI 
. 


i a “ 
to “ 
‘ : 
a 

’ 

. 5 
ca i Z 
a > 
. 
a 
“ 
. 
: * 














: : of 
a 
z 
: ) ‘S 4 
ioe i e 
; 
: A 
: 
; 
e : 
F Fs 
; 
5 . 
* : ro - 
s . 
¥ 
Mes, 
s oT 
ca . 
*s in 
é 
e * 
: 





PUet sy wR | 


Wier ert 
sities Sec Sa 





2 sw 
: erior | an 
chief ext be- | in 


wn Oss, e* a 

aurF c. V r Corp., ©" | his comp’ 

c ¢ Cory? tyling | * Continuing 
' he 

sheet a 4 the 


; 8 
American turing 
teres ee sharply to —_, : 

8 a s i 
nas the cal concaves: | 
me d 


plisters 


a stylist ©° 





cut oc" 


, ee 
a 


e 
7 


Pictured in the parade of progressive styling above are Plymouth’s 1954 and 1958 Belvedere models, the 1961 Fury, and the new XNR “idea car.” 


Automotive News at work: 


Watching the styling pendulum swing 


Is American car styling still swinging sharply to 
sculpturing . . . or has its momentum already started 
to wane? Is functionalism opening greater oppor- 
tunities for stylists . . . or increasing limitations? 
Does the stylist or the public determine automotive 


trends? 


The answers to these questions, and questions like 
them, make news. . . editorial news that keeps the 
men of the automotive industry attune to the times. 
This is the kind of editorial that’s part and parcel 
of the Automotive News regular monthly section: 


Engineering, Production, Materials. 


And this is the kind of editorial that draws the in- 
terest of automotive engineers, stylists, production 
men, sales and service managers and other key per- 


sonnel men who represent a major buying 


influence in the automotive field . . . men who can 


specify your product! 


This is editorial that’s working for you, pinpointing 
your sales message to the men you want to sell. 
Take advantage of Automotive News special edi- 
torial features and their readership: 43,000 paid sub- 
scribers who must be kept informed to be com- 
petitive. Call your Automotive News Representative 
today. 


The most influential publication in the automotive industry. 
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NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
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Lawsuits Affecting Dealers .. . 


Court Decisions 





By Leo T, Parker 
Attorney at Law 


DEALER in Los Angeles, 
£& Walter Brown, asked: “Can a 
person avoid infringement of a 
patent by substituting and using 
parts made from 
materials differ- 
ent from those 
shown and de- 
scribed in the 
patent?” 

The answer is 
in the negative, 
if the testimony 
fails to prove 
conclusively that 
inventive genius, 
and not mere me- 
chanical skill, 
was needed to make the substitu- 
tion. 

For example, in Jam, Inc., v. Carl, 
274 Fed. (2d) 338, it was shown that 
a manufacturer substituted parts 
of the steering gear idler arm as- 
semblies of automobiles in an at- 
tempt to avoid infringement of a 
patent. 

This manufacturer used a nylon 
bushing as a substitute for a neo- 
prene washer or bushing. The nylon 
bushing was of substantially the 
same shape and size as the prior 
neoprene element and differed only 
in color. The higher court held that 
this substitution did not avoid in- 
fringement and said: 

“The dividing line between 
what results from mechanical 
ability and what displays inven- 
tive genius is ill-defined, The 
novel and distinctive combina- 
tions require “greater skill and 
higher thought than would be 
expected of an ordinary mechanic 
trained in the arts,’ ” 

In other words, this higher court 
held the patent valid and infringed 
because inventive genius was ex- 
ercised by the inventor to make it, 
and that substitution by another in- 
ventor of similar shape parts form- 
ed from different materials did not 
involve inventive genius and would 
not avoid infringement of the pat- 
ent, 





Leo T. Parker 


* * * 
Must Give Notice 


nada speaking, a bond- 
ing company is relieved of all 
liability, if the holder of the bond 
makes a new contract without giv- 
ing the bonding company due 
notice. 

For illustration, in Warner Motor 
Co. v. Strand, 358 Pac. (2d) 282, 
the testimony showed these un- 
usual facts: A man named Strand 
was engaged in the automobile 
business. Warner Motor Co. deliv- 
ered to Strand a 1957 Mercury with 
the understanding that the latter 





Vehicle Owner’s Liability 
For Repair Bill Is Defined 


HARTFORD, Conn.— The State 
Supreme Court of Errors has ruled 
that garages cannot legally recover 
for auto repair work unless they 
can prove that the repairs were 
requested by the owner of the car. 

The court ordered a new trial in 
the case of a Hartford repair shop 
which is trying to collect a $1,036 
bill from a New Jersey trucking 
firm. A lower court had ordered the 
trucker to pay the bill. 

“The mere fact that a motor ve- 
hicle is owned by a person does not 
suffice to make him liable for the 
cost of any and all repairs which 
someone in possession of the vehi- 
cle orders made to it,” wrote As- 
sociate Justice John H. King. 

“The owner must in some way 
have requested the repairs to be 
made, either directly or through an 
agent,” he added. 

The repair shop argued that it 
had “apparent or ostensible author- 
ity” to repair the vehicle because 
the trucking firm’s drivers had 
brought in vehicles many times for 
work and the company had paid 
for the services when billed. 


Yanda Motors Opens 


MANITOWAC, Wis.—Yanda Mo- 
tors, Inc., has replaced Ame Motors 
here as the Chrysler-Imperial- 
Plymouth-Valiant dealer. Officers 
of the new dealership are Calvin 
E. Yanda, president; Victor J. Zip- 
perer, secretary-treasurer, and 
Joseph L. Herman, vice-president. 


would pay Warner $2,400 for the 
car when he sold it. 

After holding the automobile 
for some time without a sale, 
Strand got consent of Officials 
of Warner to trade the Mercury 
to another dealer for four older 
used cars. 

Strand sold the four cars but 
paid Warner for only one of them. 
Warner sued Strand and the lat- 
ter’s bonding company for the 
value of the three cars for which 
Strand failed to pay. 

The higher court held the latter 
not required to pay for these three 
automobiles under its bond agree- 
ment. Apparently this was so be- 
cause Officials of the bonding com- 
pany had no knowledge of the new 
deal whereby Strand allowed War- 
ner to trade the Mercury, instead 
of receiving $2,400 cash for the car. 

* * * 


Tax Includes Everything 


ee to a late higher 
court decision the state’s sales 


“Our Yellow Pages advertising 
brought in a customer 
who bought a Thunderbird!” 


says Don Willey, Sales Mgr., Marion Willey and Son, Salt Lake City, Utah 
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. “Our display ad and trade-mark listing in the Yellow 





“Our Yellow Pages advertis 
it’s more than paid for itself in actual customers!” 


tax must be paid by automobile 
dealers on every item included in 
the selling price of an automobile. 

For instance, in Spitzer Ford Co. 
v. Tax Commissioner, 171 N. E. (2d) 
338, it was disclosed that Spitzer 
was in the business of selling new 
and used motor vehicles. In selling 
such vehicles the company listed 
an additional charge on each in- 
voice rendered to a purchaser of 
$15 for a new car and $10 for a 

used car. 

This charge, designated on the 
invoice as “D & H,” was for han- 
dling and delivery of the car to 
the customer, and for such serv- 
ices ag adjusting the carburetor, 
valves and doors, and road test- 
ing. No parts were included. 

In computing its sales tax, the 
company did not include this “D & 
H” item as a part of the total price 
paid by a customer for a car. Law- 
yers for Spitzer argued that the 
“D & H” charge was for labor 
only, was separately indicated on 
all customers’ invoices; was not 
carried as a part of the sales price; 
was not a part of the sales price, 
anj should not be considered in 
determining the sales tax. 

The higher court held that the 
company must pay the state’s sales 
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ing does such a good job, 






Pages help us make the most of our Ford franchise.” 





Display this emblem. It builds your business! 


tax on all these “D & H” charges, 
saying: 

“Price means the aggregate value 
in money of any thing paid . 
by a consumer to a vendor in the 
complete performance of a retail 
sale, without any deduction on ac- 
count of the cost of the property 
sold, cost of materials used, labor 
or service cost, interest or discount 
paid, or allowed after the sale is 
consummated, or any other ex- 
pense.” 

* * * 
Jury Denies Mechanic 
Injury Damages 

LITTLE ROCK.—A Circuit Court 
jury here declined to award dam- 
ages to a mechanic who sued for 
$75,000 on the ground that while he 
was working under a car a cus- 
tomer backed another car over his 
foot. 

Thomas McKay, an employe of 
Madison Cadillac Co., had brought 
the suit against Maura Fredeman, 
Little Rock. The suit said the acci- 
dent happened in August, 1960. 

Mrs. Fredeman allegedly was 
backing her car from a parking 
stall in the dealership garage, the 
suit said. Nine jurors, the minimum 
number required for a verdict, 
found for the defendant, with three 
abstaining. 
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Employe of Auto Hauler 


Sues Over Job Claims 


LOUISVILLE. — A driver for 
Dealers Transport Co. has sued the 
company, the Teamsters Interna- 
tional Union and Teamsters Local 
89 here over claims to the diminish- 
ing auto-hauling jobs left in the 
Louisville area. 

C. W. Moore charged that the 
Local 89 president favored former 
employes of E. & L. Transport Co. 
in jobs with Dealers Transport. 

The suit said E. & L., once a 
Dealers rival, quit hauling here and 
made an agreement with Dealers 
under which some Dealers business 
in Ohio would go to E. & L. and 
some E. & L. runs out of Louisville 
would go to Dealers. 

After Local 89 negotiated a four- 
year contract for members em- 
ployed by Dealers, Moore alleged, 
union members formerly hired by 
E. & L. sought to be put on Deal- 
ers’ rolls on the basis of their 
seniority with E, & L. 

The suit said the request was 
filed as a grievance that went to 
the Automobile Transporters Joint 
Conference Committee in Detroit, 
which ultimately ruled for the 
E. & L. group. 
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ORIVE A LITTiE SAVE ALOT 
on the FABULOUS FORD 
FALCON & THUNDERBIRD 
ee ul ae vere 


SALES SERVICE 


AX 5-3481 


TOWING SERVICE 


Night Phones 
AX S-2976 





AX 5.7120 : 
AX 5.5420 u : 
2nd North & Main - Bountifu 


“We check our sources of sales. Many customers 


Display ad (shown reduced) runs under AUTOMO- 
BILE DEALERS — NEW CARS. Call the Yellow Pages 
man at your Bell Telephone Business Office to 
plan your program. 








have said they came to us through the Yellow Pages.” 
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“Many people passing through this area consult the 
Yellow Pages, and then come to us for Ford service.” 
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Wider Choice Is Cited ... 


More Compacts Seen 
In Rental-Car Fleets 





a use of compact cars is 
likely in the next year in the 
rental-car industry, according to 
Winston V. Morrow jr., executive 
vice-president, Avis Rent-a-Car 
System. 

At present, he said, the small cars 
account for about 20 percent of the 
industry’s vehicles. The basic ve- 
hicle, however, will continue to be 
the standard car 
in the low-price 
class, he added. 












































fringe benefits to the sales organ- 
ization.” 
* + * 


Katzman Heads Lessors 
ATHAN KATZMAN, New York, 
has been elected president of 
the National Truck Leasing System. 
Other officers are: 
W. C. Warren, Rochester, N. Y., 
vice-president; James Trainor, Hal- 


A Look The addition of | i£@x, N. S., vice-president for Can- 

at the “in-between” ada; C. L, Baker jr., Dallas, secre- 

Lesels cars this year will pee and Carl Carson, Memphis, 
8 give the renta]| ‘Te4surer. igre 


industry a wider 

choice of models 
and nameplates, Morrow continued, 
but basic purchasing policy will 
change little. 

“Our car-purchasing program in 
general follows two basic stand- 
ards: Most cars in our fleet must be 
standard models that offer a wide 
public appeal and acceptance, and 
the cars we purchase must have 
good resale value,” he said. 

Morrow called the rental-car in- 
dustry “a testing ground for new 
models and, like the manufacturers, 
we are in a position where we have 
to appeal to the greatest numbers 
of the renting public.” 

of 


Seen as ‘Hot’? Used Cars 


@ pPeCUSEING the wide variety of 
models, Sam Lee, writing in 
Fleet News, a publication of Lee 
Associates, said “customer prefer- 
ence in the new-car market is still 
a pretty good yardstick on which 
to base fleet purchases for the com- 
ing year. 

“With compacts taking almost 
40 percent of the market,” he con- 
tinued, “there is no question but 
that compacts in all makes will 
be hot used cars a year or two 
from now. 

“There is little doubt, too, that 
compacts and the in-betweens will 
be the predominant choice of most 
fleet operators this year, except 
where special circumstances are 
present,” he added, “such as unusu- 
ally hard usage, extremely high 


7-Million-Car °62 
Called Likely 
By Buick’s Rollert 


BUFFALO.—The former Western 
New Yorker who has led the re- 
surgence of Buick returned here 
recently and voiced optimism on 
the outlook for 
economy and the 
auto industry. 

Edward D. Rol- 
lert was appoint- 
ed general man- 
ager of Buick 
and a General 
Motors vice-pres- 
ident 2% years 
ago. He had been 
general manager 
P of GM’s Harrison 
E. D. Rollert Radiator Divi- 
sion, Lockport, N. Y. 

“Those forecasts a few months 
ago of a seven to 7%-million-car 
year in 1962 looked pretty optimis- 
tic,” the executive said. “Now they 
seem likely.” 

Buick has done well under Rol- 
lert’s guidance, When he took over 
Buick in 1959, the division sold 
242,000 cars. In 1960 sales jumped 
to 271,000. 

Almost reluctantly, he said he 
expects Buick’s sales this year to top 
300,000 and “in 1962, conservatively 
speaking, should approach 400,000.” 

Rollert noted that Buick’s sales 
are up about 8 percent from a year 
ago, despite an industrywide de- 
cline of about 12 percent. 


Leasing Company Bows 


GC RBATER Iowa Leasing Corp., 
Des Moines, has been formed 





Nissan Gets $11 Million ; 
From U. S. Trade Bank 


WASHINGTON. — Japanese 
motor vehicle production is being 
underwritten by an $11 million 
credit from the Export-Import 
Bank. 

Nissan Motor Co., Ltd., Yoko- 
hama, will use the funds to buy 
United States machine tools in 
the first phase of a six-year ex- 
pansion program costing $195 mil- 
lion. Under the plan, Nissan will 
expand its automobile and truck 
production from 125,000 units per 
year to 386,000 units per year. The 
$11 million is to be repaid over a 
period of seven years starting in 
1963. In 1959, the bank made a 
similar loan to Nissan amounting 
to $3 million. 





DAYTONA BEACH.—A clinic for 
all American-made cars. 

That is the idea of Pure Oil 
Co, in putting up $6,000 in prizes 
for the NASCAR-sanctioned per- 
formance trials on the Daytona 
International Speedway Jan. 
15-21, entries for which are now 
being taken from factories, dis- 
tributors, dealers and individuals. 

How far can a 1962 car go on a 
gallon of gasoline? How fast will 
it accelerate from 30 miles per hour 
in city traffic and from 50 MPH in 
highway traffic in passing tests? 

How will it function in the stop- 
and-go tests? At the low end of 
acceleration from zero to 50 MPH? 
How will it brake? Steer? What 
will be its transmission response? 
Its handling ease? Its inclination to 
stall? 

When the seven days of testing 
are over, the 1962s will have been 
under a microscope unmatched 





Studebaker Dealers Elect 


Tauber as Chicago Chief 


CHICAGO.—The Chicago Stude- 
baker Dealers Assn. elected new of- 
ficers last week. 

R. S. Tauber, Adwest Motors, 
3612 N. Western, was named presi- 
dent; Al Jacobs, Studebaker on 
Washington, 4701 W. Washington, 
vice-president, and Angelo Straz- 
zante, Angelo’s Auto Sales, 3719 E. 


106th St., secretary-treasurer. ventional spotlights. 





mileage, or the use of the com-|. 
pany’s passenger cars to provide|' 








Daytona Trials Are Billed 
As Top Test of U.S. Cars 


Plenty of Parking at this Dealership— 


The only new-car dealership within a radius of some five miles, Amatucci Rambler, 
Inc., has occupied this new building on the new Maryland Route 5 in Hillcrest Heights, 
Md., about a half mile from the Washington city limits. The dealership, headed by 
Thomas M. Amatucci, has a revolving electrical sign 35 feet wide and five feet high, 
and a 1%4-acre parking area illuminated by fluorescent tube units rather than con- 
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as a wholly owned subsidiary of 
Greater Iowa 
Corp., with El- 
dridge W. Reese 
as president. 

Reese, former 
vice-president and 
general manager 
of Reo Truck 
Leasing, Inc, 
Lansing, said the 
new firm is na- 
‘3 tionwide in scope 

: J : and will provide 

E. W. Reese trucks for com- 
mercial users, materials handling 
equipment for industry and ma- 
chinery and special equipment for 
farmers. r 

* ok 


4 Firms Merged 
| gh J. MAX JR, is president 
of the newly formed Truck 
Rental Co., Inc., a consolidation of 
four firms centered in Baltimore, 
Washington, Alexandria, Va., and 
York, Pa. He said the firm’s head- 
quarters will be in Baltimore, with 
a New York sales office under the 
name of Automotive Transporta- 
tion Co. 

Max said the consolidation of the 
four firms makes Truck Rental the 
largest independent lessor in the 
East, will centralize operating con- 
trol, increase efficiency and provide 
clients with better and faster serv- 
ice. 

The new firm is affiliated with 
the National Truck Leasing System 
and Avis Rent-a-Car System, Max 
said. 


Chevrolet at lower right was loaned to the 


J. Weaver, Corvallis. 
So Re 


Growing Dealerships <a. 





BALLWIN, Mo. — Sutton Ford 
Co. has opened in its fifth location 
since 1932 at 600 Manchester Rd. 
here. 

George Sutton, president, who 
has been a dealer since 1931, said 
that this latest location is in con- 
formity with his “westward move- 
ment” plans, in step with St. Louis 
area population movement. His 
dealership was previously located 
in Clayton, Mo. 
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* * * 


Currie Goes into Leasing 

URRIE Auto-Truck Leasing 

Corp. has been formed in 
Tampa, Fla., to handle the leasing 
operations of Bill Currie Ford, ac- 
cording to W. E. Currie jr., presi- 
dent of the new firm. 

He said leasing service would be 
offered throughout the state’s West 
Coast area. A. I. Dean is manager 
of the company. 


* * 
Escue Pontiac Opens 


At New Location 


COVINGTON, Ky.—Escue Pon- 
tiac, Inc., held a grand opening 
celebration at its new headquar- 
ters at Second and Madison Aves. 

The firm now has 14,587 square 
feet of space with 150 feet of front- 
age on Madison and 390 feet on 
Second. Latest service equipment 
has been installed, including six 
twin-post hoists. Escue, headed by 
R. F. Escue, offers free pickup and 
delivery service from downtown 
Cincinnati. 


anywhere, according to NASCAR. 

The economy tests Jan. 15-17, for 
example, will establish how far any 
of the models will go on one gallon 
of gasoline. That is all each will 


get. * * 


Wood Chevrolet Plans 


$500,000 Expansion 

BIRMINGHAM, Ala.—Wood 
Chevrolet Co. has announced a 
$500,000 expansion program involv- 
ing the acquisition of additional 
property and the remodelling of ex- 
isting facilities. 

The new facilities will give Wood 
a block-long used-car lot and one 
of the largest dealership plants in 
the Birmingham area. Harold F. 


Wood is president. 
oe * * 


Hornquist Moves 

MORA, Minn.—Millard’s Motor 
(Chevrole t-Buick-Oldsmobile) 
moved into its new building at 800 
S. Highway 65. The structure has 
11,680 square feet of office, show- 
room and garage space. Millard 
Hornquist is the dealer. 


Southdale Ford Is Building 


MINNEAPOLIS. — Ground was 
broken here recently for construc- 
tion of a circular building for a 
new Ford dealership and service 
center in the Southdale area of 
suburban Edina. The building on 
France Ave. S., between 66th and 
70th Sts. will house Southdale Mo- 
tors, Inc. Partners in the new deal- 
ership are Bob Schmitt and John R. 
Norton. 


The timing of each entry will 
start with the drop of the green 
flag at the starting line. Cars will 
then be started with clutches 
disengaged and then proceed over 
the prescribed course until their 
fuel supplies run out. 

The entire run must be made at 
an average speed of 40 MPH or 
more. On the Daytona speedway’s 
backstretch, there is a stretch of 
1,610 feet where the car must run 
at a true speed of at least 65 MPH 
(16.88 seconds for the 1,610 feet). 
The only exception to this will be 
if the entry runs out of gasoline 
while approaching or while in this 
area. 

Other exacting tests will follow 
through Jan. 21, 


x 


* * 
Rodgers to Build 


DAYTON.—Rodgers Pontiac Co. 
plans to invest $500,000 in a new 
showroom on Main St. near Apple 
St. Completion is scheduled for 
next spring. The present showroom 
at S. Ludlow and Franklin Sts. will 
be used for parts and service, 

* * B 


Jeep-Import Deal Moves 

LOUISVILLE. Koster-Swope 
has moved its Willys Jeep and im- 
ported-car operation to its main 
showroom at 3712 Frankfort Ave. 
Jeep and 


Auto Dealer Expansions 


imports formerly were 
housed at Jackson and Broadway. 
Imports handled by Koster-Swope 





O'Toole Moves to Larger Quarters— 


O'Toole Motor Co. (Chevrolet-Oldsmobile), Corvallis, Ore., has moved to these new 
quarters across the street from its old location where it had done business for 16 
years. The new location provides a building one-third larger and increased used-car 
display space. Philip J. O'Toole, a former newspaperman, is the dealer. The 1925 


firm for a special promotion by its owner, 










































include the Rootes and British Mo- 
tor Corp. lines plus Rolls-Royce, 
Bentley, Jaguar, Alfa Romeo, Lan- 
cia and Fiat. 
* * * 
Warehouse for Swenson 


PHILADELPHIA. — Swenson 
Ford has purchased a one-story 
brick building at 1677 Foulkrod St. 
and will use tt as a warehouse. 


Kirksey Spending $50,000 

BESSEMER, Ala.—Dave Kirk- 
sey Motors, Inc. (Dodge-Chrys- 
ler), has announced a $50,000 
modernization program. Owner 
Dave Kirksey said: “We are in- 
creasing the size of the service 
department and building an addi- 
tion to the present facilities to- 
talling about 10,000 square feet of 
floor space.” 

ok + 


* 
Becker Buys U. C. Site 


DAYTON. — Becker Rambler 
Sales, 3500 Salem Ave., has pur- 
chased land for expansion of its 
used-car operations. Jack Becker, 
owner, said the basement of a two- 
story brick home on the site will 
be used for parts storage, while the 
house will.be remodelled and leased 
for office space. 

* * * 


More Room for Goddard 


JENNINGS, Mo.— Goddard Mo- 
tors, Inc. (Chrysler-Imperial-Plym- 
outh), 7302 W. Florissant Ave., has 
expanded its storage and service 
facilities by 75 percent, according 
to Albert Fuchs, dealership presi- 
dent. 

* * * 


Estabrook Ford Grows 


PASCAGOULA, Miss.—Estabrook 
Motor Co., Inc, (Ford), has moved 
into its new quarters on 14th St. 
The new facilities give the firm 10 
times as much space as it formerly 
had. James A. Estabrook heads the 
dealership. 


Lloyd to Enter 
Nine Buicks in 
Daytona Trials 


DAYTONA BEACH, Fla. — Nine 
1962 Buicks are tentative entries in 
the Pure Oil Performance Trials 
at the Daytona Speedway Jan. 
15-21. 

The Buicks joined a field that al- 
ready included Pontiac, Chevrolet 
and Rambler. J. Saxton Lloyd, Day- 
tona Buick dealer, requested nine 
entry forms from officials of NAS- 
CAR, the sanctioning organization. 

The Buicks will be entered in 
three classes: Class 1, cars of 390 
cubic inches and over; Class 5, from 
201 cubic inches to 250 cubic inches, 
and Class 6, from 131 cubic inches 
to 200 cubic inches. 

The performance trials, which 
have been termed “an automobile 
show in motion,” involve economy 
tests, traffic passing tests and stop- 
and-go tests. 


For light on dealer thinking, read Dealer 
Forum each week on Page 3. 

















I tere’ S still another ad in our national ad campaign telling 
your customers about the U.S. Royal Safety- -800—all new—and the finest 


we've ever offered for original equipment and general replacement. 





3 S.ROYAL 





: Brand-new and better 
In every way 


l 

t 

; 

e Here’s the best tire we have ever offered for original 
, ° : . : 
4 equipment and general replacement. No other tire in its 
n field can match the combination of advantages and im- 
; provements found only in the Safety-800. And automobile 
: manufacturers like the new U.S. Royal so much, they’re 
, putting this new tire on the finest 1962 cars. 

h Look what you get in the Safety-800 @ 22% more mile- 


le age than competitive tires ® new “anchored tread” for a 
: higher safety factor @ superior skid resistance (thanks to 


Safety-800 


deeper tread grooves) @ “Low Profile” construction for a 
cooler, quieter ride @ new high-strength bonded cords 
for increased dependability. All this... only in the new | 
U.S. Royal Safety-800. 


“Low Profile” — » Calor States Rubber Company’s trademark for its lower, 
wider shape ti 


U.S.ROYAL 
LOW PROFILE TIRES 
United States Rubber 


ROCKEFELLER CENTER, N.Y. 20, N.Y. IN CANADA! DOMINION RUBBER CO., LTD. 
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More and Better Roads 
Seen by U.S. Chief 


Rex M. Whitton, Federal high- 
way administrator, expects no 
major changes in highway con- 
struction in the next decade. 

“They will be about like now— 
but more and better,” he told 
the 24th annual meeting of trus- 
tees of the Automotive Safety 
Foundation in Chicago. 

“I don’t visualize any wholesale 
dramatic changes,” Whitton said. 
“Certainly we will be exploring in- 
triguing areas such as electronic 
guidance and control for highways, 
but the development of a full- 
fledged system of that kind is far 
from just around the corner.” 

However, he said there may be 
some changes in structural design 
in the next 10 years. 

There will be further exploration 
of results of the road tests conduct- 
ed by the American Assn, of State 
Highway Officials, he continued, 


seeking to make structural design 
“more and more scientific.” 

Discussing the 41,000-mile inter- 
State highway system, Whitton 
said about 6,000 miles have been 
completed “to full standards” set 
by the Federal government, 

The target date for completion 
of the system still is 1972, and the 
work is proceeding on schedule, he 
said. 

Improvements have been com- 
pleted on about 125,000 miles of 
Federal-aid primary and secondary 
highway systems and their urban 
extensions under the ABC program, 
Whitton continued. 

In the next decade, he added, 
“we shall certainly do more than 
twice that much.” 

The 1961 Federal-Aid Act has 
provided for the revenues needed 
to finish the interstate system by 
1972 and to support the anticipat- 


ed increased ABC program dur- 
ing the same period, he said. 

“For the entire program period, 
1957 through 1972,” Whitton con- 
tinued, “Federal aid for the inter- 
state system will total $37 billion 
and for the ABC program $16.5 
billion, for a total of $53.5 billion.” 

These funds will mean greater 
safety, less traffic congestion, lower 
vehicle operating costs and a gen- 
eral boost in the nation’s economy, 
he said. 

He also called for greater public- 
relations efforts to let the press and 
the public know of the progress of 
the work and the benefits of the 
system. 

E. J. Thomas, Goodyear Tire & 
Rubber Co. chairman, was named 
ASF chairman. Vice-chairmen in- 
clude: 

J. N. Bauman, White Motor Co. 
president; Henry T. Bodman, Na- 
tional Bank of Detroit president; 
Malcolm P. Ferguson, Bendix Corp. 
president; E, L. Grimes, Commer- 
cial Credit Co. chairman. 

Clifford F.. Hood, former presi- 
dent, United States Steel Corp.; 
J. W. Keener, B. F. Goodrich Co. 
president; G. Donald Kennedy, 
Portland Cement Assn. president; 
Warner S. Shelly, president, N. W. 





A “rumble seat” up front, which 
could be folded up, was a feature 
of the 1905 Pierce Stanhope. 





Ayer & Son, Inc.; John E. Swear- 
ingen, Standard Oil Co. (Indiana) 
president. 

L. Walter Lundell, CIT Financial 
Corp. president, was named treas- 
urer, and J. E. Buchanan, Asphalt 


COMPARE! 






CONVENTIONAL DOUBLE 
REDUCTION AXLE 


Compact, space-saving design of Eaton 
PDR means shorter wheelbase—more 
payload—easy, quick maintenance. 











2% TIMES MORE 
TOOTH CONTACT AREA 


(in second reduction) 


WITH THIS 


The success of Eaton Planetary Double Reduction Axles in all 
types of service has proved their superiority over any other 
double reduction axle—including Eaton’s discontinued Herring- 
bone types. Here’s basically why— 


Eaton PDR is more rugged. Four planetary gears instead of one 
herringbone have more total gear tooth contact area to absorb 
load, transmit power—and give longer axle life. 


Eaton PDR is shorter. Planetary gearing instead of herringbone 












for the second reduction reduces overall length as much as ten 


inches This means better driveline angles—shorter wheelbase 
—less weight. 


There are many more reasons why Eaton Planetary Double 
Reduction Axles are best: lower initial cost, readily available 
parts interchangeability, less expensive service parts when 








service is required. 


Compare! Then sell PDR for heavy service—for more customer 
satisfaction. 


RTON 


AXLE DIVISION 
MANUFACTURING COMPANY 





CLEVELAND 10, OHIO 


... Your partner in progress through research... 


Institute president, secretary. J. oO, 
Mattson is president and Norman 
Damon and Carl E. Fritts vice. 
presidents. 

x * * 
Mississippi Dealers Provide 
77 Cars for Driver Training 


Members of the Mississippi Auto- 
mobile Dealers Assn. provided 77 
cars for use in driver-education 
courses in the state last year, ac. 
cording to William J. Dalrymple, 
Vicksburg, chairman of MADA’s 
Highway Safety Committee. 

All but 10 of the cars were loaned 
free of charge, Dalrymple said. 

. * 


Seat Belts for State Cars 


Orders have been issued to all 
state agencies in Vermont, requir- 
ing that all new automobiles pur- 
chased for state use be equipped 
with seat belts. Gov. F. Ray Keyser 
jr., also told department heads to 
‘include in your departmental reg- 
ulations a stipulation that employes 
operating state cars use the safety 
belts and that action be taken to 
see that this stipulation is carried 
out.” 

* * * 


°62s for Students 


McAllister Chevrolet, Chillicothe, 
O., has delivered ’62 driver training 
cars to the schools of Ross and 
Highland counties. 

= * 


Death Toll Drops 
4 Pct. in Month, 
2 Pct. in Year 


Motor vehicle deaths in Septem- 
ber totalled 3,350, a 4 percent de- 
crease from the September, 1960, 
total of 3,490, the National Safety 
Council reported. 

September was the seventh month 
this year to show a decrease or no 
change in traffic deaths from the 
same month of the previous year. 

Traffic deaths for the first nine 
months were down 2 percent from 
the same period last year. The nine- 
month total for 1961 was 27,110, 
compared with 27,580 for the cor- 
responding 1960 period. 

A one percent increase in travel 
from last year coupled with the 2 
percent decrease in deaths produc- 
ed the lowest nine-month mileage 
death rate on record: 5.0 deaths per 
100 million vehicle miles. The 1960 
death rate for the first nine months 
was 5.2. 

Turnpike travel for nine months 
increased nearly 6 percent from 
last year, and fatalities also in- 
creased 6 percent totalling 240 in 
the period. The nine-month mileage 
death rate on turnpikes remained 
at 2.2 deaths per 100 million vehicle 
miles, the same figure recorded for 
the same months of 1960. 

Among 49 states reporting Sep- 
tember experience, 30 had fewer 
deaths than last September, two re- 
ported no change and 17 had in- 
creases. 


i aesiaitl F unds 


Lauded in Mich. 


Michigan’s Constitutional Con- 
vention has been urged to retain 
the present system of earmarking 
highway user revenues for highway 
construction and maintenance pur- 
poses. 

State Highway Department Man- 
aging Director Howard E. Hill told 
a Con-Con committee that any 
change in the present system of fi- 
nancing highway construction 
would “create disorder and confu- 
sion” in Michigan’s road building 
program. 

Hill said Michigan stands first in 
the nation in construction of toll- 
free interstate highways as a result 
of the present system of earmark- 
ing highway user revenues. He also 
noted that “practically all states 
with outstanding performance rec- 
ords have, like Michigan, been the 
beneficiaries of the same kind of 
financial assurance.” 

* * * 


Idaho Safety Meeting Urges 


Compulsory Use of Seat Belts 


BOISE, Id.—Compulsory use of 
automobile seat belts was one of 
several proposals submitted to the 
annual two-day Governor’s Safety 
Conference here. 

Other recommendations included 
compulsory driver education for 
adults as well as youngsters and 
more stringent requirements for 
obtaining a driver license. 
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Boning Up for Fleet Servicing— 


White Motor has complete mechanic training facilities that are available to fleet 
mechanic training. Shown is a typical class working on a cut-away model, which 
White has found to be the most effective means of basic training on truck service. 
In addition, White provides manuals, charts, projection equipment and other training 
aids that have been found down through the years to be most effective. 











Within Franchise Framework .. . 


Strategy on Heavies 


7 three major truck divisions 
which also sell cars are making 
an increased effort to solve the 
difficult problems of selling heavy- 
duty trucks and still stay within 
the framework of the franchised- 
dealer system. 

Right now, each # using a differ- 
ent approach and there are no 
guarantees on what future course 
any one of the three might take. 
However, each appears wedded to 
the dealer system. 

Dodge is using a truck center 
program and plans to expand it. 
Chevrolet is selling heavies 
through all dealers but, as might 
be expected, certain dealers give 
this phase of the business more 
emphasis. 

Ford is trying two approaches— 
working through designated heavy- 
duty-truck dealers and setting up a 
limited number of trucks-only deal- 


T op Truck Mechanics Too Rare 


aptee Regular Common Carrier 
Conference of the American 
Trucking Assns. is polling its mem- 
bers and other over-road haulers 
to determine the number and type 
of experienced mechanics needed 
for efficient and low-cost mainte- 
nance. 

Approximately 9,000 question- 
naires have been sent asking 14 
questions which Benjamin R. Mil- 
ler, who is conducting the survey, 
says should give a thorough picture 
of the mechanic manpower needs 
of the haulers and what they might 
be in a few years. 

Bob Gardner, conference staff 
engineer, made a brief survey 
earlier this year and found that 
of the 71 replying carriers, 49 re- 
ported a shortage of experienced 
mechanics. 

The survey also indicated a seri- 
ous need for properly trained me- 
chanics, particularly in the diesel 
field, and for a program for evalu- 
ating mechanics now employed or 
about to be hired. 

* a * 
een OUGHOUT the survey were 
indications of the need for self- 
reliance, pride in work and super- 
visory ability. 

Not infrequently it was suggested 
there be a. system of licensing me- 
chanics to grade them by their 
levels of skill. Connected with this 
was the suggestion that training 
programs and incentive systems be 
tested. 

Gardner says he feels millions 
of dollars are being wasted in 


Turnpike Check Nabs 
22 Pct. of Trucks 


NEW BRUNSWICK, N. J. — 
A check by the state police as- 
signed to the New Jersey Turn- 
pike shows a fairly high per- 
centage of buses and trucks 
operating in violation of the law, 
according to Joseph Morecraft 
jr., chairman of the Authority. 

A special police squad checked 
17,995 buses and trucks in its first 
year to Aug. 1, 1961. In that year 
summonses for various violations 
Were issued to 2,538 vehicles, or 
about 14 percent of the total 
number. At the same time 1,552 
warnings, or about 8 percent were 
issued for minor violations. Com- 
bined, these two classes total up 
to 22 percent of the trucks and 
buses checked. The largest num- 
bers of summonses were issued to 
drivers of trucks. 





poor fuel mileage, high oil con- 

sumption, excessive tire wear and 

road breakdowns which might be 
prevented by a mechanics train- 
ing and availability program. 

He feels, as do most of the truck 
factory men, it is not logical or 
reasonable that the conference can 
by itself initiate or maintain a pro- 
gram of the magnitude needed. 

He feels the program should ex- 
tend from vocational high schools 
and technical schools through the 
early employment years of poten- 





Rate Favoritism 
Called Threat to 


Nation’s Future 


ASHINGTON. — “Big city” 
freight rates are hurting small 
towns and small businesses and are 
a threat to the future of America, 
says Albert B. Rosenbaum, execu- 
tive director of the Regular Com- 
mon Carrier Conference. 
“Onless the rate favoritism 
going on between certain ‘big 
cities’ is stopped now,” Rosen- 
baum said, “we will see a gradual 
and perhaps fatal march back 
from the dispersed areas to the 
larger cities where our economy 
is most vulnerable to attack by 
the enemy. 

‘In the meantime, irreparable 
damage is being done our smaller 
communities, rural areas and small 
businessmen in all parts of the 
country. The ‘big city’ rail rates 
are keeping smaller producers from 
competing in many markets. 

* * * 


"yes people who can stop this 

injustice, prevent this ‘eco- 
nomic fallout,’ are the people who 
live and do business in these small- 
er communities. They can put an 
end to it by ‘turning the heat’ on 
Congress to pass legislation needed 
to halt these destructive rate-mak- 
ing practices.” 

Rosenbaum noted that high- 
way common carriers reach into 
more communities than any other 
means of transportation. 


“Because of this,” he said, “we 
have a more intimate contact with 
shippers of freight, and we know 
the production and _ distribution 
problems of the small shipper in 
particular. He is likely to be 
‘freight rated’ out of business if 
the present trend of ‘big city’ vol- 
ume rate-slashing is not arrested.” 


tial mechanics to the manufactur- 
ers, carriers and truckers. 
* a * 

oe problem seems to center in 

the fleet operators of 10 or more 
vehicles. It is claimed by experts 
that an operator of eight trucks or 
less cannot afford to have his own 
service crew and should depend on 
the dealer who sold him the vehicle 
for maintenance. 

These experts agree that in the 
operation of eight to 10 trucks it 
could sometimes be advisable for 
the operator to do his own mainte- 
nance. 

A firm concentrating on teach- 
ing fleet maintenance says truck 
operating management wants 
lower operating costs, a reduced 
accident rate, better vehicle 
maintenance, lower insurance 
rates, improved worker morale, 
improved customer and public re- 
lations and a lower worker turn- 
over. 

Much of this could be realized by 
better training and supervision of 
truck mechanics. 

This same firm says that by 1970 
there will be at least three million 
more trucks registered than this 
year. It bases its forecast on the 
truck registration increase since 
1940, which has averaged 3% mil- 
lion in each 10-year period. 

* * * 


lr THERE is a real shortage of 
experienced and well-trained 


mechanics now, this means that un-- 


less something is done the situation 
will get much worse. 
Practically every industry man 
readily admits there seems to be no 
(Continued on Page 29, Col. 1) 





Top Trucks 


New-truck registrations for nine months, 
- plus 12 states for October: 


1961 1960 
Pos. Make Pos. 
1—226,976 Chevrolet 245,462— 1 
2—219,597 Ford 223,346— 2 
3— 85,594 Intl, $7,680— 3 
4— 51,490 GMC 64,360— 4 
5— 30,892 Dodge 33,224— 5 
6— 21,685 Willys 22,314— 6 
I— 10,045 White 11,650— 7 
8— 6,770 Mack 8,802— 8 
9— 4,065 Studebaker 4,275— 9 
10— 1,394 Diamond T 2,056—10 
lli— 750 Brockway 840—11 
26,539 Misc. 34,887 
Total All Makes 
685,797 138,896 


Further details on Page 46. 











ers in areas where other Ford deal- 
ers agree. 
* a * 

ODGE was the first to take a 

step in the direction of better 

availability of heavy trucks in the 
field with its truck centers which 
might be called a watered-down 
version of the old distributor type 
of merchandising that was once 
common to practically all vehicle 
companies. 

Dodge installed and underwrote 
the first stock of trucks maintained 
at the center until the trucks were 
taken over by the truck center op- 
erator. 

Ford now has more than 280 
dealers designated to handle 
heavy-duty trucks but has fran- 
chised two trucks-only dealer- 
ships. Chevrolet is just starting a 
program of selecting markets in 
which the division will work with 
existing dealers. 

All programs have shown some, 
advantages and some weaknesses 
in supplying answers for the key 
problems in the merchandising of 
heavy-duty trucks—helping the 
truck user, cutting down the time 
needed to get new heavy-duty 
trucks to the user and providing 
top service for the units in opera- 
tion. ‘ 

Eg * 


Branches Are Out 
ECAUSE all three divisions 
which build both cars and 
heavy trucks are basically mer- 


chandisers through franchised deal- 
ers, eStablishing branches in those 
areas where there are no estab- 
lished dealers with the desire or 
the qualifications to step up to the 
requirements of heavy-duty-truck 
merchandising is out of the ques- 
tion. 

Therefore, all three continue to 
study and experiment on how to 
get adequate heavy-truck repre- 
sentation in all of the key markets 
within the framework of their op- 
erations. 

Complicating the development 
of the essential heavy-duty points 
currently is the wide expansion of 
the car offerings of each division. 
For a full-line dealer to handle 
the heavy-duty-truck line ade- 
quately, he must have the ability, 
finances and capacity to manage 
six or more major departments, 
each with its peculiar twist and 
sales demands. 

A full-line dealer today has com- 
pacts, standard cars, used cars, 
light trucks, heavy-duty trucks, 
used trucks, car and light-truck 
service and heavy-duty-truck serv- 
ice departments, each requiring dif- 
ferent thinking and mechandising 
approaches. 

* * 
F URTHER complicating this 
problem are the extra demands 
for parts inventory that have been 
brought on by the broadening of 
these dealers’ lines. This is particu- 
larly important when he decides 
(Continued on Page 34, Col. 1) 


Truekin’ 


by Jack Weed 





Detroit Show Pondered 


COMMITTEE from the Truck 

Body and Equipment Assn. has 
visited Cobo Hall in Detroit with 
an eye on bringing the annual con- 
vention and exhibition to the heart 
of the industry come December, 
1963. 

If the association decides to 
switch from the Sherman Hotel 
in Chicago, where the meeting 
has been held for the last few 
years, truck men here see an 
opportunity to put on a much- 
needed mammoth truck equip- 
ment show. 

It is believed that most, if not 
all, of the factories would get be- 
hind such a move not only for its 
great educational value but also 
for an opportunity to show off 
their lines in their working clothes. 


While several factories have aid- 
ed their regional truck men to- 
gether with a group of body and 
equipment distributors to put on 
truck equipment shows in several 
areas around the nation, it has been 
nearly 20 years, I believe, since 
Chevrolet and Ford held their last 
big equipment shows on the Pier 
in Chicago. 

o* eS ok 


Show Well Attended 


HESE shows, as I remember 
them, were well attended with 
zone and regional men organizing 
pilgrimages of dealers from their 
home bases into Chicago to see the 
exhibits and talk with factory of- 
ficials. 
The last show I remember of 
this type in Detroit was back in 
the late ’20s when Dodge brought 


in every one of its dealers and 
truck sales managers to attend one 
of the largest and most thorough 
body and equipment shows I ever 
saw. 

Some of the details of this 
show are still quite clear in my 
memory as I had to work all 
three days of the show, answer- 
ing a million questions and tak- 
ing names of dealers to send 
them literature and data on their 
hauling problems. 

Another thing that I remember 
very clearly was that the show was 
held in the only exhibition building 
the city had at that time and the 
factory brought the dealers to the 
show around 9 in the morning, 
locked the doors and would not let 
them out until about 5 o’clock at 
night. 

Lunch was served by a caterer, 
as I remember it, and there were 
several concession stands where 
the dealers could buy soft drinks 
and snacks. Maybe Dodge paid for 
these, too, I just don’t remember. 

* * ok 


Dodge Took Lead 


UT I do know that that show 
was instrumental in putting 
Dodge in. first place in the truck 
business for at least a couple of 
years. I have forgotten now if they 
took the crown from Reo or Repub- 
lic but I do know they took it. 
I also know that following that 


(Continued on Page 28, Col. 1) 
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show Dodge built up the largest 
and finest special equipment de- 
partment of any truck manufactur- 
er. And we had more truck makers 
in the Detroit area then than we 
have in the nation today. 

The show made the Dodge deal- 
er organization truck conscious 
and the dealers saw trucks equip- 
ped with more labor-saving de- 
vices than the majority ever 
knew existed. 

Those dealers and truck sales 
managers went back home full of 
enthusiasm and started to really 
sell trucks. 

T’ll bet there wasn’t a dealer who 
attended that show who didn’t 
carry home many ideas on how his 
customers and other haulers he had 
been trying to sell could make their 
transportation units more efficient 
and effective. 

* * * 
Equipment in Action 


ss body and piece of equip- 
ment shown in that show was 


on a Dodge truck and the majority 
of the equipment exhibits had 
units set up so they would work 
with the aid of electric motors. 

Not only was this show of great 
educational benefit to the Dodge 
dealers but also many Dodge engi- 
neers saw some of their units in 
working dress for the first time. 

I know the Detroit makers 
could not bring their dealers into 
Cobo Hall and lock the doors as 
Dodge did. If no one else did, the 
FTC would find some excuse to 
raise the roof off the industry, if 
any such move were tried. Boy, 
wouldn’t they have a Donny 
Brook on the basis of compulsion 
and undue duress? 

I believe thoroughly, however, 
that such a show would attract a 
great many dealers and their sales- 
men, especially if the various fac- 
tories organized pilgrimages from 
different regions. I am also certain 
that it would bring in a great many 
fleet acount men and fleet opera- 





tors as well as being of consider- 
able value to the various plants in 
this area in showing the guys who 
design and build the trucks how 
they can be converted to fit so 
many different types of hauls. 
From my conning tower view- 
point, I believe such a show is 
sorely needed right now to bring 
back some selling to this business. 
It has been the history of the in- 
dustry that good hard selling and 
profits go hand in hand while 
“giveaways” discourage Many a 
dealer from even trying to do a 
good job of representing the truck 
line that comes with his franchise. 
* * * 


Dealers Buy Units 


a as I recall that Dodge show, 
practically every truck was 
bought with the equipment on it 
by a dealer. I know that many of 
the body and equipment makers 
agreed to send a man out to help 
the dealer sell the unit their equip- 
ment was mounted on. 

I also think such a show would 
be a good thing for the TBEA as I 
am certain that such a show, put 
on as the truck manufacturers 
would want it, would bring more 
body and equipment distributors to 





Executive Honored— 


L. H. Larsen, vice-president, Superior 
Coach Corp., was honored for contribu- 
tions to the Truck Body & Equipment Assn. 
at its 14th annual convention in Chicago. 
He is the 1961 president of the TBEA. E. E. 
Miller, past president, makes a presenta- 
tion. 





the convention than any other pro- 
gram that could be devised. 

Here, I am going to stick my 
neck away out as I haven’t talk- 
ed to any factory brass about 
the idea. But I am firmly con- 
vinced that, if such a show was 
rigged up on the proper basis, 





6 


3 


Pi 


a 


“Now look here, Charlie, aii dump bodies and hoists are 





not alike! Why are more Heils sold than any other? Because they’re 





tougher, Charlie, stand up better and last longer. They’re money in your 


pocket .. . a chance to bid low and still come out. Think about it, Charlie, there’s gotta be 


reasons why Heil is most popular.” He’s right, and he could also tell you that Heil bodies 


and hoists are sold and serviced by the best distributors in the business. 


THE HEIL co. 


MILWAUKEE 





1, WISCONSIN 





DUMP BODIES 









and HOISTS 






every truck maker of any size, in 
and out of this area, would go for 
the idea. 

It’s one that perhaps the truck 
committee of AMA should handle. 
They have had experience in put- 
ting on the national automobile 
show and could handle this one 
equally well, I believe. 

All right, I’m out on the limb, 
Who’s sawing it next to the trunk? 

* * * 


Rumors Checked 


iz just finished going around 
the Big Three truck makers 
who also make cars plus GMC on 
the subject of availability and 
proper representation in the field 
for the heavy-duty truck line. 
Three of them are in it up to their 
eyebrows and Chevrolet is edging 
upward fast. 

I started out primarily because 
of rumors that have been gaining 
momentum and have been worry- 
ing some of my good dealer friends, 

I found first that there was 
absolutely no basis for the ru- 
mors and that my concern about 
getting more availability of what 
might be considered basic mod- 
els in the field was not shared by 
factory officials. 

I did find, however, a very genu- 
ine concern over making as certain 
as possible that the heavysduty 
dealer is very service-conscious and 
that he has the desire to make cer- 
tain that the user of the vehicle is 
kept happy servicewise. 

I also found that the word “in- 
tegrity” came into focus often dur- 
ing my exploratory talks. I found 
out quickly that neither factory 
brass nor successful dealers could 
visualize a “sharp shooting” type of 
dealer being successful selling 
heavy-duty trucks. 

* ok * 


Stretch Drive 


ane Rigging and Crane 

Service, Inc., Belleville, N. J., 
got the contract for transporting 
four giraffes from the seaboard to 
the zoo in Milwaukee and used 
what I consider considerable in- 
genuity in the haul. 

Giraffes, as everyone knows, 
have long necks, If these animals 
had been transported in open-top 
crates or open-top vans, they 
could have banged their heads 
off going under underpasses. 

So Hoffman closed the tops of 
the crates but made openings be- 
tween crates so that the “long 
neckers” could stretch their necks 
into each other’s crates. 

eS * 1 


Confusion Lives On 


T SEEMS I am still in trouble 

with the Rockwells of Timken 
Detroit Axle Co, origin. Last Sept. 
4, I had an item in my column 
about the trouble we at AUTOMOTIVE 
News used to have getting the 
right caption under the photo- 
graphs of the Rockwell brothers, 
Walter and Willard. 

Well, just the other day, I got 
a note from B. A. Stump of the 
advertising agency which handles 
Rockwell advertising today. He 
says, “I noted with considerable 
interest the difficulties you encoun- 
tered some years ago in properly 
identifying the Rockwell brothers, 
Willard and Walter. 

“There seems to be, even today, 
a similar difficulty in distinguish- 
ing between and properly identi- 
fying the two separate and dis- 
tinct corporate enterprises which 
make up the so-called ‘Rockwell’ 
not ‘Rockwell Standard Em- 
pire.’ ” 

He says, briefly, that Rockwell 
Standard is the outgrowth of the 
Timken Detroit Axle and Standard 
Steel Spring consolidation while the 
Rockwell Mfg. Co. is the outgrowth 
of the old Pittsburgh Equitable 
Meter Co. The only direct connec- 
tion between the two is that Walter 
and Willard Rockwell as well as 4 
young Rockwell are financially 1n- 
terested in both. 


50 GMC Pickups to Ride 


Erie-Lackawanna Rails 


PONTIAC, — Fifty four-wheel- 
drive GMC pickups especially 
equipped to ride on top of railroad 
tracks like section cars have been 
put into service by Erie-Lacka- 
wanna Railroad Co. 

The trucks are Model K 1500s. 
GMC furnished cabs and chassis; 
while other concerns enlarged the 
cabs to accommodate six persons 
and equipped the trucks with “Hi- 
Rail” devices. The Hi-Rail installa- 
tions enable the trucks to travel 
either on highways or tracks. 
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Training Accelerated ... 
awwEEEEE————e—— 
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Top Truck Mechanics 
In Acute Shortage 


(Continued from Page 27) 


shortage of 


ble. 

Gardner says there is a short- 
age of men with “self-reliance 
and pride in workmanship.” Many 
service managers and shop fore- 
men claim that much of this 
ability to do the job right comes 
from the confidence gained from 
good, sound training. 

Most truck manufacturers pro- 
vide for fleet mechanics in their 
truck-mechanic training programs 
and some have field service men 
who will go to the fleet garages 
when needed and train men. 

* oF * 
HEVROLET, for instance, not 
only will train fleet men in 

their area schools in both straight 
truck phases and Diesel engine, but 
also have experts who will go to 
the fleet shop to instruct on any 
phase of service work. The zone 
truck fleet managers will also con- 
duct classes in the fleet shop. 

These zone fleet managers can 
take care of any fleet request for 
mechanic training and can ar- 
range for the fleet shop superin- 
tendent to get the same service 
bulletins that are sent to the 
dealers. 

Fleet men, however, must con- 


Service Operation 
Consolidated by 
Daybrook, Ottawa 


BOWLING GREEN, O.— Crea- 
tion of a new, consolidated service 
department has been announced by 
C. A. Watson, general sales man- 
ager of the Equipment Division, 
Young Spring & Wire Corp. 

The new department will handle 
service functions for all Daybrook 
truck equipment and Ottawa con- 
struction equipment products man- 
ufactured by the division. 

Two parts order departments will 
comprise the combined function, 
one here and the second at Ottawa, 
Kans. Heading the operation will 
be William Appleman as _ service 
manager. 

To be headquartered at Bowling 
Green, Appleman comes to his new 
duties after 20 years with the com- 
pany. He will be assisted by Ed- 
ward Leutsch, who assumes duties 
as warranty claims adjuster. 

Duties of the new service depart- 
ment include responsibility for all 
warranty claims, field service, serv- 
ice literature, parts orders and 
service educational programs. A 
full staff of field service engineers, 
operating out of Bowling Green, 
will be available on a national basis 
for consultation on service prob- 
lems and to conduct product serv- 
ice training programs for distribu- 
tors and customers. 


Kenworth to Get 


New Omaha Home 


OMAHA.—Construction has start- 
ed on a truck sales and service 
building on a six-acre Omaha In- 
dustrial Foundation site bought by 
Pacific Car & Foundry Co. 

The 13,500-square-foot building is 
being erected for Kenworth Motor 
Truck Co., a wholly owned subsidi- 
ary. Kenworth, which was merged 
with Pacific in 1945, produces cus- 
tom-made heavy-duty trucks, Its 
Omaha branch serves Nebraska, 
Iowa, South Dakota and Eastern 
Kansas. 

Jack Pedegana, manager, said 
completion is planned for January. 
Faced in buff brick, it will have 
a drive-through service department. 
There will be large off-street park- 
ing and display area. 


Kite Rambler Buys Norris 


IDAHO FALLS, Id.—Kite Ram- 
bler Sales Co. here has purchased 
Norris Motor Co. to become the 
exclusive Rambler outlet. E. Milton 
Kite is the dealer. 


“screwdriver-and-pli- 
ers” boys. The shortage is of me- 
chanics who can properly diagnose 
and who have not only the ability 
put the desire to correct the trou- 





tact their local zone service man- 
ager, tell what they need and work 
out a schedule to fit into the regu- 
lar mechanic programs, 
Any Chevrolet dealer can set up 
the meeting for the fleet manager. 
* ok + 
oo has had a fleet-training 
program for years. In addition 
to its regular training force in each 
district, Ford has a special crew to 
train fleet mechanics. ‘All the fleet 
operator has to do is to contact the 
fleet or service manager in the 
nearest district. 
Dodge carries on continuous 


truck-mechanic training programs 
at each of its five training centers 


around the country. Each training 


center has mobile training units 
that can be scheduled into a fleet 
operation if the class is sufficiently 


Stock 


large and if it is impractical for 
the fleet men to attend the training 


centers, Any Dodge truck dealer or 
district service manager can set up 


contacts with the training centers. 


International Harvester has me- 


chanic-training centers in Dallas, 
Atlanta, Harrisburg and Chicago. 
These centers offer a variety of free 
courses in gasoline and Diesel serv- 


ice training. Arrangements for 


training can be started through 
any Harvester truck dealer or the 
nearest branch. 

White not only carries on me- 
chanic training in its branches 
and distributors but has had con- 
Siderable success with a corres- 
pondence course on Diesel engine 
maintenance and repair. 

The experience of a service man- 
ager for an Indianapolis Chrysler 
dealer, Charles Eilert, may be of 
some help to those with a mechanic 
training problem. He has taken 
three vocational high school grad- 
uates into his shop. He teaches 
them one thing at a time and 
makes them take their time and do 
each job right. 

The boys earn about $65 for a 
four-day week. The other 1% days 
they spend with a top mechanic ob- 
serving and helping when they can. 
They are not paid for this. 


* 
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Kenworth Trucks Added to Fleet— 


Sixteen additional Kenworth trucks are now in service for Wilsey, Bennett Co., 
Oklahoma City, carrying bulk butter from the Midwest to the West Coast, and making 
the return trip loaded with flowers, fruits, vegetables and ferns. The three-axle, dual- 
drive trucks feature Kenworth's all-aluminum 86-inch, cab-over-engine sleeper cab, 
an aluminum frame and other lightweight components. Each tractor is powered with 
a Cummins NH-250 engine and equipped with the Fuller R-96 10-speed Road Ranger 
transmission and a Timken SQHD rear axle on a Page and Page suspension. Wilsey, 
Bennett is served by Texas Kenworth Co., Kenworth distributor with headquarters in 
Dallas. 





pointed distributor for Daybrook 
Truck Equipment. 

The firm will sell and service the 
complete line of Daybrook truck 
hoists and bodies for the Oregon 
area, 


Daybrook Names Gillespie 


Its Distributor in Oregon 


BOWLING GREEN, O.—Gillespie 
Equipment, Inc., 1947 Overton St., 
N. W., Portland, Ore., has been ap- 


THEY'LL SELL BIG IN '62! — what 
with millions spent on national publicity, 
and built-in seat belt anchor plates for 
62 cars. You can bet your seat belt sales 
and profits will boom, so now’s the time 
to stock up! Pictured here is one of 
Hickok's beautiful new “Traveler” seat 
belts. This line is priced to retail from $10.95 
to $50.00, and the belts pass Federal, State 
and SAE specifications. Available in 11 differ- 
ent colors to match car interiors. The webbing 
is of super-strong Du Pont nylon—so you get 
the extra sales power of the Du Pont name, a 
recognized symbol of quality. Make sure you're 
ready for the big rush by ordering now! Write to 
American Safety Equipment Cor- 
poration, 261 Madison Avenue, Gt) POND 
New York 16, N. Y. for more 
details on “Hickok” seat belts. _ perter things tor Better living 
- +» through Chemistry 


*Use of registered trademark permitted 








FORD FAMILY OF FINE CARS CLEARINGHOUSE e NO. 260 OF A SERIES 


WHERE FORD MOTOR COMPA\ 





OTHER CAR 
MAKERS MAY BE 
CATCHING ON... 
BUT THEY WON'T 

CATCH UP! 








Just Look at These Ford Firsts... First! Styling Trends First! Personalized Transportation 
The widely imitated Thunderbird roof line is only one Ford pioneered the idea of special kinds of pro pinot 
example of how competitive makes of automobiles duction cars for special kinds of people. From the festab 
now offer styling features first introduced on Ford classic Lincoln Continental to the economical Falcon, how 
Motor Company cars. This is proof of how our the long line of Ford-built cars is designed to answer fincre 


styling leadership sets new industry styling trends. the varied demands of the American motoring public. stand 


First of the new series of Leonard Bernstein New York Philharmonic Tele- 
vision Programs—Thursday, December 14. CBS-TV 7:30-8:30 p.m. EST 











MY LEADS...OTHERS FOLLOW! 


ot 






| First! Service-Saving Features 


ro fAnother Ford innovation, service-saving features 
he Iestablished a trend which other car makers are just 
m, fow beginning to follow! Moreover, Ford has 
et fincreased its lead with still more of these features as 


ic. slandard equipment on many of its 1962 cars. 





MOTOR COMPANY 
THE AMERICAN ROAD, DEARBORN, MICHIGAN 





First! Body Protection 


Ford quality-built bodies were first to use galvanized 
steel rocker panels to resist rust and corrosion. 
This feature was introduced by Ford Motor Company 
in 1960—up to two years ahead of competitive cars. 
Where Ford Motor Company leads . . . others follow! 


Dealers who are “first with the 
finest’”’ have more to offer their 
customers—another reason 
why it’s great to be a dealer in 
the Ford Family of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; INDUSTRY; AND THE AGE OF SPACE 


Ford: Falcon, Fairlane, Galaxie; Thunderbird +« Mercury: Comet, Meteor, Monterey; Lincoln Continental « 
English Ford Lines Ford Truckse Industrial Engines* Farm and Industrial Tractors and Equipmente 
Special Military Vehicles *« Autolite Spark Plugs, Batteries and Ignition Parts « Aeronutronic 
for the Space Ages The American Road Insurance Companys Ford Motor Credit Company 


Products 









Across the Nation... 





MOBILE, Ala.— True coordina- 
tion between the various modes of 
transport is needed to achieve “the 
greatest advance in the history of 
our transportation system,” accord- 
ing to Jack Cole, Birmingham, 
Ala., past president of the Ameri- 
can Trucking Assns. 

He said that “this coordination 
can be attained, and quickly, by an 
end to selfish or short-sighted strife 
between modes and, most of all, by 
goodwill and cooperation between 
carriers within each mode and be- 
tween the various modes them- 
selves.” Cole addressed the Mo- 
bile Chapter of the National De- 
fense Transportation Assn. He is a 
national vice-president of that or- 
ganization. 

* ok * 


Freightliner Truck 


To Be Built in Canada 
VANCOUVER, B. C. — White 
Motor Co. of Canada and Freight- 
liner of Canada, Ltd., are produc- 
ing a new heavy-duty truck here. 
The new truck will be known as 
the White Freightliner. It will be, 
principally, an assembly job, 
though the cabs and bodies will be 
built of aluminum in the Vancouver 
plant. Engines will be supplied by 
the Scottish branch of an Ameri- 
can diesel engine company. Trans- 
missions and axles will be sup- 
plied from the Freightliner plant 
in Portland, Ore. 
* * eo 
Private Carriers Publish 


Digest of Truck Laws 

WASHINGTON.—A compendium 
of Federal laws and regulations 
governing private carriers has 
been published by the Private Car- 
rier Conference of American 
Trucking Assns. 

The compendium is available to 
members of the conference for $25. 
Nonmembers may obtain it for $50. 
Annual supplements will cost mem- 
bers or nonmembers $10. The pub- 
lication may be ordered from the 
Private Carrier Conference, 1616 P 
St., N. W., Washington 6, D. C. 

* * * 


Highway Trailer Forms Unit 


To Finance Its Sales 

NEW YORK.—The formation of 
Highway Trailer Finance Co., 
Edgerton, Wis., has been announc- 
ed by Hayward Wills, vice-presi- 
dent, General Acceptance Corp., 
and Charles N. Maybruck, execu- 
tive vice-president—finance, High- 
way Trailer Industries, Inc. 

The company will engage prin- 
cipally in the financing of installa- 
ment-note receivables generated 
from the sales of Highway Trailer 
Industries’ truck-trailers and re- 
lated equipment. Sir 

cd 


Truck Fuel-Pump Lock 


Wins Prize in Britain 
LONDON, England. — A device 
designed to frustrate truck thieves 
was declared the winner of a na- 
tional competition organized by 
the British Road Haulage Assn. It 
is an electromagnetic lock made 


IDEAL CHRISTMAS GIFT 


for Executives, Department 
Heads, Salesmen 


“THE AUTOMOBILE DEALER” 


By Martin H. Bury 
Acclaimed the 
most valuable 
guide book in the 
industry. It con- 
tains methods, 
procedures and 


profit formulas 


for every depart- 

ment of the deal- 

er's business. Con- 
tains answers to most dealer 
problems. 

Revised Third Edition has been 
updated and enlarged to cover 
current conditions. 320 pages, 
$6.30 postpaid; discount of 25% 
in lots of ten or more. 


Order Now From 


PHILPENN PUBLISHING CO. 


1750 NORTH BROAD ST. 
PHILADELPHIA 21, PA. 








Truck News in Brief 
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by Patfield Electric Service, Lon- 
don. 

The lock, mounted on the fuel 
pump of gasoline or diesel-driven 


vehicles, is operated by a master 
switch somewhere in the body of 
the truck, This consists of a tooth- 
ed sliding rack and a tongue which 
drops into the teeth, locking the 
rack and cutting off the fuel sup- 
ply. 
* ok * 


Snow-Plow Attachment 
Offered for TH Scout 


CHICAGO.—A straight blade 
snow plow attachment for the In- 
ternational Scout is among the 
special equipment items offered by 
International Harvester Co, for the 
utility vehicle. 

The straight blade, with a 6%- 
foot overall length, clears a 65-to- 
70-inch path. It is offered with a 
choice of two hydraulic lift mech- 
anisms, one is electrically operated 
by the vehicle's battery; the other 


is operated by a fan-belt driven 
pump. 
* * cd 


White Opens Branch 


In Watertown, Mass. 


WATERTOWN, Mass. — White 
Motor Co. has opened a factory 
sales and service branch at 86 Cool- 
idge Ave. The service area igs de- 
signed to handle 46 heavy duty 
trucks at one time. 

C. M. Fluke is manager of the 
Watertown branch, which replaces 
the White’s previous headquarters 
at 930 Commonwealth Ave., Bos- 
ton. The new location also houses 
the company’s North Atlantic re- 
gional offices. 

cd * * 


AC Names Sales Engineers 


For Mobile Radiotelephone 


MILWAUKEE.—To expand its 
sales and service capabilities for its 
AChieverfone mobile ,radiotele- 
phone, AC Spark Plug has assigned 
three sales engineers in the field. 

They are Gerald B. Olson, who 
will represent AC in North and 
South Dakota, Iowa, Nebraska and 
Minnesota; Dennis G. Brockway, 
assigned to the Eastern Seaboard 
between Virginia and New Eng- 








“I'd like to try out this one. . 
It has a lower center of gravity.” 





resenting the Western section of 
the United States. 
k * * 


Luxury Truck Motels Cater 


To Cross-Country Drivers 


DETROIT.—A nationwide net- 
work of truck motels is catering to 


land, and Martin M. Madson, rep-| America’s 7.5 million cross-country 


truck drivers in competition for the 
billions of dollars spent each year 
by the drivers and their companies, 
A November Reader’s Digest ar- 
ticle, Plush Stops for Big Trucks, 
notes that some of the motels are 
on the luxurious side with barber 
shops, laundry facilities and even 
miniature golf courses. An Amerj- 
can Oil Co. stop has arranged to 
have the sound piped in from g 
drive-in theater across the road go 
truckers can watch the movie free 
from the motel lawn. 
* * * 


Cummins Says New Diesels 


Permit Greater Payload 


COLUMBUS, Ind.—Cummins En- 
gine Co., Inc., has begun production 
of naturally aspirated 200-horse- 
power V-6 and 265-horsepower V-8 
diesels which are equal in size to 
and only slightly heavier than 
gasoline engines. 

Both the V-6 and the V-8 are 
rated at 2,600 revolutions per min- 
ute, but Cummins claims that pis- 
ton speeds are lower than those of 
any other four-cycle diesel. The 
company said the high RPM means 
that lighter transmissions can be 
used with the V-6 and that this, 
coupled with reduced engine vol- 
ume and weight, means increased 
payload potential. 





COIN.OPERATER WASH ‘N DRY 





Now you can combine both laundry and dry cleaning in one 
modern, fully equipped coin-operated business — a Philco- 
Bendix Sunshine Center. It is designed to meet the proven 
demand of American families for a fast, economical fabric- 
care center. Customers simply come into the Sunshine 
Center, wash and/or dry-clean their clothes in metered 
machines. You empty the coin boxes and supervise effi- 
cient operation. No credit problems — this is a cash busi- 
ness. This franchise program offers laundry and dry-cleaning 


Attention Car Dealers: 
a ee THE 







re 


~BENDIX°’ 


ites 


FABULOUS, 
SELF-SERVICE 
THAT 
TRAPEIG, 
PROFITS f 


operators the profit opportunity of a lifetime! 


A Philco-Bendix Sunshine Center franchise entitles you to: 


expert counseling in site selection; efficient service from 
the most experienced distributor organization in the industry; 
advertising and promotion support from a national advertiser; 
complete training program. In addition, a staff of America’s 
leading architects and decorators will help you plan and 
construct your Sunshine Center. 

Only a nominal investment required to convert to or start 
a Sunshine Center. The rest can be financed over a long 
period of time through Philco Finance Corporation, the 


organization that financed thousands of the nation’s most 


successful coin laundries. 
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Only Philco-Bendix offers you a complete line of commercial. laundry nd 


New 50-lb. Dryer! Only Commercial 
Dryer that has a UL approval with a 
zero rating. 
because it dries more loads in less 





DC 9150 
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It makes more money 





New Extra-Capacity 
Washer! The all-new 
Extra Capacity Washer is the extra- 
rugged successor to the famous WDC. 






WC 9110-M WC 9116-M 
IO 
Commercial New Double-Load Commercial Washer! 
Philco-Bendix The Double-Load Commercial Washer 


ciency and economy. 


is engineered to give greatest effi- 
It is a heavy- 


WC 8910 





New Top-Loading Washer. Amazing 
new Philco-Bendix blade-free agitator 
washes clothes up to 35% cleaner 
than ordinary top-loading washers. 


time. It features: a giant 38-inch cyl- 
inder; a self-cleaning lint screen; in- 
terior lights; 100% fabric safety; a 
high-density baked enamel finish; 
a miracle-fabric temperature selector; 
optional electric ignition. 


With this machine you get: the safest, 
cleanest washing action; new cycle 
signal lights; wash and rinse water- 
temperature selector; sealed soap 
door and overflow hose; built-in me- 
chanical coin meter. 


duty washer that brings in double-load 
profits. Advantages include: a built- 
in mechanical coin meter and maxi- 
mum-security coin vault; new cycle 
signal lights; a wash and rinse water- 
temperature selector. 


Exclusive Ball-Point-Balance automat- 
ically adjusts to any load . . . ends 
cut-offs from overloading. Other fea- 
tures include: colored, cycle signai 


lights; wash and rinse water-tempera- 


ture selector; built-in coin meter. 
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Designed for Dodge Dart Truck— 


Coons Custom Coach Mfg., Pomona, Calif., makes this “Dreamer Coach” for the 
Dodge Dart D-100 truck. This model is the Waterfall. It sleeps four, has a dining 
area (converts to second bed), a 75-pound ice box, a sink and water pump, a 15-gallon 
water tank, a three-burner butane stove, both 12 and 110-volt electric lights, storage 
space, a top vent and five crank-out windows. The insulated coach is eight feet long 
and weighs 750 pounds. A 10-foot model weighs 880 pounds. 


Firestone to Use Diene 


In Its Winter Tires 


AKRON.—Firestone Tire & Rub- 
ber Co. is using a new synthetic 
rubber in its Town & Country win- 
ter tires which it says promises to 
increase tread wear at least 30 per- 
cent. 

_The rubber is “Diene,” a synthe- 


tic which closely resembles natural 
rubber, but is superior to natural 
in some respects. Firestone has 
been producing Diene in a new 
plant at Orange, Tex., since last 
spring. It has greater resilience and 
a lower freezing point than natural 
rubber and is more resistant to 
heat and abrasion, Firestone says. 





For Truck, Railroads .. . 





Transport Troubles Seen 


DETROIT.—The regulated trans- 
portation system of the United 
States is in real trouble, according 
to a trucking executive. 

Railroad earnings declined 23.3 
percent in 1960, compared with 
earnings in 1958. Regulated motor 
carrier earnings declined 27 per- 
cent in the same period. 

‘It is obvious that something 
must be done about this problem,” 
said Donald P. Kipp, president of 
Kramer Bros. Freight Lines, Inc., 
Detroit, in a discussion of competi- 
tive aspects of the carriers—truck, 
rail, air and steamship—before an 
audience of businessmen at the 
Downtown Detroit Optimist Club. 

The company Kipp heads is one 
of the country’s largest motor com- 
mon carriers, the scope of its oper- 
ations covering the eastern one- 
third of the United States. 

In his talk, Kipp pointed out that 
he did not want to enter any con- 
troversy, now or in the future, over 
“trucks versus rails.” 

“In my opinion,” said Kipp, 


“the economic, social and politi- 
cal implications of the struggle 
between the rails and the truck- 
ers are, as they affect the public 
interest, far more important than 
a determination as to which mode 
of transportation shall obtain an 
economic or competitive advan- 
tage.” 

Kipp sounded a warning to all 
carriers and to the public whose 
interests must be served. He said: 
“Now our transportation system 
finds itself in trouble, and some 
people are making noises about 
changing the basic ground rules or 
principles on which the system was 
built.” 

Kipp cited figures on declining 
earnings of both trucks and rails 
since 1958. “Carriers in the eastern 
section of the country are in espe- 
cially bad trouble,” Kipp said. 

“It is obvious,” Kipp added, “that 
something must be done about this 
problem or there can be but one 
answer—nationalization. We can’t 
afford that, from the standpoint of 





FIT 
ALL 
LOCATIONS! 





CC 9182 


The New Compact PHILCO-BENDIX 
DELUXE Coin-Operated Dry Clean- 
ing Machine is an economical dou- 
ble-unit model! Capacity: 8 Ibs., 
dry. Cycle: 45 minutes. Overflow 
Pan: Built-in. Door Lock: Fail-Safe. 
Coin Meter: Adjustable. 





2-CC-9208 


The New Compact PHILCO-BENDIX 
CUSTOM Coin-Operated Dry Clean- 
ing Machine has these exclusive 
features: completely reclaims sol- 
vents automatically: automatic 
dispensing of filtering aids; single- 
unit construction; 39-minute cycle. 





COMMERCIAL LAUNDRY 
AND 
DRY CLEANING SALES 


NOW! 


Mall this 
coupon today! 


Philco-Bendix Commercial Laundry and Dry Cleaning 
Equipment is brought to you by the Philco Corporation. 


PHILCO CORPORATION 


name of my local distributor. 
Name. 


Address 


City. Zone 








Commercial Laundry Sales, Dept. AN-12-4 
Tioga and C Streets, Philadelphia 34, Pa. 


Please send me complete information right away on a 
Philco-Bendix Sunshine Center franchise .. . 


also the 


State, 
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mere political ideology, let alone 
economics, What terrific capital the 
communists could make of such a 
catastrophe.” 


With the country’s entire 
transportation system in serious 
trouble, Kipp said he believed 
that, to salvage it, there was no 
immediate need for changes in 
the basic ground rules by weak- 
ening them. 

“I believe,” said Kipp, “that the 
answer lies in forcing traffic back 
to the regulated carriers. We can- 
not have a regulated system when 
less than one-third of the available 
traffic moves over it. 


“We must eliminate or drastically 
revise exemptions as they appear 
in the present law.” 

The so-called “gypsy” trucker is 
@ menace, according to Kipp. 

Thousands of these unregulated 
trucks are plying the highways 
today, according to Kipp, and the 
cargo they haul constitutes ap- 
proximately a third of all freight 
now being moved in interstate 
and intrastate commerce. 

A few states have cracked down 
on the gypsies, he said, but in most 
States these operators have defied 
all attempts to bring them under 
the regulatory systems of the states 
and the ICC. 

“The ‘gypsies,’” said Kipp, “are 
the greatest threat to both trucks 
and rails. They’re real competitors.” 

“There are actually no definite 
or reliable figures available, but 
from the best sources available 
to me, it is my belief that there 
may be as much as $5 billion of 
available freight revenue being 
illegally transported in this coun- 
try every year, If I am anywhere 
near right, the transportation 
racket being foisted on the Amer- 
ican public makes the prohibition 
racket look like a game of penny 
ante. 

“Wouldn’t elimination of this il- 
legal traffic and its return to the 
regulated transportation media be 
the transfusion required to restore 
economic health to our transporta- 
tion system?” 








Colmonoy Claims Metallizing 


Cuts Cost of Diesel Upkeep 


DETROIT.—Rebuilt diese] truck 
hubs, whose bearing surface ID is 
spray-metallized with Colmonoy 
C-290 crankshaft powder, are last- 
ing three to five times longer than 
original cast steel parts in a North- 
ern California logging operation, 
according to Wall Colmonoy Corp. 

Hubs are rebuilt when worn from 
0.010 to 0.040 of an inch on the ID 
of the surface that supports the 
bearing race. They are first steam- 
cleaned to remove all grease, grit 
and other foreign matter. The hub 
is mounted in a lathe and the ID 
is machined oversize as required to 
remove all scoring and other signs 
of service abuse. Machining over- 
size up to 0.080 of an inch per side 
is permissible; sprayed overlays up 
to this thickness have proved most 
satisfactory, Wall Colmonoy said. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 








TOP-SELLING ACCESSORY FOR 


ALL-WEATHER 
PROTECT 
STATION \\ 
WAGON 


the original JET STREAM* 


Air Deflectors 


List $9.95 
* Keeps exhaust fumes out! | “pe, "Set 


* Keeps rear window clean! | your cost only 


e New all stainless steel! 
$ 597 


6 Installs in minutes! 
e Fits all station wagons! Model #707 
Aliso Shock Springs and Helper Springs 
SUPERIOR INDUSTRIES 
7260 Atoll Ave. ¢ No. Hollywood, Calif. 
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Within Franchise Framework .. . 





Plotting Sales of Heavy Trucks 


(Continued from Page 27) 


to go into the heavy-duty-truck 
field. 
Not only does he have to pro- 
vide an adequate stock of all 
heavy-duty parts to provide the 
instant service which the users 
of these vehicles demand but he 
also must provide facilities for 
heavy-duty service, manned with 
experienced truck mechanics. In 
addition, he must be capable of 
doing even major conversions to 
meet the demands for particular 
units from his truck customers. 
While the heavy-duty lines of all 
truck makers incorporate many 
more models that the medium or 
light-truck lines, even this broad 
model line cannot anticipate the 
operating needs of a large portion 
of the users. The dealer must be 
able to convert the closest model 
to meet each customer's needs. 
This may entail lengthening or 
shortening the frame, addition or 
substitution of axles or transmis- 
sions, the changeover of ignition 
systems and many other conver- 
sion jobs that rarely, if ever, be- 
come a problem of the light and 


medium-truck merchandiser. 
* * * 


of transportation, the user is not 
inclined to think highly of the 
dealer who cannot repair such a 
truck and get it back earning its 
keep in a minimum of time, 

* * * 


Au successful] heavy-duty deal- 
ers fully realize this and go all 
out to provide the facilities, the 
parts availability and the mechani- 
cal service to meet these needs of 
their customers. 

The ability to adequately meet 
these demands of the users igs fully 
appreciated by the heavy-duty- 
truck department of every factory. 
It is to make as certain as possible 
that these facilities will be avail- 
able in each major heavy-duty 
market that the factories have 
gone to the truck center program 
and other special heavy-duty pro- 
grams. 

International Harvester, White 
and GMC use both the dealer and 





the branch method of meeting 
these demands. 

In addition to having the capital, 
the facilities and the managerial 
ability to adequately oversee the 
operation of many varied depart- 
ments, a real heavy-duty-truck 
dealer must first of all like the 





Different Attitude 


a to these requirements for 
the successful heavy-duty deal- 
er is the different attitude that the 
dealer must have in regard to the 
successful and profitable handling 
of used vehicles. Here, the “rule of 
thumb” of quick turnover for maxi- 
mum profit does not apply. 

When a dealer takes in an expen- 
sive used piece, he should know 
fairly well which users in his area 
can use the piece and about when 
he can feel certain he can turn the 
unit at a profit. Sometimes, he must 
wait for a considerable length of 
time before the right buyer comes 
along. 

All of these requirements put 
continuing demands for increased 
capital on the dealer as he be- 
comes more and more successful 
in his heavy-duty operation. 

The demands for adequate serv- 
ice and parts availability in the 
heavy-duty-truck field cannot be 
minimized. When it costs operators 
as high as $25 or more an hour 
to operate some of these Goliaths 


truck business and be intensely in- 
terested in it. 

* * * 
Supply Is Short 

HIS kind of dealer does not 

grow on every cranberry bush. 
In many heavy-duty-sales areas, 
there may not be a single dealer 
who can measure up to all the re- 
quirements. 

Despite the most careful plan- 
ning and selection, dealers who 
have taken over a heavy-duty line 
may not measure up to the de- 
mands after a reasonable length 
of time or may feel that they have 
bitten off more than they are will- 
ing to chew. Thus, some give up 
the heavy-duty franchise. 

This problem of adequate 
heavy-d u t y-truck representation 
is under constant study at all 
major factories and will continue 
to be for some time, especially 
among those companies which 
work within the framework of 
franchised-dealer representation. 

Many new approaches to this 
problem will be tried. No official 








Survey Turns Up 13 Talking Points ... 


Selling Ring Jobs 


MUNCIE, Ind.—A survey of shop 
owners or managers revealed 13 
effective selling points in promot- 
ing engine-overhaul work, accord- 
ing to the Piston Ring Manufactur- 
ers Group, which made the study. 

Selling points in order of their 
importance follow: 

Greater oil economy, cheaper 
than buying new or used car, 
compression test, excessive blue 
smoke from tailpipe, breather 
blowby, more power, safety to 
driver and passengers, engine 
noisy, better mileage, hard start- 
ing when engine is hot. 

Also, immediate overhaul to pre- 
vent further wear and costly re- 
pairs, a convenient time-payment 


How Pacific Car 


Built Its Business 


SEATTLE.—Robert O’Brien, who 
became president of Pacific Car & 
Foundry Co. of Renton this year, 
recently outlined his company’s 
growth before the Seattle Society 
of Investment Men, 

Latest acquisition this year was 
Westfall Equipment Co., Portland, 
an off-highway-truck plant. Earlier 
purchases included Dart Truck and 
Peterbilt Truck in 1958; Kenworth 
Motor Car Co., in 1954; Hofius Steel 
Co. and Heiser Body, in 1936. 

Pacific Car produces highway 
and off-highway trucks, railroad 
cars, winches and other equipment 
for tractors, lighting standards, 
forgings, military equipment and 
structural steel. 








plan, and general condition of the 
car is good enough to warrant an 
engine overhaul. 

A previous survey disclosed that 
every piston-ring replacement job 
brought in profits additional to 
those on the rings, the group said. 

Figures taken from almost 2,000 
job tickets, it continued, showed 
that for every dollar spent on rings, 
three more are spent for other en- 
gine parts and three for labor, 
making it $6 extra for every piston- 
ring dollar. 

A spokesman for the group 
said this is an indication that 
Shops of all types could increase 
their profit materially by training 
employes to sell new-ring jobs, 
stressing time-payment plans and 
putting more emphasis on this 
type of job in advertising. 

As to the source of engine over- 
haul and ring-replacement work, 
the survey showed that 63.7 percent 
of it was repeat business from for- 
mer customers and that 4.7 percent 
was through the recommendations 
of former customers. 

Of mechanics who said they like 
to do new-ring jobs, 64 percent 
gave better wages as the reason, 
32 percent reported pride of ac- 
complishment and interest in en- 
gine performance, and 4 percent re- 
ported both pride of accomplish- 
ment and better wages. 

Fifty-eight percent of the me- 
chanics who said they didn’t like 
new-ring work reported that they 
made less money on this job, 22 
percent said the work was too hard 
and dirty, and 12 percent said the 
work was too time-consuming and 
there was too much chance of cus- 
tomer comebacks. 

















or company will or can say what 
will be the final decision or deci- 
sions. 
* * * 
soe instance, Ford approached 
its dealers in two cities to ask 
for the privilege of putting in an 
exclusive heavy-duty-truck dealer 
and received the approval of all 
other dealers in these cities before 
the move was made. These two op- 
erations will be watched carefully 
to see if they work in a way satis- 
factory to all concerned. 
All truck men know that, to be 
successful in the heavy-duty end 
of the business, the dealer must 








meer 





BOTH LAMPS VISIBLE IN EXCESS DF 1000 FT 














first like the business and its varied 


problems, He must be adequately 
financed and be able to increase 


his capital investment as his busi- 
ness grows. This demand for addi- 
tional capital may grow faster in 
the area of service and parts in- 
ventory than in the sale of vehicles. 
On the other hand, it is esti- 
mated that one heavy-duty-truck 
service job is equivalent in profits 
to 10 or more car or light-truck 
service jobs. The best advertise- 
ment for the heavy-duty-truck 
dealer’s business is to be able to 
have the required parts and get 
the customer’s vehicle back on 
the road in the minimum time, 

Heavy-duty-truck service is prof- 
itable and, as such, demands more 
than casual supervision. 

Above all, in cities with more 
than one dealer for each line, which 
include the cities where the bulk 
of heavy-duty trucks are sold, the 
dealer taking on the heavy-duty 
line must be a man of high integ- 
rity. He must be able to live with 
the other dealers in his area even 
though, at times, he may be haras- 
sed by a “sharp shooter.” 

* * * 


Not a Major Problem 


F, HOWEVER, he does a sound 
job of selling and servicing his 

heavy-duty customers, he will soon 
find that such price harassment 
will not be a major problem. Truck 
users are still prone to deal with 
the supplier who gives them the 
service and engineering aid they 
need to operate efficiently and at 
the lowest possible cost. 

Down time, to this type of user, 
is of major importance. They stick 
with the dealer or outlet which does 
a satisfactory job of keeping their 
equipment on the road and work- 
ing. 

Thus, the heavy - duty - truck 
dealer has the opportunity, per- 
haps more than any other auto- 
motive dealer, to wed his users 
to his business as customers who 
depend upon the dealer to take 
eare of most all of their trans- 
portation needs. 

Most heavy-duty-truck dealers 
are successful and operate a prof- 
itable business because they do just 
that. 





Warning System Installed— 


Dr. Orville G. Parrish explains new 
warning system on a test school bus to 
Holmes McCormick, assistant superintend- 
ent of Central Hunterdon High School, 
Flemington, N. J. The inside amber lights 
begin flashing about 300 feet before a 
stop. The outside red lights flash, halting 
traffic, when the bus stops to unload. 
Parrish, who is state coordinator of pupil 
transportation for the New Jersey Depart- 
ment of Education, developed the system. 












New Lamp Improves Visibility— 


A blind spot was discovered in the sealed-beam warning lights on school buses, 
Although the high-intensity beam was visible as far as 1,000 feet behind the bus, 
it could not be seen at angles. In the example, the driver of car ‘“‘B" could not see 
the old lamp, although the new lamp would be visible. ~ 


New Flasher System Cuts 
School Bus Safety Hazards 


AKLYN, N. J. — There is no 

question that drivers should be 
alert when school buses stop to load 
or unload. 

The question is, how best to alert 
them ? 

There was a time when the bus 
driver got out with a large red flag 
(after the bus stopped) to halt traf- 
fic so the children could safely 
cross the road. But there was dan- 
ger in having the driver leave the 
bus unattended. 

Next came mechanical arms 
that folded out of the side of the 
bus to signal a stop. But as traf- 
fic increased and speeds climbed, 
the mechanical arms lost their 
value. 

Blinking lights were a more sat- 
isfactory solution and today there 
are many versions and combina- 
tions of such lights. 

Dr. Orville Parrish, state coordi- 
nator of pupil transportation for 
the New Jersey Department of Ed- 
ucation, has long been concerned 
with the problem of schoo] bus 
safety. He investigates every major 
accident in New Jersey which in- 
volves a school bus and has pio- 
neered research in the cause of 
such accidents. 

* * * 
RIVER after driver claimed not 
to have seen the warning lights 
flashing or that he did not have 
ample warning that the bus was 
stopping. 

So Parrish, working with engi- 
neers from General Electric, Tung- 
sol and Arrow Safety Device Co., 
producers of school bus lighting 
equipment, began looking for a 
way to give drivers ample warning. 

New Jersey requires two red 
flashing lights on the front and 
back of the school bus. They are 
activated by a switch on the en- 
trance door. 

New Jersey law requires that all 
traffic stop while the lights are 
flashing. After the driver has closed 
the door, the warning lights go off 
and traffic resumes. 

* * * 
paras saw two things wrong 
with this system: There was not 
sufficient warning that the school 
bus was making a stop, and there 
were blind spots in the sealed-beam 
units. At certain angles, drivers 
could not see that the lights were 
on. 
A new Tungsol lamp was de- 
veloped which has a different ar- 
rangement of filaments and a new 
prismatic arrangement of the lens 
which has greatly improved visibil- 
ity. The new lamp eliminates the 
blind spots which drivers com- 
plained about. 

In 1960, under Parrish’s super- 
vision six buses were equipped 
with eight warning lamps, four 
on the front and four on the 
rear. On each end of the bus, two 
of the lamps were red and two 
were amber. 

The four amber lamps were ac- 
tivated by the driver approximately 
300 feet before each stop. When 
the school bus stops and the driver 
opens the door, the four amber 


lights go off and the four red lamps 
go on. 

During months of testing, none 
of the buses was involved in any 


accidents. 
* * * 


.— remaining problem was to 
develop a means a flashing the 
lights and removing the human ele- 
ment of operating the system. 

Arrow engineers devised a sys- 
tem in which the driver, approach- 
ing a school bus stop, depressed a 
switch with his left foot. 

When this switch is depressed, 
the amber lights automatically 
begin to flash. When the bus stops 
the driver opens the door and a 
special switch cycles the system so 
that the amber lights cease to flash 
and the red lights go on. When the 
door is closed the system recycles 
and is ready for the next stop. 

The heart of the system is a 

motor flasher which provides an 
unusually high degree of depend- 
ability. In tests, the flasher was 
cycled over 4 million times (the 
lifetime of many school buses) 
without failure. 

After 11 months of testing at two 
high schools, the new system has 
been approved by the New Jersey 
Board of Education. 


Mack President 
Sees Clouds Over 
Sales Outlook 


PLAINFIELD, N. J.—There are 
a number of clouds over the sales 
outlook for Mack Trucks, Inc., ac- 
cording to Nicholas Dykstra, presi- 
dent. 

He said “new orders have been 
very spasmodic, dropping off sharp- 
ly in the late summer, and then 
materially increasing during the 
past month. Price competition re- 
mains severe and there is a strong 
tendency for many prospective cus- 
tomers to defer actual purchases 
and deliveries until the expected 
new depreciation policy is deter- 
mined by Congress in 1962.” 

The company reported a profit of 
$1,045,608 on sales of $59,138,276 in 
the third quarter, compared with 
earnings of $2,227,281 on sales of 
$62,433,864 in the like period of last 
year. 

Mack had a profit of $4,445,731 on 
sales of $175,423,010 in the first nine 
months of this year, compared with 
earnings of $8,893,035 on sales of 
$203,404,506 in the like period of 
last year. 


Alabama Is 12th State 


To Drop Mileage Tax 


WASHINGTON, — Alabama is 
the 12th state to repeal a mile- 
age tax on trucking companies, 
according to the National High- 
way User Conference. 

Alabama’s new schedule of 
registration fees is based on gross 
weight. The conference said the 
mileage tax of one-fourth cent 
per axle mile was generally col- 
lected only on intrastate carriers. 


— 
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The Man Behind the Wheel. . . 





Sales Testing the Alfa Romeo 


Epvrror’s Note: This is another 
in a series of articles exploring 
the sales features of the import- 


ed cars. 
o a os 


By Ed Brown 

Staff Correspondent 
HE Alfa Romeo 2000 Spider is 
a salesman’s dream come true. 

Here is a personal vehicle with 

high style, performance character- 

istics that take a back seat to al- 
most no one and surprising com- 
ort. 

, Furthermore, quality is stamp- 
ed all over the car—from the way 
it is designed to the obvious way 
it is hand tooled and finished. 

The seats are deeply foam lined 
puckets, covered in leather and ex- 
ceedingly comfortable. Even the 
tallest person will find that he has 
headroom even when the convert- 
ible top is fixed in place. This is 
unusual in sports cars. 

The cockpit, like the exterior, is 
designed to please, both function- 
ally and aesthetically. The instru- 
ments are centrally grouped and 
easy to read. The steering wheel is 
hefty. 

* K * 
ONTROL pedals are nicely 
spaced and big enough to suit 
the most demanding. The roll-up 
* * ad 


Car Tested: 
ALFA ROMEO 
2000 Spider 


Engine: Four-cylinder, water- 
cooled; bore, 84.5 mm.; stroke, 
88 mm.; displacement, 1,975 cc.; 
horsepower, 115 at 5,900 revolu- 
tions per minute. 

Dimensions: Weight, 2,469 
pounds; wheelbase, 98 inches; 
overall length, 172 inches; width, 


65 inches; front track, 55 inches; 
rear track, 54 inches. 


Transmission: Five synchro- 
nized forward speeds, including 
overdrive, and one reverse, 

Front suspension: Independ- 
ent with transverse linkage, coil 
springs, stabilizing bar and tele- 
scopic hydraulic shock absorb- 
ers. Rear suspension: Rigid axle 
housing with upper triangular 
thrust rods and lower radius 
rods, coil springs, and telescopic 
hydraulic shock absorbers. 


 -< @ 


windows seem to work by magic. 
You actually have to look to see 
that they are moving. 

There are other little surprises. 
The mirror is adjustable for 
night driving. The ash tray snaps 
open at the touch of a button. 
The curved windshield offers ex- 
cellent visibility all around, even 
when the top is up. 

The 2000 is designed to look 
smaller than it actually is, and in- 
terior space is surprising. 

The passenger compartment is 
roomy enough for comfort on long 
rides and is commodious, Extra 
luggage space is available behind 
the passengers. 

* * * 


Top Easy to Unfold 


Te 2000 has a convertible top 
which the salesman can demon- 


Dodge Police Car 
Takes Off Weight 


DETROIT, — The Dodge Police 
Pursuit has been redesigned for 
1962 to give both faster acceleration 
and greater fuel economy, accord- 
ing to Dodge General Sales Man- 
ager John B. Naughton. 

He said that dead weight had 
been cut to a minimum, With 
standard V-8 engine and automatic 
transmission, he said, the car’s ac- 
celeration from 0 to 60 has been 
improved by about 7 percent and 
gasoline economy has shown a sim- 
ilar gain. 

“With the six-cylinder engine 
and manual transmission, 0-to-60 
acceleration has been increased 11 
Percent and economy 3 percent,” 
Naughton said. He said the Pursuit 
also has new gear ratios and a new 
steering mechanism. 





strate, while he is giving his pitch, 
with no qualms or fears. The top 
snaps into place with two strategic- 
ally placed hooks and folds away 
into a compartment behind the 
passenger area in a matter of sec- 
onds. 

If a salesman encounters a 
prospect who doubts the quality 
of the vehicle, he should show 
off the engine compartment, He 
should do this, even before tak- 
ing the prospect on a demonstra- 
tion ride, since it will instill extra 
confidence in the machine. 

A handle inside the passenger 
compartment releases the hood, 
which opens wide and high. The 
engine is beautifully finished with 
all the essentials within easy reach. 
The electrical system is clearly 
marked with such information as 
ignition, parking lights, headlights, 
radio set, heater, etc. 

The engine is fed through two 
horizontal double-barrel carbure- 
tors, with an air driven regulator. 
This little four-cylinder engine will 





develop 115 horsepower at 5,900 
revolutions per minute. 
od * + 
MORE important than anything 
else with the Alfa Romeo 2000 
is the actual demonstration of the 
vehicle, Its look is sophisticated, 
without doubt, but its performance 
is the acid test. 

Steering is quick and sharp, 
with absolutely no vibration in 
the wheel. In cornering, the 2000 
has a tendency to lean, but it 
will stick in there even at high 
speeds. 

After just a little practice the 
cornering challenge becomes a mat- 
ter of pride with the Alfa and its 
driver. 

At high speed, the Alfa has a 
feeling of security seldom found in 
smaller vehicles. The engine purrs 
and the vehicle moves along as 
though it had finally been allowed 
to flex all of the muscle it has. At 
speed, the vehicle is exceptionally 
quiet. 

The 2000 has five forward speeds, 
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Sophistication and Brawn Combined— 


Combined in the Alfa Romeo 2000 Spider are sophisticated, continental styling flair, 
roominess, muscle and agility, Exterior and interior finish are of exceptionally high 
standards, as is the car's roadability, according to Ed Brown, who sales-tested the 


car for Automotive News. 





with the top speed actually an 
overdrive. 

Comfort while driving is out- 
standing. As a matter of fact, the 
2000 has a port-to-starboard sway- 
ing action on rough roads which is 
really delightful, and it irons out 
the worst possible conditions in the 
nicest possible way. 

Sophisticated, continental styling 





flair has been combined with the 
muscle and agility in the Alfa 
Romeo 2000 Spider to make it one 
of the most attractive packages in 
the individual car market available 
today. 

To make it even more attractive, 
the recent price reduction from 
$5,600 to $3,995, makes this a very 
nearly unbeatable combination. 
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Ask Canadian Dealers 
To Add Import Line 


H one car out of every four 
sold in Canada an import, 
Canadian dealers who don’t sell im- 
ports are working only 18 days a 
month and their overhead is too 
high to let this imported-car profit 
potential go down the drain, says 
Joseph E. Campeau, general sales 
manager, Simca of Canada, Ltd. 
This was his message to Simca 
dealers in Canada at a series of 
meetings in which the new Simca 
‘5’ sedan was introduced. 

“In 1962, we estimate that 100,000 
imported cars will be sold in Cana- 
da,” Campeau said. “Import sales 
now are running a little over 24 
percent of total sales. 

“Simca and the other leading 
economy imports are not competing 
with Canadian-built products,” 











pleted, he said. 
* 


model year, or 15 newspaper ads a 
month,” he said. 

“On top of’ this, we have a 
20-20 dealer advertising program 
through which we will pay each 
Simca dealer $20 for each unit 
he orders if he spends a like 
amount on advertising the Simca 
‘5’ exclusively,” Meltzer explained. 

Central headquarters for the re- 
cently organized Simca of Canada 
will be established later this month 
in Toronto, Campeau said. Close 
working relationships with Chrysler 
Corp. of Canada, Ltd., are continu- 
ing, with Chrysler distributing 
Simca cars to dealers until such 
time as the reorganization is com- 


* * 


Standard-Triumph 
PETER SNOW has been ap- 


Campeau said. 
$550 


“The Simca ‘5’ is priced D. pointed sales and service vice- 






















below the lowest-priced domestic 
compact. We are here to supply 
Canadians with a less expensive, 
quality-built car and we are certain 
to gain a much greater share of 
the imported-car market with the 
Simca ‘5’.” 

Jean Belleville, Simca of Canada, 
managing director, told the dealers, 
“Simca is determined to increase 
its share of the Canadian imported- 

ad * * 














































Small but Mighty— 


Smallest disk brakes in the world are 
these units made by Lockheed for BMC's 
new Austin and Morris Mini-Coopers. They 
automatically adjust for wear and feature 
quick-change friction pads. Pads can be 
reached by removing two cotter pins and 
a retaining spring. 

x * * 
car market. We have the largest 
administrative budget in Simca’s 
history in Canada.” 

Belleville said Simca is building 
up its dealer network, training 
mechanics and improving its 
parts and service program to a 
point where it will have crews of 
service instructors, trained in 
France, travelling the whole 
country working with dealers’ 
mechanics. The firm also plans to 
have a parts depot in every Ca- 
nadian province. 

Simca now has 305 franchised 
Simca dealers in Canada, all of 
whom sell one or more Chrysler 
products, Campeau said. 

“Wherever possible we want 
Chrysler dealers to continue selling 
Simca,” he said. “If a Chrysler 
dealer doesn’t want to continue 
with us, he can drop Simca. But 
we are confident Simca will do the 
best job for our dealers.” 

Backed with the “largest adver- 
tising budget we have ever had,” 
Simca has scheduled 36 different 
magazine ads for Canadian maga- 
zines in the first six months of the 
1962 Simca ‘5’ model year, Richard 
N. Meltzer, president, Richard N. 
Meltzer Advertising (Canada), Ltd., 
told the dealers. 

“We have scheduled 94 newspaper 
ads in the first six months of this 


Lark, Mercedes, Renault, 


Peugeot Win Aussie Races 
PHILLIP ISLAND, Australia. — 
A Studebaker Lark, Mercedes-Benz 
220-SE, Peugeot 403 and Renault 
Gordini were class winners in the 
recent Armstrong 500 races here. 
The Mercedes beat out 26 cars in 
the eight-hour event, finishing 40 
seconds ahead of a Vauxhall Velox. 
In Class C, the Peugeot repeated its 
victory of a year ago. 








president of 
Standard - Tri- 
umph Motor Co., 
Inc., New York. 


Snow formerly 
was service vice- 
president for 
Standard - Tri- 
umph. He suc- 
ceeds David R. 
Allen as sales 
vice-president. 

+ * * 


Rootes 


AN ENTIRELY new factory to 
produce aluminum die-castings 
is to be established in Scotland by 
the Rootes Group, Lord Rootes an- 
nounced on the eve of the Scottish 





D. Peter Snow 


Motor Show. 


Initially, the factory will employ 
500 people and will involve an ex- 
penditure of $3.5 million on build- 
ings, plant and equipment. It will 
operate as a self-contained unit of 


Rootes Motors (Scotland), Ltd., 
and will supply castings for the 
new Rootes small car to be made 
in Scotland and for other indus- 
trial concerns, 


Lord Rootes said that the com- 


pletion of the new factory would 
be timed to coincide with that of 
the main $60 million project near 
Glasgow where the new small Hill- 
man will be produced. Building 
work on the main project, he said, 
was proceeding according to plan. 
* * * 


Volkswagen 


ROMOTION of Paul R. Davis 
to manager of special projects 


and Paul R. Lee to manager of 
Volkswagen of America’s newly 
formed marketing department was 
announced by J. Stuart Perkins, 
general sales manager. 


Named to succeed Lee as national 


advertising manager was Helmut 
Schmitz, former assistant advertis- 


ing manager. 

In his new post, Davis will serve 
as a special assistant to Perkins 
and C. H. Hahn, executive vice- 
president and general manager. 

Under Lee’s direction, the mar- 
keting department will be respon- 
sible for advertising and sales 
promotion, sales training, new 
and used-car merchandising and 
truck merchandising programs. 

Perkins said consolidation of 
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Fiat's New Wagon— 








those functions marks a further 
expansion of Volkswagen of Amer- 
ica’s Sales Division, “necessitated 
by steadily increasing business vol- 
ume.” 

Davis joined the Volkswagen or- 
ganization last year as a marketing 
consultant. He earlier served as 
general sales manager of Stude- 
baker and also held district and 
regional sales managerial positions 
with Lincoln-Mercury. 

Prior to joining Volkswagen, Lee 
filled advertising assignments with 
both Armstrong and U. S. Rubber 
Cos. He began hig automotive ca- 
reer as a salesman with a Chevrolet 
dealership in 1953. In 1956 he be- 
came a Chevrolet account executive 
in New York with the Campbell 
Ewald advertising agency and join- 
ed Volkswagen as advertising man- 
ager in 1959. 

Schmitz served as an account ex- 
ecutive with an advertising agency 
in Cologne, Germany, before join- 
ing the Volkswagen organization in 
Germany in 1953 as assistant to the 
advertising department’s creative 
director. He joined Volkswagen of 
America in 1958 as assistant adver- 
tising manager. 
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Saab 


ORE than 15,300 Saab cars were 

sold in Sweden during the first 
nine months of 1961. This repre- 
sents an increase of almost 62 per- 
cent over the corresponding period 
for 1960, when 9,500 new Saabs 
were registered. 

In all, 133,169 new cars were 
registered in Sweden during the 
first nine months of 1961, where- 
as the corresponding figure for 
last year wag 117,479. 

Saab increased its share of the 
market from 8.1 percent of all new 
registrations for January-Septem- 
ber, 1960, to 11.5 percent for the first 
three quarters of the present year. 

During September this year, 1,613 
new Saabs were registered, cor- 
responding to 11.9 percent of the 
total registrations figure for that 
month and 369 percent of the 
Swedish-made cars registered dur- 
ing September. 

ok 


* * 


Volvo 


PPOINTMENT of Joachim 

Wedde as vice-president and 
national sales manager for Volvo 
Import, Inc., in the United States 
has been an- 
nounced by Hans 
Larsson, presi- 
dent of the Swed- 
ish auto import 
company. 

Wedde, who 
was formerly na- 
tional service 
representative in 
Canada for the 
Volvo factory, 

i will also serve as 
Joachim Wedde service manager 
for Volvo’s Eastern distributor, 
Volvo Distributing, Inc., Larsson 
said. 

“Appointment of Mr. Wedde to 
his new post igs the first step in a 
major expansion of Volvo’s tech- 
nical training and service program 
in this country,’ Larsson reported. 

“With over 60,000 Volvos in oper- 
ation on American roads today and 
with sales increasing at a steady 
pace, Volvo is planning an exten- 
sive expansion and reorganization 
of its service and parts operations 
in this country,” Larsson said. 

Wedde is a veteran of over 15 
years as a service representative 
of Volvo and other Swedish auto- 
mobile and truck makers through- 
out Europe and the Middle East. 

+ * * 








All-new model from Fiat is this four-door station wagon in the 1300/1500 series. 


It was one of many models displayed by Fiat at Turin Auto Show. 








Simca Dealers Inspect New Model— 


Simca dealers from Quebec Province look over the 1962 Simca ‘5' at a preview in 
Montreal. Standing behind the car, from left, are Gerard Levy, general parts and sery. 
ice manager, Simca of Canada, Ltd.; Jean Belleville, Simca managing director; Lubin 
Trudel, Montreal; J. M. Smith, Eastern area zone manager, Chrysler Corp. of Canada; 
Jacques Daigneault, Ville LaSalle; Georges Clermont, Montreal; Marcel Beaulac, Chrys- 
ler of Canada city manager; Wilfrid Page, Verdun; Maurice Limoges, Verdun; Gordon 
M. Pfeiffer, Chrysler of Canada zone manager; R. N. Meltzer, president, Richard N, 
Meltzer Advertising (Canada), Ltd., and Guy Cloutier, Sherbrooke (behind wheel), 
Standing in foreground: Russ Newell, Montreal; J. E. Campeau, general sales man- 
ager, Simca of Canada, and Lucien Dandurand, Ormstown. 










Reaches Mass Market... 





Auto Advertising 


The newspaper reaches every 
segment of the American public, 
with its heaviest concentration 
among higher-income, better-edu- 
cated and more influential people, 
according to what has been called 
the most comprehensive study ever 
made of the daily paper’s reading 
public. 

The findings were presented 
before 900 representatives of 
leading manufacturers and ad- 
vertising agencies at a meeting 
in New York. 

The project was supervised by 
the Bureau of Advertising of 
the American Newspaper Publish- 
ers Assn. It was conducted by 
Audits & Surveys Co. in consulta- 
tion with the Advertising Research 
Foundation. 

Significant facts about readers 
include: 

Of the 54 million households in 
the continental United States, 86.4 
percent read at least one news- 
paper on an average weekday; 80.4 
percent of homes buy and read at 
least one paper daily, and another 
6 percent read one or more papers 
on a pass-along basis. 

Four of five adults (21 or over) 
and 72 percent of the 13 million 
Americans between 15 and 20 
read a paper on any given week- 
day. In a five-day period, 88 per- 
cent of adults read a paper on 
one or more days. 

Seventy-one percent of the time, 
the paper reaches the reader by 
means of regular home delivery or 
by mail. In 25 percent of the cases, 
the paper is bought at a store, 
newsstand or self-service rack. 


Two-thirds of the people have a 
habitual time for reading the paper, 
taking place at every time of the 
day. It is not normally read in a 
single sitting, with the typical 
reader looking into the paper 2.4 
times a day. 

Newspaper reading is about as 
high in the suburbs as it is in the 
metropolitan areas. 

People were asked to describe 
how they would feel if they had 
to get along without television and 
without newspapers. 

The study showed that the re- 
sponse, “I would feel quite lost 
without it,” was selected by 49 
percent in the case of newspapers, 
and 28 percent in the case of TV. 

ed BS * 


‘Status’ Pioneer Honored 


The late Charles C. Parlin, called 
the first man to identify the auto 
as a status symbol rather than a 
machine, has been honored by the 
Philadelphia chapter of the Amer- 
ican Mar’ :ting Assn. on the 50th 
anniversary of the founding of 
modern commercial research. 

In 1911 Mr. Parlin was named 
to head a new division in the Cur- 
tis Publishing Co. Advertising De- 
partment. The division’s marketing 
studies were called forerunners of 
the sampling techniques used today. 

Discussing the possibility of a 





competitor’s chances against Ford, 
Mr. Parlin wrote in a 1914 report: 

“If an automobile were only a 
machine, competition with Ford 
would seem impossible. But an 
automobile is more than a machine, 
it is a style carriage. It represents 
the family pride and advertises the 
family wealth.” 


* * * 


Seat Belts Pushed on TV 


Use of auto seat belts is being 
promoted by the Consumer Prod- 
ucts Division, Jervis Corp., in a 
television campaign, according to 
Gerald M. Lehman, vice-president. 

It is the first time any manufac- 
turer of seat belts has used TV to 
stimulate belt sales, he said, 

The schedule calls for air time 
in major markets on the three 
major networks, NBC, CBS and 
ABC, Lehman added. The first 
three markets to be reached are 
Boston, Baltimore and Pittsburgh. 


* * * 


Buick, UMS to Sponsor Game 


Buick and United Motors Service 
Division, General Motors Corp, 
have signed to sponsor the Orange 
Bowl football game to be televised 
Jan. 1 over the ABC-Television 
Network, according to Edgar J. 
Schrick, ABC-TV network sales 
vice-president. 

* * ok 


Dealers Pick GMM&B 


The Bergen County Rambler 
Dealers Assn. of New Jersey has 
appointed Geyer, Morey, Madden & 
Ballard, Inc., as its agency. Prin- 
cipal activity for the current quar- 
ter is in newspapers and billboards. 

* * * 


Personnel Changes 

Dr. Jack B. Haskins from assist- 
ant research manager and research 
executive of the Saturday Evening 
Post to Ford Division advertising 
research manager. 

David A, Taylor from merchan- 
dising manager of the Automotive 
and Warehouse divisions of Gates 
Rubber Co. to advertising and sales 





David A. Taylor 


A. Ray Carr 


promotion manager of Walker Mfg. 
Co., Racine, Wis. ... A. Ray Carr 
from manager of car tire sales to 
corporate director of sales promo- 
tion and advertising for General 
Tire & Rubber Co., Akron... L. d. 
McGrady from advertising manager 
of the company’s Electrical Prod- 
ucts Division to director of adver- 
tising for Electric Autolite Co., To- 
ledo. 








There’s only one thing better than steel in 
a new car...your customers... Millions 
of them will read this message in the 
Dec. 19" issue of out Dec. 3" 
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| STRONG STEEL BODIES SURROUND YOU WITH SECURITY AND STYLE 





RUGGED STEEL BUMPERS PROTECT 
YOUR CAR FRONT AND BACK 
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SOUID STAINLESS STEEL WHEEL 
COWERS STAY SHOWROOM BRIGHT 
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CAR LIFT—Greater ease in contacting 
undercar pickup points, plus easier han- 
dling and reduced maintenance require- 
ments, are said to result from redesigned 
pickup pads on the Rotary FP-46 Mark II 
auto lift. Now eccentrically mounted for 
more adjustability, the “swing out" pads 
are simpler to set for difficult pickup spots, 
according to the manufacturer. Overall 
pickup range is also increased by the de- 
sign, it is said, The Rotary FP-46 Mark Il 
Frame Lift is available in both airdraulic 
and full hydraulic jack models. The super- 
structure may be purchased separately for 
mounting on an existing jack to modernize 
free-wheel or roll-on type lifts. Rotary Lift 
Division, Dover Corp., 1054 Kansas St., 
Memphis 6, Tenn. 

.  e.. 


Outboard-Mounted Hub 


Designed for Trailers 


A truck-trailer outboard-mount- 
ed hub and drum assembly, which 
is said to provide ease of mainte- 
nance without increasing unsprung 
weight, has been developed by 
Motor Wheel Corp., Lansing 3, 
Mich. 

With this new assembly, a drum 
can be pulled off the hub after re- 
moving three screws. Since the hub 

* 





TRUCK NEW PRODUCTS 


is not disturbed, brake servicing is 
made easier. Although the new as- 
sembly is basically the same as 
those that have been used on many 
trucks, buses and automobiles, it is 
the first to become available for 
truck-trailers. 


ENGINE HEATER—Efficiency, durability 
and speed of operation are said to be 
three outstanding features of General 
Electric engine heaters, according to the 
distributor, International Devices, Inc., 
1407 Third Ave., Minneapolis 4, Minn. 
Installed in the engine frost plug, the unit 
applies heat directly to the engine coolant 
for better distribution of heat to warm up 
the engine, it is said, The tubular heating 
element will not burn or short out on con- 
tact with metal, it is claimed. GE engine 
heaters are rated at 400 watts, 115 volts. 
Each heater has a cord that extends to the 


car grille. 
Say 


Extension Cord Set 


An extension cord set that is said 
to operate a 25-watt bulb when 
clipped to a six or 12-watt battery 
has been announced by Witelrad 
Electrical Mfg. Inc., 76 Pulaski St., 


Stamford, Conn. 
* * oK 





UTILITY BODY—A utility body job-planned for service as a travelling automobile 





ties, 112 North Shore Drive, Syra- 
cuse, Ind. 

Formula “B” is a cream polish 
which is said to remove oxidation 
chemically and keep the car sur- 
face waterproof and airproof. One 
operation produces a high gloss, 
the firm said. 





TWO-WAY RADIO—Designed for use 
in the business radio service, this 10- 
pound General Electric mobile radio has 
a transistor power supply in its control 
section to minimize maintenance and re- 
duce battery drain. Special generators of 
heavy-duty batteries are not needed, it is 
said. All of the radio is housed in one 
case, including a builtin speaker. Section 
P, General Electric Communication Prod- 


ucts Dept., P. O. Box 4197, Lynchburg, Va. 
o.  -8 





REFRIGERATION UNITS—Frigikar Corp., 
10858 Harry Hines Bivd., Dallas 20, Tex., 
has announced four high-capacity refrig- 
eration units for trailers. Models include 
the TR-550, TR-250, TR-350 and TR-800. 
Toward greater operation reliability the 
units are said to be designed as two-piece 
systems: An electric, hermetically sealed 
refrigeration package mounts in an open- 
ing in the trailer's upper front wall; a self- 
contained, direct-connected engine-gener- 
ator mounts to the trailer’s cross members 
under the floor, and slides out for ground- 
level accessibility. The Frigikar system is 
controlled with a thermostat-thermometer 
that provides both heating and cooling, 
automatically starting and stopping for 
maximum economy. A 230-volt, 60-cycle, 
three-phase engine-generator operates the 
unit while in transit. 
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SPOKE WHEEL — A cast-steel 
wheel for the single tire has been an- 


nounced by Gunite Foundries Division, 
Kelsey-Hayes Co., 3600 Military Ave., De- 
troit 32, Mich. This is said to be the first 
wheel for the single tire that will accom- 
modate a demountable rim. This wheel is 
lighter than the standard dual, costs less, 
and will encompass a unique positive 
alignment feature which has thus far not 
been available in standard dual wheeis, 


according to Kelsey-Hayes. 
oe 


Smog-Reducing Qualities 
Claimed for Oil Additive 


An additive for diesel and heat- 
ing oil that is said to reduce air 
pollution has been developed by 
Lloyd’s Laboratories of America, 
Inc., Niagara Falls, N. Y. 

The firm said the additive pro- 
vides more oxygen to oil-burning 
units, resulting in less unburned 
fuel being expelled through the ex- 
haust system, The product will be 
marketed under the tradename 
Profit. 





ANGLE BROOM—Mars Industries, Inc., 
5209 W. Broadway, Minneapolis 22, Minn., 
has introduced an angle broom for high- 
way and street sweeping prior to traffic 
lane painting. The broom attaches to the 
front of the pilot truck, eliminating the 
need for a separate road-sweeping unit, 
it is said. The broom is of steel construc- 
tion, with a hydraulically lifted and driv- 
en nylon broom core. The 40-inch broom 
sweeps a 36-inch swath, swivels right or 
left 30 degrees. 





UTILITY BODY—A utility body mode| 
job-planned for oil burner sales and sery. 
ice organizations has been announced by 
the Reading Body Works, Inc., Reading, 
Pa. The panel-type body has a permanent 
roof, providing a large covered load areq 
for bulky equipment in addition to six 
weatherproof outside compartments for 
convenient access to tools and smaller 
parts. The covered body also serves as g 
sheltered work area for on-the-spot Oper- 
ations, Outside compartments are protect. 
ed by double-paneled doors. The com. 
partments are equipped with removable 
shelves and material trays and adjustable 
shelf dividers to allow flexibility in or- 
rangement to suit the individual user, 

a a 


Cooling System Cure 


An automotive cooling system 
solution, which is said to stop en- 
gine overheating, renew permanent 
antifreeze, lubricate water pumps, 
and remove rust and sludge forma- 
tion, has been introduced by Col- 
linite Chemical Co., 1520 Lincoln 
Ave., Utica 4, N. Y. 


* * * 





AERIAL LIFT VEHICLE—A compact aerial 
lift for one-man operation has been intro- 
duced by Utility Division, Highway Trailer 
Industries, Inc., 250 Park Ave., New York 





repair shop has been produced by Reading Body Works, Inc., Reading, Pa., for the 
Joie Chitwood Thrill Show, Inc., also of Reading. The body is equipped with weather- 
tight, theftproof outside compartments designed to carry in file-box order all the 
smaller tools and equipment needed to service the Chitwood racing cars while the 
show is on tour, as well as* radio equipment and fireworks used in the show. The 
truckbed accommodates a miniature Corvette used in the show, providing a means 
of transporting it between engagements. There is also inside storage space for jacks, 
battery chargers, and other relatively large items of equipment. The compartments 
are fitted with removable shelves and adjustable bin dividers, providing individual 
space for a large variety et small parts and tools. 
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KD VAN KITS—Said to be the first successful KD (knock down) furniture van kit 
available nationally, this new easily assembled ‘‘KD Attic'’ option from Premier Mfg. 
Co., Inc., 5730 Northwestern Ave., Indianapolis 8, Ind., makes in-the-field assembly 
possible for ali Premier distributors. The KD Attic Kit follows the Premier method of 
assembly. It is pre-punched and can be assembled in the field by bolting, Premier said. 
The “KD Attic’’ can be added as an option to the Premier KD-200 series of knock-down 


vans, Premier said. 





* * * 17, N. Y. The unit is available in models 
with 28, 32 and 36-foot personnel basket 
heights. All operations can be controlled 
from the 24-inch square by 41-inch high 
personnel basket, or from levers on the 
truck turret. Operator can enter basket 
directly from the cab through rear door 
to truck deck. Torsion-bar-type suspension 
is said to assure stability under 350-pound 
load at the critical position. Two-man 
front-to-back tandem cab can be supplied 
on all models. 


Floor Maintenance Pads 


A line of nylon abrasive stripping, 
scrubbing and polishing pads has 
been announced by Retail Prod- 
ucts Division, Armour Alliance In- 
dustries, 16123 Armour St. N. E., 
Alliance, O. Called Nylab floor 
maintenance pads, they may be 


used on all types of floors, it is said. 
* * * * * 





TRUCK MIRRORS—K-D Lamp Co., 910} 
Elm St., Cincinnati 10, O., has announced 
an expanded line of truck mirrors, with 
selection of mirror head. Mechanic's in- 
stallation time is reduced to a minimum| 
because of availability of universal arm | 
with bracket assemblies, as well as as- | 
semblies for all makes and models, it is| 
said. Forty-one mirror assemblies and | 
choice of 13 mirror heads permits a cus-| 
tom combination for every vehicle, it is| 
claimed. This includes West Coast, Junior | 


West Coast and bus assemblies. 
a -« * 








Appenzeller Polish 


Designed for Dealers UTILITY BODY—Morysville Body Works, Inc., 813 $. Reading Ave., Boyertown, Pa. 

An auto polish said to be de- has introduced the Lo-Silhouette utility body for wider and lower half, three-quarter 
signed for the use of auto dealers | and one-ton truck chassis. The unit is said to afford the greatest storage space possible 
in preparing the surface of new | while providing the driver with complete visibility. The body is made of 16 and 14 
and used cars for sale has been | gauge steel. Five-inch channel steel understructure is reinforced with H-frame. The 
marketed by Appenzeller Special-| Lo-Silhovette has 12-gauge diamond plate floor and is electric welded. 
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BE SURE YOUR 
DEMONSTRATORS HAVE 
LIMITED SLIP DIFFERENTIALS! 














Read by 202,708 of the people most inter- 
ested in automotive equipment, styling, 
performance who are told to ask for a 
demonstration of Limited Slip Differenti.l. 


Reaches all rural letter carriers and 
influential legislators, post office offi- 
cials, highway user and road building 
groups—a 40,000 total. 


HARD-SELL ADS IN THESE 


Informs community officials, engi- 
neers, public works superintendents, 
municipal department heads, fleet 
managers and buyers — 30,707 of 
the most equipment-conscious 
people in the nation. 


PUBLICATIONS HELP 


YOU SELL LIMITED SLIP 
DIFFERENTIAL! 


Broad Schedule Reaches Hottest Prospects For 
This Amazing Time And Trouble Saver! 


More than a million and a half primary readers of the publications shown here—plus all 
the pass-along readers—are being told repeatedly to “ask your dealer for a demonstration 
of limited slip differential” in an aggressive advertising program designed to help you sell 
an increasing volume of this cost-cutting feature. These publications were carefully 
selected to reach your best prospects. Be sure you have demonstrators equipped with 
limited slip differentials so you can cash in on this broad, year-long advertising program. 


DEMONSTRATE ...AND SELL! 


Stop your right rear wheel on a pile of wet leaves which 
you can place at the curb yourself, then demonstrate how 
LSD lets you start up smoothly and with no wheel spin 
—because the power goes to the wheel with the traction. 


Dirt really flies when a car with a conventional differ- 
ential starts with one wheel in the mud. You can make 
a mud puddle in your used car lot or in a field—and 
show how LSD insures a quick, clean take-off. 








If you’re near an unpaved country road or lane where 
you can run one rear wheel off into soft soil, you can put 
on a powerful demonstration of how easy it is to get 
going instantly—with LSD. 


WW i 
In the winter, if you’re where the temperature goes 
below freezing, put one rear wheel on a patch of ice or 
packed down snow and show your customer how LSD 
lets you start up instantly. 








CORPORATION Toledo 1, Ohio 


Spicer products available in Canada through Haye ee 
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ep Reaches 7,200 American 
Taxicab Association 
people—the people who 
buy the fleets and 
equipment for this giant 


industry. 


ooh Meonng Highligh: 


mes’ Space Radics for MDs 







Official publication of the American 
Medical Association reaching 
245,000 persons — every practicing 
physician in the United States. They'll 
ask you to demonstrate Limited Slip 
Differential. 


Reaches 638,373 of 
the most knowledge- 
able motorists, most 
of them amateur or 
professional motor 
mechanics. 




















Eight thousand and seventy-two 
graduate veterinarians plus another 
680 interested persons being told to 
ask the dealer for a demonstration 
of Limited Slip Differential. 


This magazine reaches ® 
7,562 taxicab com- 
panies, auto and truck 
rental and leasing estab- 
lishments, their officers, 
operators and other 
interested persons. 


Through this publication, 
55,000 salesmen and sales 
managers are being advised 
to “ask your dealer for a 
demonstration of Limited 
Slip Differential.” 


NTP 
il latee 


7,256 utilities officers, direc- 
tors, managers, engineers, 
attorneys and purchasing 
agents read this industry 
publication. They‘re cost- 
conscious and you can sell 
them Limited Slip Differ- 
entials. 


432,267 actual or potential 
motor buffs read this newsy 
magazine on styling, test- 
ing, equipment and acces- 
sories. They‘re being told to 
ask for a demonstration of 
Limited Slip Differential. 
















"60 =’61 
April 


60 +’61 
March 





60 +61 
Feb. 


"60 61 
Jan. 


"59 =°60 "59 =°60 
Nov. Dec. 






4-dr, Victoria, $1,525* (ps); 4-dr. 


Prices marked with an asterisk 
indicate a unit equipred with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 

































480* (ps), $1,475* 
(6) 2-dr., $960*. 
59 Galaxie (8) 2-dr. 


(ps); 


Tim Anspach, Inc, Dealer’s Auto Auc- ’58 Fairlane (8) 2-dr., $660*; 


tion, Sale every Monday. Prices are for 
sale of Nov, 20. Sold 80 cars from 112 
consignments. 

BUICK—’'57 Century 4-dr. Riviera, $530* 


(ps). 
CADILLAC—’58 (62) conv., $1,625* (ps). 


2-dr., $260*. 


57 Custom (8) 4-dr., $550* (ps); 
$515*. 
$580*; 


Biscayne (6) 4-dr., $1,110. 540* (ps). 

’59 Impala (8) sport sedan, $1,250* (ps). 

’58 Bel Air (8) 4-dr., $930* (ps), $790*; 
Brookwood (8) 4-dr., $925* (ps); Im- 
pala (8) conv., $850* (ps). 

’57 Two-ten (8) 4-dr., $630. 

’56 Bel Air (8) conv., $480* (ps); sport 
coupe, $380*; 4-dr., $320*; Two-ten 
(6) 2-dr., $450; station wagon 4-dr., 
$425; 4-dr., $320; Two-ten (8) station 


MERCURY—’59 Commuter 4-dr., 


(ps). 


wagon 4-dr., $280*; One-fifty (6) 2- 
dr., $280. 

’55 Two-ten (8) 4-dr., $300*; Two-ten 
(6) 4-dr., $100; One-fifty (6) 4-dr., 
$16¢. 

CHRYSLER—’58 Windsor 2-dr. hardtop, 
$670* (ps). 
DeSOTO—’ 57 Fireflite 2-dr. hardtop, $500* 
(ps). 
‘56. Firedome Sportsman 4-dr., $400* 


(ps); 2-dr, hardtop, $280* (ps). 
EDSEL—’58 Ranger 2-dr., $320. 
FORD—’ 61 Galaxie (8) 2-dr., $1,725* (ps). 

’60 Fairlane 500 (6) 2-dr., $1,025, $975. 

’59 Thunderbird (8) conv., $1,740* (ps); 
Fairlane (8) 4-dr., $735*. 

’58 Thunderbird (8) conv., $1,240* (ps); 
Ranch Wagon (6) 2-dr., $675. 

’57 Custom 300 (8) 4-dr., $560; Country 
Sedan (8) 4-dr., $450* (ps); Country 
Sedan (6) 4-dr., $170; Custom (6) 
4-dr., $400; Fairlane (8) 4-dr., $380*. 

’56 Fairlane (8) 4-dr., $300*, $285* (ps). 

55 Country Sedan (8) 4-dr. (9 pass.), 
$330*. 

MERCURY—’60 Monterey 4-dr., 

58 Monterey 4-dr., $600*. 

’57 Monterey 2-dr, hardtop, $500*. 

’55 Monterey 4-dr., $200*. 

OLDSMOBILE—’58 (88) Super 4-dr., $990* 


ALABAMA 


JOHNSON AUTO 


AUCTIONS 


Huntsville, Ala.—Friday 
100% Insured—Ne Registration Fee 


$1,150*. 


(ps). 

’57 (98) 4-dr., $535* (ps); (88) Super 
4-dr. Holiday, $530* (ps). 

’56 (98) 4-dr. Holiday, $180* (ps). 

’55 (88) 4-dr., $220* (ps). 

PLYMOUTH—’61 Suburban (8) 

dr., $1,790* (ps). 

"60 Fury (8) 4-dr., $1,225* (ps). 

"5S Belvedere (8) 2-dr. hardtop, 
(ps); 4-dr., $200* (ps). 


COLORADO 


2 aga Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 


-~ Phone: SU 1-7821 


’57 Belvedere (8) 4-dr., $300* (ps); 
Savoy (8) 4-dr., $280* (ps); 2-dr. SALE EVERY TUESDAY 
hardtop, $160* (ps); Suburban (8) 


Custom 4-dr., $270. 11:00 A.M. 


PONTIAC—’58 Chieftain 2-dr. Catalina, 

$725* (ps). George A. Lamb Norman Early 
RAMBLER—’58 Super (6) 4-dr., $500* Owners & Operators 

(ps). MILL NACE, General Manager 


56 Custom Cross Country 4-dr., $450; 
4-dr., $335, $200. 
MISCELLANEOUS 


Camino, $870. 


DAYTONA BEACH, FLA. 


Florida Auto Auction. Sale every Tues- 
day, Prices are for sale of Nov. 21. 


BUICK—’60 Electra 225 4-dr. hardtop, 


Dealers Only 


m Write for FREE Market Reports. 


’59 Chevrolet 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


$2,415* (ps). 
’55 Special 2-dr. Riviera, $190* (ps). Dealers Auto Exchange in our I5th Year of 
CADILLAC—’61 (62) 4-dr, hardtop, $4,- Continuous Operation. 
175* (ps). 
"60 (62) 4-dr. hardtop, $3,275* (ps). DUAL LANE SALE 
’58 (62) 4-dr, hardtop, $1,700* (ps). Sales every Wed.—11:30 A.M. 
’56 (62) 2-dr. hardtop, $530* (ps). 
'55 (62) 4-dr., $555* (ps). ae ee ee he 
54 (62) 2-dr. hardtop, $260* (ps). ' ° 





CHEVROLET—’'61 Impala (8) sport sedan, 





$2,100* (ps); sport coupe, $1,950; 
Corvair 700 (6) 4-dr., $1,590*. FLORIDA 
a erweses (6) “cene.: 32,008) S00 
(8) conv., $1,770* (ps); impala (6)| DAYTONA BEACH — Florida Auto 
sport coupe, $1,350; Bel Air (8) 4-dr., : : s 
$1,650*, $1,540*, $1,525* (ps). oon _ Sate Sie 10 
’59 Biscayne (8) 4-dr., $990* (ps); -M. Dealer-owned. Dealers only. 
Brookwood (6) 2-dr., $980*; Bel Air 
(6) 2-dr., $750*. 
’58 Brookwood (6) 4-dr., $715* (ps); sats eS 
Biscayne (6) 4-dr., $700*. ia i i a 
’57 Two-ten (8) station wagon, $790*. -_ _— — Air Auto Auction. Ti 
‘55 Bel Air (6) 4-dr., $555°. es, checks guaranteed. Cars group- 
CHRYSLER—'58 Windsor 4-dr., $1,000*| ed.Thur.,12 noon. Established 1947 
(ps). 
"57 Windsor 2-dr, hardtop, $775* (ps). 
DeSOTO—’58 Fireflite 4-dr., $1,050* (ps) 
DODGE—’59 Coronet (6) 2-dr.. $730°. For buying, selling, trading ANY- 


'55 Royal (8) 2-dr. hardtop, $350* (ps). 
FORD—’61 Falcon (6) Futura 2-dr., $1,- 
840*; 4-dr., $1,600. 
’60 Thunderbird (8) hardtop, §$2,- 
425* (ps), $2,365* Galaxie (8) 


THING automotive, 
News Want Ads get quick results! 


Automotive 


2-dr, 
(ps); 





"60 


$1,350*; Country Sedan (8) 4-dr., $1,- 
Custom 300 


Victoria, $1,290*; 
Country Squire (8) 4-dr., $1,280* (ps); 
Country Sedan (6) 4-dr., $950*; Fair- 


° ™ - lane 500 (8) 2-dr., $910* (ps); Ranch 
ALBANY Wagon (6) 2-dr., $800; Custom 300 
(6) 4-dr., $770; 2-dr., $700. 


Ranch 
Wagon (6) 4-dr., $500; Country Sedan 
(6) 4-dr., $450* (ps); Custom 300 (6) 


Cus- 
tom (6) 2-dr., $355; Fairlane (8) 2-dr., 


Country 


’57 (60) Special 4-dr, hardtop, $1,210* 56 Fairlane (8) 4-dr., 
(ps); Eldorado conv., $1,100* (ps). Sedan (6) 4-dr., $300*. 
CHEVROLET—’61 Brookwood (8) 4-dr., ’55 Fairlane (8) 4-dr., $325*; Country 
$1,900". Sedan (8) 4-dr., $275*. 
60 Bel Air (8) sport coupe, $1,500*; | IMPERIAL—’60 Crown 4-dr. hardtop, $2,- 


LINCOLN—’ 57 Premiere 4-dr., $835* (ps). 
$1,110* 


(ps). 
OLDSMOBILE — ’61 F-85 4-dr., $2,040* 














Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"60 
Aug. 


"60 «+’61 
July 


"60 =«’61 
dune 


"61 
May 


"Prices of ’61s added and '53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 





"59 (98) 4-dr. Holiday, $1,500* 
’58 (88) 4-dr., $1,050* (ps). 
PLYMOUTH—’60 Suburban (6) Deluxe 2- 


(ps). 


dr., $1,190; Valiant (6) 4-dr., $950, 
$940. 
’57 Savoy (6) 2-dr., $315. 
’56 Savoy (8) 4-dr., $335. 
PONTIAC—’61 Catalina Safari 4-dr., $2,- 


390* (ps). 

"60 Bonneville conv., $2,160* (ps); sport 
coupe, §$2,050* (ps); Ventura’ sport 
coupe, $2,050* (ps). 

RAMBLER—’56 Super 4-dr., $320. 
STUDEBAKER—’59 Silver Hawk (6) 2-dr. 
hardtop, $840; Lark (6) 2-dr., $750. 

’52 Champion (6) 4-dr., $180. 

MISCELLANEOUS—’60 Ford (6) 
Ranchero, $870. 

’57 Ford Ranchero, $400. 

’56 Ford pickup, $450. 

’54 Chevrolet pickup, $300, $155. 


FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Nov, 22. Sold 
159 cars from 269 consignments. 
BUICK—’61 Electra 4-dr., $2,610* 


Falcon 


(ps), 


MICHIGAN 


ptco error 


now 


DUAL 


Ptco ine 


Ptco TvEsDAY 





NEW JERSEY 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


insured By 
INSURANCE AGENCY, 
ingham, Alabama 


EVERY TUESDAY AT NOONI 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito! 8-0100 for Reservations 


AUCTION 
Birmi 


"61 
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$2,600* (ps); LeSabre 4-dr., $2,450* 
(ps), $2,415* (ps); Invicta 4-dr. hard- 
top, $2,390* (ps); Special 4-dr., $1,- 
800*, $1,670. 

’60 Electra 225 2-dr. hardtop, $2,125* 
(ps); Invicta 4-dr., $1,980* (ps); Le- 
Sabre 4-dr. hardtop, $1,960* (ps), 
$1,920* (ps); 4-dr., $1,895* (ps), $1,- 
830* (ps); 2-dr., $1,665*, $1,630*; 
Electra 4-dr. hardtop, $1,905* (ps). 


’59 Invicta Estate Wagon, $1,525* (ps); 


2-dr, hardtop, $1,480* (ps); LeSabre 
conv., $1,305*; Estate Wagon, $1,300* 
(ps); 4-dr., $1,225* (ps). 

’*58 RM 2-dr. Riviera, $1,090* (ps); Spe- 
cial 2-dr., $710* (ps), $575*. 

’56 Super 4-dr. Riviera, $475* (ps); 
Century 4-dr, Riviera, $470* (ps), 
$360* (ps). 

’55 Special 2-dr., $150*. 

CADILLAC—’61 (62) 4-dr. hardtop, $3,- 
865* (ps), $3,710* (ps); 2-dr, hard- 
top, $3,725* (ps). 

"60 (62) 4-dr, hardtop, $3,145* (ps), 
$2,995* (ps). 

*59 de Ville 2-dr. hardtop, $2,600*. 

’57 (62) 2-dr, hardtop, $1,010* (ps). 

"54 (62) 2-dr. hardtop, $220* (ps). 


NEW JERSEY 


Tea 
OVER 


600 CARS|... 


EVERY WEEK LANES 


Junction of Penna and N J Turnpikes 
Route 206 South. Bordentown. N 
Exit 7,N J Turnpike * AXminster 8-340( 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


All Titles and Checks Guaranteed 


LA FAYETTE—Syracuse Auto Auc- 
tion. Insured checks and titles. Noon 
Wednesdays. 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


= 


CHEVROLET—'62 Impala (8) 2-cr., 2. 
750* (ps). ’ 


’61 Parkwood (8) 4-dr., $2,275*; Im. 
pala (8) sport sedan, $2,05.* (pg) 
$2,000*; Bel Air (8) 2-dr., $2,035 


$1,915* (ps); sport coupe, $1,525; Bel 

Air (6) 2-dr., $1,600; Corvair Monza 

(6) 2-dr., $1,885*; Corvair 500 (6) 

2-dr., $1,375. 

’60 Impala (8) conv., $1,725" (pg): 
coupe, $1,645*, $1,565*; Park: 
(8) 4-dr., $1,550; Bel Air (g) 
sedan, $1,535*; 4-dr., $1,439. 
$1,315*; Corvair Monza’ (¢} 
$1,350; Biscayne (6) 2-dr., $1. 
215. : 

’59 Impala (8) sport coupe, $1,300*: 
sport sedan, $1,255, $1,205*; Parkwood 
(6) 4-dr., $1,180*, $1,170*, $1,110; Be} 
Air (8) 4-dr., $1,175*, $1,140" $1,- 
010*, $1,000*; 2-dr., $985; Brookwooa 
(6) 4-dr., $1,055; 2-dr., $990*. 

’58 Bel Air (8) 4-dr., $820* (ps); Bel 
Air (6) 4-dr., $725*; 2-dr., $630°; 
Biscayne (8) 2-dr., $810*, $780, $735*; 
4-dr., $760; Biscayne (6) 2-dr., $665, 
$595. 

’57 Bel Air (8) 2-dr., $760*; 
(6) sport sedan, $610* (ps); 4-dr,, 
$575*, $535*; Two-ten (8) station 
wagon, $710; Two-ten (6) station wag- 
on, $575*; 4-dr., $485*. 

’56 Bel Air (8) sport coupe, $540*; Two- 
ten (6) station wagon, $335. 

DODGE—’60 Pioneer (6) 4-dr. 
$1,205. 

FORD—’61 Falcon (6) station wagon, $1,- 
720. 

"60 Galaxie (8) 4-dr., $1,520* (ps), $1,- 
450*; 2-dr., $1,360* (ps); Country Se- 


Bel Air 


hardtop, 


dan (8) 4-dr., $1,400* (ps); Fairlane 
500 (6) 2-dr., $1,145; Fairlane (6) 
4-dr., $1,070. 
’59 Country Sedan (8) 4-dr., $1,135*; 
Galaxie (8) 2-dr. Victoria, $1,130*; 
4-dr., $1,080*; Fairlane (8) 2-dr., 


$925*, $925* (ps). 

’58 Custom 300 (8) 2-dr., $585; Custom 
300 (6) 2-dr., $525*, $405*. 

’57 Country Sedan (6) 4-dr., $410; Fair- 
lane 500 (6) conv., $365* (ps); Fair- 
lane (6) 2-dr, Victoria, $355*. 

’56 Custom (6) 2-dr., $160; Fairlane (6) 
2-dr., $120. 

’55 Custom (6) 4-dr., $105. 

IMPERIAL—’60 Crown 4-dr. hardtop, $2,- 
695* (ps). 
LINCOLN — ’58 Premiere 4-dr. 
$1,020* (ps). 
MERCURY—'58 Monterey 2-dr., $450. 
‘57 Montclair.4-dr. hardtop, $565* (ps). 


hardtop, 


OLDSMOBILE — ’61 (88) 2-dr., $2,650* 
(ps); (88) Super 4-dr., $2,510* (ps); 
4-dr. Holiday, $2,300* (ps). 

’60 (98) 4-dr., $2,075*; 2-dr, Holiday, 
$2,050* (ps); (88) 4-dr., $1,865* (ps), 
$1,700*. 


’59 (88) Fiesta 4-dr., $1,705* (ps); 2-dr. 
Holiday, $1,500* (ps); (98) 2-dr. Holi- 
day, $1,585* (ps); 4-dr., $1,390* (ps); 
(88) Super 4-dr., 2 at $1,350* (ps). 

’57 (98) 4-dr. Holiday, $665* (ps). 


(Continued on Page 41, Col, 1) 








PENNSYLVANIA 


ALLENTOWN (in Kuhnsville) — 
“Metro,” near Turnpike. Insured 
checks & titles. Every Mon. at noon. 


THERE'S A PENALTY FOR 
BEING BIG! 


People seem to expect more from a 
big man. 

The same is true of Auto Auctions 

and we're the largest in the 
world. 

Our customers have come to ex- 
pect four-year title guarantees, auction 
checks and the finest in facilities and 
service. 

Plan to attend next Friday's sale and 
learn, firsthand, why we've become the 
largest auto auction in the world. 


MANHEIM AUTO 


AUCTION, INC. 


Route 72 * Manheim, Pa. 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions. 
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dr., $820*, $600*. (ps), $1,120*, $1,100*, $1,035*; Brook- 
’58 Champion (6) 2-dr., $275. wood (8) 2-dr., $1,235* (ps); Brook- 
’55 Commander 4-dr., $100*. Model Breakdown wood (6) 2-dr., $1,150; Biscayne (8) 


2-dr., $1,055; Biscayne (6) 2-dr., 








° p ~ MISCELLANEOUS—’59 Ford (6) %-ton ‘ 
Used-Car Auction rices 153 Chevrolet. 1 %-ton panel, $430. Of Auction Averages ‘58 Impala (8) sport coupe, $1,285* (ps), 














Nov., Oct., Sept., $1,075* (ps); Brookwood (8) 4-dr., 
LOS ANGELES Model 1961 1961 1961 $1,025* (ps); Bel Air (8) sport coupe, 
Dees | a $2,205 $2,384 $2,291 $1,000; sport sedan, $965* (ps), $920* 
(Continued from Page 40) Harold Henry’s Los Angeles Dealer Auto 1960 1,677 1,704 1,829 (ps); Biscayne (8) 2-dr., $785*; Delray 
Auction. Sale every Tuesday. Prices are| <~* "CC" , ’ . (6) 2-dr., $700; 4-dr., $680. 
pLYMOUTH—’61 Valiant 200 (6) 2-dr., |] PLYMOUTH—'60 Valiant (6) V-100 4-dr., | for sale of Nov. 21. ROOD ssesese00i0 1,276 1,374 1,417 ’57 Two-ten (8) 2-dr., $735*; station 
$1,515*. ¢ os . ae oes. geen BUICK—’61 Special 4-dr., $2,000*. ee 818 904 956 pr eae One-fifty (8) util- 
60 Valiant 200 (6) 4-dr., $1,175*. : uburban (8) Custom 4-dr., 0*, ’60 Electra 225 4-dr. hardtop, $2,500*; sty Secan, . 
w Pury (8) 2-dr, hardtop, $1,120*; $575* (ps); Fury (8) conv., $840* Invicta Estate Wagon a we San) 1967............ ass oe 68 "56 Bel Air (8) sport coupe, $700, $675; 
Suburban (6) Custom 4-dr., $815*. (ps); 2-dr, hardtop, $835*; Belvedere $2,400*; LeSabre Estate Wagon 4-dr.,| 1956............ 381 400 432 station wagon 4-dr. (9 pass.), $685*; 
157 Fury (8) 2-dr. hardtop, $315*. (8) 4-dr., $680*; Savoy (6) 4-dr., $650. $1,990* (ps). WOO isicstesvess 296 327 310 sport sedan, $610, $470°; conv., $535° 
poNTIAC—’'61 Catalina Safari 4-dr., $2,- ’58 Belvedere (8) conv., $440* (ps); Sa- ’59 Invicta 4-dr, hardtop, $1,700* (ps); 1954 205 208 220 (ps); 2-dr., $525*; Two-ten (8) station 
550* (ps); sport coupe, $2,100*; Star voy (8) 2-dr., $155*. LeSabre 4-dr. hardtop, $1,475* (ps);| oqo 1 _ Wagon, $580*, $500*. 7 
Chief 4-dr, Vista, $2,500* (ps), $2,- ’57 Suburban (6) Deluxe 4-dr., $335*; 2-dr, hardtop, $1,285*. Overall 55 Bel Air (8) sport coupe, $615, $535* 
350* (ps), $2,315* (ps); Tempest (4) Belvedere (8) 4-dr., $280* (ps); 4-dr. °58 Special 2-dr. Riviera, $785*. Average $ 927 $ 988 $1,008 (ps), $480*; 2-dr., $565*; conv., $555* 
4-dr., $1,780* (ps). hardtop, $250* (ps). ’57 RM 4-dr. Riviera, $735* (ps); Super (ps), $300*; Two-ten (8) 2-dr., $485*, 
10 Ventura sport coupe, $1,940*; Cata- "56 Savoy (8) 2-dr, hardtop, $470*; 4-dr. Riviera, $675* (ps); Special 2-dr, e880". a 
lina 4-dr, Vista, $1,930* (ps); 4-dr., Plaza (8) 4-dr., $180. Riviera, $610* (ps), 2 at $540*. dr. hardtop, $1,400* (ps), $1,105* (ps); 54 Bel Air sport coupe, $275°; 4-dr., 
Fae Dee eee See Ci a” SOR. SREB Ges, Ses ’56 Special 2-dr. Riviera, $435*; 2-dr., conv $1 2358 (ps) a a 153 ‘Two-ten ¢-dr., $225°; Bel Air 2-dr 
159 Catalina 4-dr., $1,380* (ps). . $410*, , 2) Sedar , * Ss 7 % -dr., $225*; Air 2-dr. 
eB Chieftain 4-dr., $690*. PONTIAC—'60 Catalina sport coupe, $1,-| 55 Special 2-dr. Riviera, $420* (ps), pe ag Bg Geese tps)’ Saebe thas: mene, Five; 2-Er.,_ Cabs. 
‘57 Star Chief 2-dr. Catalina, $550* (ps). 450. $300*, $255*; Century 2-dr. Riviera, conv $685* (ps) $560* (ps) ; CHRYSLER— 60 (300F) 2-dr. hardtop, $3,- 
156 Chieftain 4-dr, Catalina, $170*. ’59 Star Chief 4-dr. Vista, $1,510* (ps); $345* (ps). 55 (62) Coupe de Ville $850* (we) : 085* (ps). a 
55 Star Chief conv., $175*. ee Catalina sport coupe, $1,435* (ps), $1,- ’54 Special 2-dr. Riviera, $125* (ps). $760* (ps) , , aa a ro po hl 
~ , B a Qn* . - i 5o* . > ° - at S). 
PANBLED yp Ree a Rp ni ag See Ga a CADIELAC—'61 do Ville 2-dr. hardtop,| +54 (62) conv., $460° (pa). DeSOTO—'53 Firedome 4-dr., $230* (ps). 
56 Super Cross Country, $110. '58 Star Chief 2-dr, Catalina, $1,000* 550* eit ag iusanen $4,300" (ps); ’53 (75) 4-dr. (7 pass.), $270* (ps). DODGE—’60 Pioneer (8) station wagon, 
sTUDEBAKER—’60 Lark (6) station wag- (ps), $880* (ps); Chieftain 4-dr., $765* conv., $4,345* (ps) oe ’ | CHEVROLET—'61 Impala (8) 2-dr., $2,-| ,,$1:650 (ps). 
a f A . * s . Custom Royal (8) 2-dr. hardtop, 
on, $965. ; Ps): 60 (60) Special 4-dr. hardtop, $3,920* 340* (ps); sport sedan, $2,260* (ps); 1.455* “os dr.. $925 
'57 Commander (8) station wagon, $370*. ’57 Star Chief 4-dr. Catalina, $515* (ps). (ps); de Ville 4-dr. hardtop, $3,800* Corvair Monza (6) 2-dr., $1,900; Cor- . $ ,455 (ps); Coronet ® 4-dr., $925. 
MISCELLANEOUS—’53 Ford %-ton pick- ’56 Chieftain Safari 2-dr., $490*; 4-dr., (ps): 2-dr. hardtop, $3,635* (ps): (62) vair 700 (6) station wagon, $1,790*, 57 Sierra (8) 4-dr., $795 3 Custom Royal 
up, $145. $460* (ps); Star Chief 4-dr., $200*. 2-dr. hardtop, $3,260* (ps) , 60 Impala (8) sport coupe, $1,990* (ps), (8) 4-dr. hardtop, $565; Coronet (8) 4- 
149 Dodge %-ton pickup, $300; Interna- ’55 Star Chief 4-dr., $170*., 59 (60) Special Aotiy, hardtop, $3,100* $1,950* (ps); 4-dr., $1,790* (ps): ar. hardtop, $540* (ps). . 
tional wrecker, $300; Ford %-ton, | RAMBLER—’61 Classic (8) station wagon (ps); de Ville 4-dr. hardtop, 2 at $3,- conv., $1,780* (ps); Parkwood (8) 4-| EDSEL—’60 Ranger (8) 4-dr., $1,320*. 
$130. 4-dr., $1,800*; 4-dr., $1,600* (ps); 050* (ps); (62) 2-dr. hardtop, $2,985* dr., $1,925* (ps); Bel Air (8) 4-dr., | FORD—’'61 Thunderbird (8) 2-dr. hardtop, 
American (6) Custom conv., $1,690* (ps); conv., $2,850* (ps); 4-dr. hard- $1,600* (ps), $1,410*; Biscayne (8) 2- $3,440* (ps); Galaxie (8) 4-dr. Vic- 
CALDWELL N, a, (ps). top, $2,410* (ps). dr., $1,400*. toria, $2,280* (ps); Fairlane 500 (8) 
‘ : *.0 American (6) Deluxe 2-dr., $720. *58 (62) Coupe de Ville, $2,000* (ps); 59 Corvette (8) conv., $2,185; Parkwood 4-dr., $1,665"; Fairlane (6) 2-dr., $1,- 
Skyline Auto Auction, Sale every Tues- ’59 Super (8) 4-dr., $780*; American (6) 4-dr. hardtop, $1,775* (ps), $1,700* (8) 4-dr., $1,700* (ps); Impala (8) 385, $1,375, $1,350; Falcon (6) 4-dr., 
day. Prices are for sale of Nov. 21. Market Deluxe 4-dr., $725, $715*. (ps); conv., $1,700* (ps). sport coupe, $1,400, $1,375*; Bel Air $1,310. 
frm. Clean and sharp cars still pulling | opypEBAKER—’59 Lark (6) Deluxe 2- ’57 (62) 2-dr. hardtop, $1,440* (ps); 4- (8) 2-dr., $1,340* (ps); 4-dr., $1,130* (Continued on Page 42, Col. 3) 


good money. Average cars being sold at 

their worth. Rough cars finding few takers. 

gold 200 cars from 261 consignments. 

BUICK—’60 LeSabre 2-dr. hardtop, $1,- 
895* (ps); Invicta 4-dr. hardtop, $1,- 
675* (ps). 

159 Electra 4-dr, hardtop, $1,360* (ps); 
LeSabre 4-dr., $1,345* (ps). 

’58 Century 4-dr., $775* (ps); Special 4- 
dr., $660*. 

‘57 Special Estate Wagon 4-dr., $450 
(ps). 

156 Century 4-dr, Riviera, $300* (ps); 
RM conv., $230* (ps). 

’54 Special 4-dr., $100*; 2-dr., $100* 
(ps). 

‘ADILLAC —60 (62) 4-dr. hardtop, $2,- 
975* (ps), $2,975* (ps). 

59 (62) 4-dr. hardtop, $2,050* (ps). 

*58 (62) 4-dr. hardtop, $1,800* (ps), $1,- 
235* (ps); Sedan de Ville, $1,320* 
(ps). 

ST. (62) Coupe de Ville, $1,420* (ps), 
$1,140* (ps), $1,010* (ps). 

’55 (62) Coupe de Ville, $455* (ps). 

’54 (62) 4-dr., $165* (ps). 

CHEVROLET—’61 Impala (8) sport sedan, 

$2,005* (ps); sport coupe, $1,995* 
(ps); Corvair (6) Monza 2-dr., $1,- 
760*. 

60 Impala (8) sport coupe, $1,650* (ps); 
sport sedan, $1,625* (ps), $1,540* (ps), 
$1,500*; 4-dr., $1,485* (ps); Parkwood 
(8) 4-dr., $1,470* (ps), $1,400*, $1,- 
375* (ps); Bel Air (8) 4-dr., $1,350*, 
$1,300*, $1,280* (ps); Bel Air (6) 4- 
dr., $1,315* (ps), $1,280*, $1,275*, $1,- 
250*, $1,245*, $1,240, $1,240*, $1,225; 
Brookwood (6) 4-dr., $1,220, $1,205; 
Biscayne (6) 4-dr., $1,220*, $1,165*; 
Corvair (6) 500 4-dr., $1,050*, $1,- 
010*, $1,005*, $1,000*, $985, $895*. 

59 Impala (8) sport sedan, $1,275* 
(ps); conv., $1,240* (ps); Impala (6) 
conv., $1,150* (ps); Parkwood (6) 4- 
dr., $1,100* (ps), $1,085*, $990, $950; 
Parkwood (8) 4-dr., $1,050*, $940; Bel 
Air (6) 4-dr., $975*, $960* (ps), $950, 
$865; 2-dr., $855, $820; Bel Air (8) 4- 
dr., $950, $935*, $935* (ps), $930*, 
$925*; Biscayne (6) 4-dr., $785* (ps). 

‘58 Impala (8) conv., $820* (ps); Delray 
(6) 4-dr., $620*, $185. 

’57 One-fifty (6) 2-dr., $475*, $380; Two- 
ten (8) 4-dr., $300* (ps), 

’56 Bel Air (8) sport sedan, $360*; Two- 
ten (6) 2-dr., $315; station wagon 4- 
dr., $120. 

55 Bel Air (8) station wagon 4-dr., 
$225*; Two-ten (8) station wagon 4- 
dr., $225*; Two-ten (6) 4-dr., $175*. 

CHRYSLER—’60 Saratoga 4-dr, hardtop, 
$1,480* (ps). 

’59 Saratoga 4-dr. hardtop, $1,100* (ps). 
"58 NY 4-dr., $975* (ps); Windsor 2-dr. 
hardtop, $860* (ps). 

’57 Saratoga 2-dr. hardtop, $710* (ps); 
Windsor 2-dr. hardtop, $540* (ps), 
$525* (ps); 4-dr, hardtop, $530* (ps); 
4-dr., $425* (ps). 

’56 Windsor 4-dr., $200* (ps). 

DeSOTO—’60 Adventurer 4-dr., $995* (ps). 
’57 Firedome 4-dr., $425* (ps); Fire- 
sweep 2-dr, hardtop, $320* (ps). 

’55 Firedome 4-dr., $165* (ps). 

DODGE—’57 Custom Royal (8) 4-dr., 
$630* (ps); Coronet (8) 2-dr. hardtop, 
$500* (ps). 

’55 Royal 4-dr. hardtop, $140*; Coronet 
(8) 2-dr. hardtop, $125*. 

FORD—’61 Galaxie (8) 4-dr., $1,800* (ps), 
$1,685* (ps). 
°60 Galaxie (8) 4-dr, hardtop, $1,205* 
(ps); Fairlane (8) 2-dr., $1,100*; 
Country Sedan (8) 4-dr., $1,075*; 
Ranch Wagon (8) 2-dr., $970* (ps); 
Fairlane 500 (6) 4-dr., $965* (ps). 

’59 Thunderbird (8) 2-dr. hardtop, $1,- 
600* (ps); Galaxie (8) 4-dr. Victoria, 
$1,365* (ps), $1,095* (ps); Fairlane 
(8) 2-dr., $805*; 4-dr., $725*. 

"58 Custom 300 (8) 4-dr., $640*; Fair- 
lane (8) 4-dr., $480. 

’57 Fairlane 500 (8) 4-dr., $740* (ps), 
$410*; Custom 300 (8) 4-dr., $435*. 
°56 Custom (8) 4-dr., 2 at $485* (ps); 
2-dr., $250*, $200; Country Sedan (8) 
4-dr., $300* (ps); Fairlane (8) 2-dr. 

Victoria, $195*; 4-dr., $125. 

54 Custom (8) 2-dr., $100*; 4-dr., $100*. 

LINCOLN—’58 Capri 4-dr. hardtop, $1,- 
050* (ps). 

MERCURY—’60 Comet (6) 4-dr., $1,285*; 
Monterey 4-dr., $1,195* (ps). 

*59 Monterey 4-dr., $1,100* (ps). 

*58 Turnpike Cruiser 4-dr. hardtop, $750* 
(ps). 

357 Monterey 4-dr. hardtop, $430*. 

56 Montclair 2-dr. hardtop, $200*. 

55 Monterey 4-dr. hardtop, $245*. 

OLDSMOBILE "61 (88) 4-dr., $2,300* 
(ps). 

"60 (88) 4-dr, Holiday, $1,710* (ps); 

: (98) 4-dr. Holiday, $1,440* (ps). 

‘59 88) conv., $1,425* (ps). 

‘58 (88) 2-dr. Holiday, $550* (ps). 

57 (98) 4-dr, Holiday, $750* (ps); (88) 
4-Jr. Holiday, $540* (ps); 2-dr. Holi- 

a $470*. 

a 8) Super 4-dr., $155*; (88) 4-dr., 
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00% MORE TIRE MILES ? 





® T.M. of Tyrex, Inc. Transport ®—T'.M. Firestone 
Copyright 1961, The Firestone Tire & Rubber Company 






MEMBER ATA AMERICAN TRUCKING INDUSTRY 


ae 


bey ays who? (We do—and here’s proof !) 
When fleet tests of the new Firestone Transport-100 hit 109,000,000 
miles, we knew we had something! Findings: up to 50% more original 
tread mileage and much greater drive wheel traction. It requires only 
2/3 the stopping distance most other truck tires took on wet pave- 
ments. With a new 3-rib tread design, built with Firestone Rubber-X 
and Shock-Fortified cord bodies, the Firestone Transport-100 comes 


Firestone 


sow Dae «sux. TRANSPORT-IOO TRUCK TIRE 


p 
ee 


Pa ae 


to you at no extra cost. 
In nylon or Tyrex® 
rayon cord, tubeless or 
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coupe, $1,280* (ps). 
’58 Chieftain 2-dr. Catalina, $7999 


Mole run for Used-Car Auction Prices ‘of Chiettain dtr, Catalina $670*, eal 


’56 Star Chief 2-dr. Catalina, $275+. 
Chieftain 4-dr., $200*. 


Ou y RAMBLER—'59 Super (6) Cross Country 
$985* (ps). . 
% (Continued from Page 41) ’57 Deluxe (6) 4-dr., $400. 


’56 Custom Cross Country, $150. 















































































’60 Fairlane 500 (8) 4-dr., $1,425* (ps), | CHEVROLET—’61 Biscayne (8) 4-dr., $1,- ’55 Custom Cross Country, $420". " 
selling $1,300*; Fairlane (8) 2-dr., $1,270*; 650*; Biscayne (6) 2-dr., $1,560*. STUDEBAKER—’57 Commander (8) 2-dr,, 
Falcon (6) 2-dr., $1,125; 4- dr., $1,- "59 Parkwood (6) 4-dr., $895". $230* (ps). 
105*. ’58 Bel Air (8) sport coupe, $700*; Del- | MISCELLANEOUS—’56 Chevrolet (6) yy. " 
’59 Thunderbird (8) 2-dr. hardtop, $2,- ray (6) 4-dr., $675; Biscayne (6) 4- ton pickup, $495. 
290* (ps), $2,285* (ps); Galaxie (8) dr., $580*; Biscayne (8) 4-dr., $570*. ’55 Chevrolet (6) panel, $135. " 
2-dr. Victoria, $1,460* (ps), $1,325* ’57 Two-ten (8) station wagon 4-dr. (9 ’49 Chevrolet %-ton pickup, $100 OL! 
(ps); 4-dr. Victoria, $1,275* (ps); pass.), $690* (ps); 2-dr., $410; Two- ’47 Ford (8) wrecker, $425. 
conv., $1,185* (ps); 4-dr., $1,025*; ten (6) station wagon, $485* (ps). 
Country Sedan (8) 4-dr., $1,435* (ps); ’56 One-fifty (6) 2-dr., $165. CHICAGO 
Fairlane (8) 4-dr., $1,035* (ps); Cus- "55 Two-ten (6) sport coupe, $275, $250, iy 
tom 300 (8) 2- -dr., $1,035, $835*; Cus- $140; 2-dr., $235. Arena Auto Auction. Sale every Tues. 
tom 300 (6) 2-dr., $785; Ranch Wagon | DeSOTO—’58 Fireflite 4- dr., $600* (ps). day. Prices are for sale of Nov. 21. Ter. 
(8) 4-dr., $1,025"; 2-dr., $1,000. FORD—’61 Country Squire (8) 4-dr., $2,-| rific sale. Sold 459 cars from 708 consign- 
’58 Fairlane 500 (8) conv,, $930* (ps); 300* (ps). ments. ® 
Ranch Wagon (8) 2-dr., $760*; Custom ’60 Galaxie (6) starliner, $1,110; Fair- | BUICK—’61 LeSabre 4-dr., $2,140* (ps), 
bg RR al <a) an v., $1,665°; Pair on rod yd 4-dr., $1,025*. ’60 Electra 4-dr. hardtop, $2,000* (ps); 
’57 Thunderbir conv. _ ’ ustom 300 (8) 4-dr., $800*; Custom Electra 225 4-dr. hardto * 
for all 4-WHEEL DRIVES lane 500 (8) 2-dr. Victoria, $785* (ps), 300 (6) 2-dr., $680. (ps); LeSabre 4-dr. hardtop, $1800"; 5 
$610*, $600*; og ss Se) Sa. 58 Country Sedan (8) 4-dr., $505*. conv., $1,800* (ps). 5 
: Victoria, $610*; Country Sedan : ’57 Custom 300 (6) 2-dr., $385; Fairlane *59 Electra 4-dr. hardtop, $1,525* ( 
Everybody gets more of everything dr., $750* (ps); Fairlane (8) 2-dr. Vic- (6) 2-dr., $375* (ps). 4-dr., $1,435* (ps); 2-dr. hardtop, “4 = 
with Warn Hubs: more value, more toria, ori, =. in oe ’56 Thunderbird (8) conv., $1,125*; Cus- 240* (ps); Invicta 4-dr. hardtop, $1. 6 
ste : $580*; 2-dr., ; e -ar., tom (8) 2-dr. Victoria, $265*. 430* (ps); LeSabre 4-dr. hardtop * 
dependability, more mileage, more $645*' (ps);' Ranch Wagon (8) 2-dr.,/ 55 Country Squire (8) 4-dr., $255*. 425* (ps), $1,270" (ps); 2-dr hone 
satisfaction. And as a dealer, you $410*. ae sae gia’ Bias, “6 LINCOLN—’58 Continental Mark III 4-dr. top, $1,250* (ps). 
’56 Country Sedan ; hardtop, $1,225* (ps). ’58 Super 4-dr. Riviera, $1,010* (ps): 
also get more sales, more sales help, pass.), $375*; Fairlane (8) 4-dr., $430* | OLDSMOBILE—'57 (88) 2-dr., $445*. Century 4-dr. Riviera, §890*; Specni 15 
more satisfied customers, more net (ps), $385*, $360°:; =" Tree.’ r PLYMOUTH—’61 Belvedere (6) 4-dr., $1,- 4-dr. hardtop, $825* (ps). "5 
(ps); Custom -dr., ; 2-dr., 550* (ps). ’57 RM 4-dr. Riviera, $905* (ps); Su 
profits, more referrals. In fact, you $330; Main (8) 4-dr., $305*. ’59 Suburban (8) Deluxe 4-dr., $910; 4-dr. Riviera, $700* (ps); Conkuey ee 
sell more 4-wheel drives because of BS Fairlane 8), oar eral ; Savoy (8) 4-dr., $740; Plaza (6) 2-dr., pine e $565* (ps). 5 
$270*; ne agon $550. CADILLAC—’61 de Ville 4-dr. hardto 5! 
Warn Hubs, as well as more Warn 54 Ranch Wagon (8) 2-dr., $210*; Main| +58 Belvedere (8) 4-dr. hardtop, $570* $4,250* (ps), $4,000* (ps), $3,900 20N 
Hubs. It’s a happy circle because of (8) 2-dr., $190; Custom (8) 4-dr., (ps); Belvedere (6) 2-dr., $520* (ps). ote) aee? 2-dr. hardtop, $3,775* (ps), 
, : * 185*. ’57 Savoy (8) 2-dr., $355*; Belvedere 60 de Ville 4-dr. hardtop, $3,400* ( 
Warn’s overwhelming popularity IMPERIAL—’60 Crown 4-dr., $3,600* (ps). (8) ede, ser” $3,360* (ps); 2-dr. hardtop, $3,300% 
with everybody concerned! 59 Crown 4-dr. hardtop, $2,750* (ps). PONTIAC—'59 Catalina 4-dr., $1,235*; 2- (ps); (62) 4-dr. hardtop, $3,355* (ps); } 
°57 Imperial 4-dr., $1,310* (ps), r., $1,150*, $1,110* (ps); Safari 4-dr. 2-dr. hardtop, $3,200* (ps); Eldorado 6C 
LINCOLN—’60 Continental Mark V 4-dr. (9 pass.), $1,150. conv., $3,250* (ps). 
Fastest selling accessory made hardtop, $3,500* (ps). ’58 Star Chief 2-dr. Catalina, $990* (ps). 59 Eldorado conv., $2,750* (ps); (62) ' 
for 4-wheel Drives! ’59 Premiere 2-dr. hardtop, $2,460* (ps); ’56 Chieftain 2-dr, Catalina, $160*. 4-dr. hardtop, $2,670* (ps); 2-dr. hard- | 
4-dr., $2,335* (ps). RAMBLER—’59 American (6) 4-dr., $785*; top, $2,665* (ps), $2,600* (ps); conv,, ‘ 
The Original = Capri =. =e’ $625* (ps). Super (8) Cross Country, $510. sete" (Ps), $2,400° (ps); (60) Spe- 59 
- " ' apr r. ’56 Super Cross Country, $120*. cial 4-dr. hardtop, $2,530* (ps). 
“Selective Drive’ WARN MFG. CO., INC. MERCURY—’61 Comet (6) 2-dr., $1,590. STUDEBAKER 60 Lark @ station wag- ’58 (62) conv., $1,670* (ps); 4dr. hard- 
Riverton Box 6064 AN2, Seattle 88, Wash. ’59 Monterey 2-dr., $1,270*. on, $925*. top, $1,650*. § 
’58 Montclair 4-dr., $730* (ps). ’58 Scotsman (6) station wagon, $375; 57 (62) conv., $1,010* (ps). 58 
’57 Colony Park 4-dr., $1,030* (ps); 4-dr., $285, $245. . '5S (62) 4-dr., $455* (ps). s 
Turnpike Cruiser a we eats ; ’54 (62) 4-dr., $330* (ps). $ 
(ps); Montclair -dr., iS); CHEVROLET—’62 Impala (6) sport s 
Stenguey 2-dr. hardtop, $355*. WAREHOUSE POINT, CONN. $2,520*. sf ae wr 
’56 Montclair 2-dr. hardtop, $460* (ps), Southern Auto Sales, Inc, Sale every ’61 Impala (8) sport sedan, $2,175* (ps), $ 
$360* (ps), $335* (ps); Medalist 4-dr. | wednesday, Prices are for sale of Nov. 22. $2,105* (ps), $2,100" (ps), $2,060* RAM 
hardtop, $305*. ss BUICK —’58 Super 2-dr, Riviera, $860* (ps); sport coupe, $1,975*; Impala (6) 0 
’55 Montclair 2-dr. hardtop, $440 4-dr., (ps); Special Estate Wagon $800* sport sedan, $1,950*; 2-dr., $1,900*: 59 
$395*; Custom 2-dr., $285 (ps); Mon- (ps); 4-dr, Riviera, $650* (ps). Brookwood (8) 4-dr., $2,045* (ps): 58 
terey 2-dr. hardtop, $270*, $250*, ’57 Special 2-dr, Riviera, $650*: conv., Corvair 700 (6) station wagon, $1,800*; "57 
$245*. $400*; 2-dr., $400*; Century 2-dr. Corvair Monza (6) 2-dr., $1,795*, $1,- "56 
’54 Monterey 2-dr. hardtop, $200*. Riviera, $575* (ps), $310*. 765*, $1,630; Bel Air (6) 4-dr., $1,625* d 
’52 station wagon, $165*. ; ’56 Special 4-dr. Riviera, $430* $410*, (ps), $1,590*; 2-dr., $1,610*; Biscayne STUL 
OLDSMOBILE—’ 60 (88) Super Fiesta 4-dr. '5S Special 4-dr, Riviera, $215* (ps); (6) 4-dr., $1,555. 159 


(9 pass.), $2,700; 2-dr. Holiday, $2,- 
100* (ps). 
’59 (88) Fiesta 4-dr., $2,100* (ps); 2-dr. 


’60 Impala (8) sport coupe, $1,830*, $1,- 
665*; sport sedan, $1,825*; 4-dr., $1,- 
725, $1,640* (ps); conv., $1,645* (ps); 


conv., $175* (ps). 
CADILLAC—’60 (62) Sedan de Ville, $3,- 
200* (ps). 








Holiday, $1,690* (ps); (98) 4-dr. Holi- 57 (62) 2-dr, hardtop, $1,250* (ps), Impala (6) sport coupe, $1,575, $1,545* Ma 
; day, $1,855*. 1.235°: 2-dr. Holl- $1,010* (ps), (ps), $1,425; Brookwood (8) 4-dr., $1,- day. 
Fe ae con ek Holida % $910* | CHEVROLET—’61 Impala (8) sport sedan, 690*, $1,500* (ps), 2 at $1,400, $1,365; ™% pe 
day, $1,125* (ps); 4-dr. “a ay, 1:030° $1,935* (ps); Biscayne (8) 2-dr., $1,- Bel Air (8) sport sedan, $1,520*; 4-dr., BUIC 
} (pe); (88) Super 4-dr. Holiday, $ 685*; Biscayne (6) 2-dr., $1,650*, $1,- a ), get ere $i.- 60 
ps). : 6107. ) ps), $1,370* (ps); Bel Air (6) 4- 
ee” license frames — ’57 pod —. meeey, Dany, ease (we) 60 Impala (8) sport coupe, $1,720* (ps); dr. $1,445; Biscayne | (8) 4-dr., | $1. a 
plates are constant reminders 56 (88) Super SR gamle (88) pir sport sedan, $1,700* (ps); conv., $1,- 320*, $1,310*, $1,300*; 2-dr., $1,225*; G 
for your sales and service $485* (ps), $385 PH ae oe $445*: 550* (ps); Bel Air (8) 4-dr., $1,450*, Biscayne (6) 2-dr., $1,145; Corvair 500 4- 
customers and prospects. ; Holiday, $485 ; 2-dr. oliday, ; $1,400*, $1,345*, $1,265*, $1,220*; Bel 4 (6) 4-dr., $1,070, $1,050; 2-dr., $1,000. E 
Working continuously to ens . 2-dr., _— *stoliday, $300° (pe), $350° Air (6) 4-dr., $1,300, $1, 275*: Biscayne 59 Impala (8) sport sedan, $1,380* (ps), +59 
¥ traffic for your dealership. | 55 (88) =. c > s250°. , (6) 2-dr., $1, 260, $i, 230, $1,200. $1,365 (ps), $1,360* (ps), $1,305° E 
se Benmatt dealer identification : $340*; (88) uper Soak 2 $150° ’59 Impala (8) sport sedan, $1,320* (ps), (ps); Impala’ (6) sport sedan, $1,330 $1 
items for increased sales! oe (88) nner =. = “ann (6) 2-dr $1,265* (ps); Parkwood (6) 4-dr., $1,- (ps); sport coupe, $1,200* (ps); conv., (I 
PLYMOUTH—'61 | Valiant les 8) Sub. 315*, $1,275*, $1,225* (ps); Bel Air $1,120*, $1,050* (ps); 4-dr., $1,050* } 
a & eo Re A T T hardtop, $1,625*; Valiant ( (8) sport sedan, $1,225* (ps); Bel Air (ps); Parkwood (6) 4-dr., $1,235*; 16 
urban 4-dr., $1,480. 1,275°: Valiant (8) 4-dr., $1,050* (ps), $975; sport Brookwood (8) 4-dr., $1,195*; Brook- 58 
ORGANIZATION, INC. OOO tO) dear. $1,235% as sedan, $990*; Biscayne (6) 4-dr., $900, bt ee its $1, ee, te) ae CAD 
-dr., $1, ; * -dr. iscayn ) 2-dr, ; 
1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS '59 Suburban (8) Custom 4-dr. (9 pass.),| $729". os ce. 4-dr., $1,060*; Brook- $985, $945; Biscayne (6) 4-dr., $985, $3 
Los Angeles 23, California ® Philadelphia 45, Pa. $1,500* (ps), $1,385*. Re , ’58 Impala (8) sport coupe, $1 025* (ps) 03 
’ 950* (ps); wood (6) 4-dr., $700; Impala (8) F Hg gs My 4- 
’58 Fury (8) 2-dr. Resdtep, 9% g5108 conv., $1,015*; Biscayne (8) 4-dr., $925* (ps); conv., $920* (ps); Bel Air to 
Suburban (8) a "4 “b 2-dr $1,000*, $875; Nomad (8) 2-dr., $850* (8) sport coupe, $950* (ps); 4-dr., 02 
te ee, OS ee et conv. (ps); Bel Air (8) 4-dr., $790, $705*; $880*; Bel Air (6) 4-dr., $840*, $550* $4 
hardtop, $660*; Belvedere (8) ” Delray (6) 2-dr., $710, $660, $575*: (ps); Brookwood (8) 4-dr., $945* (ps); 60 | 
: $585* (ps). e-ar. hardtep, $685° Yeoman (8) 2-dr., $560. Biscayne (6) 2-dr., $825*, $625*; Bis- $3 
Of Helvedere (8) ar. ia) Caton 4-| 'O%. Bel Air (6) 4-dr., 850°, 966°, cayne (8) 4-dr., $810*; 2-dr., $730, 30 
coe), See. NES OP) nae $425*; Two-ten (8) 4-dr., $690*; Two- $725; Delray (8) 4-dr., $685. $3 
dr., $485; Savoy (8) east teen ten (6) 2-dr., $440. ’57 Bel Air (8) sport sedan, $860; conv,, to) 
$460*; Savoy (6) 4-dr., $285; ’56 Two-ten (8) sport coupe, $575*; Two- $795* (ps); sport coupe, $710*; Bel Air 59 
et 2-dr., $300 e anes $400* ten (6) 4-dr., $460, 2 at $450; 2-dr., (6) 4-dr., $480*; Two-ten (8) station ® 
{aE Detvedane (8) 3-dz. Barcrep, $335; Bel Air (8) conv., $500* (ps). wagon, $740*; sport sedan, $715*; One- 7 
55 Plaza (6) 2-dr., $290. an $1,860° 54 Two-ten 2-dr., $265; Bel Air sport fifty (8) 2-dr., $630; One-fifty (6) sta- (p 
PONTIAC — ’60 Catalina 4-dr., $1, coupe. $170". tion wagon, $480. ; z 
s : (ps). ‘ $1,980* (ps); ’53 Two-ten 4-dr., $100*. ’56 Bel Air (8) sport coupe, $555*; Two- 5g 
59 Bonneville sport Coupe, ine Par | CHRYSLER—’56 NY 4-dr., $360* (ps). ten (8) 4-dr., $435*. vil 
Ud A] | Catalina 2-dr., $1,550 Ps); -] DeSOTO—’58 Fireflite 4-dr., $540* (ps). ’55 Bel Air (6) sport coupe, $375* (ps). aa 
ev sta, $1,470". 1,185* (ps): '57 Firesweep 2-dr, hardtop, $400* (ps); | CHRYSLER—’58 Windsor 4-dr. hardtop, | gypy) 
58 Star Chief Safari os = PS); Firedome conv., $375* (ps). $895* (ps); 2-dr. hardtop, $745* (ps), 68: 
: 2-dr. Catalina, eee : 48 Deluxe 4-dr., $150. DeSOTO—’60 Adventurer 4-dr. hardtop, Ir 
*57 Star oe wae $665". $575 (ps); | DODGE—'57 Coronet (8) 4-dr., $500*, $1,775* (ps). . ae, 
56 Star Chief 2-dr. , a i rv be tan! $475*; 2-dr., $350* (ps). "59 Firestone 4-dr., $1,025*. 61 
conv., $455* (ps); Chie saase. $335° ’56 Coronet (8) 2-dr. hardtop, $210*| °58 Firesweep 2-dr, hardtop, $555* (ps). (8) 
talina, $540*, $410*, $385", pe (ps). ’57 Fireflite 4-dr. hardtop, $600* (ps). (pe 
$325*, $310*; station wagon, $ 55 Coronet (6) 2-dr., $200. DODGE—’61 Seneca (6) 2-dr., $1,390*. $2 
rp iPS); 2-dr., $335"; catalina. $310*, | FORD—'61 Galaxie (8) 4-dr., $1,710* (ps). | ‘60 Pioneer (6) 2-dr., $1,345* (ps); 4-dr. 201 
O 55) Star Chief otain 2dr, $40°, | °0 Thunderbird (8) 2-dr.' hardtop, $1,- $1,140*, $1,100*; Seneca (6) 2-dr, pal 
ee ee tat Gustem 995° (ps); Galaxie (8) 4-dr., $1,400*;| | $880*. coh cay 
RAMBLER— 60 Am assa' or —o 14) Galaxie (6) conv., $1,210; Fairlane (6) 59 Coronet (8) 2-dr. hardtop, $1,000 ‘<A 
Ma WARS, SFOS Ue) er tens 2-dr., $1,240*; Fairlane 500 (8) 2-dr., (ps);. Coronet (6) 4-dr., $860* (ps). 13 
x & 4 I 4 @) N er. if iN ¢ ) en waaen. 2.555: 33 De luxe (6) $1,175*; 4-dr., $1,000*; Ranch Wagon 58 Coronet (8) 2-dr. hardtop, $745* (ps), C5 
59 American (6) 2-dr., $830; Deluxe (8) 2-dr., $1,150*; Falcon (6) 4-dr., $700* (ps). i $1, 
. 4-dr., $785. ~ , 530* $1,150*; Country Sedan (6) 4-dr., $1,- | FORD—’61 Thunderbird (8) 2-dr. hardtop, 60 Cc 
k _ oes Sng * gamed $000". 404. $3,300* | (ps),' $3,200* (ps), $3, fas 
eee oe oe ; nd . ’59 Galaxie (8) 2-dr. Victoria, $1,375* (ps); Fairlane 500 (8) 2-dr., $1,770"; ‘ 
STUDEBAKER '59 Lark (6) 2-dr.,_ $480. (ua), 9088°: Country Medan (8) é-dr.. Fairlane 500 (6) 2-dr., $1,420*; Falem by 
. MISCELLANEOUS—'61 Ford (6) Fale $1,075*; Fairlane (8) 4-dr., $1,000. (6) station wagon, $1,770*; 4-dr., $1 a. 
ONE OF THE AVEO) ies ie, See. $1.285° 58 Custom 300 (8) 4-dr., $590*: Cus- 550*, $1,410*; 2-dr., $1,385; Fairlane zee! 
60 Ford (6) tyra aaee — ono $y. tom 300 (6) 2-dr., $340: Fairlane (6) (6) 2-dr., $1,580. f ; $1," 
LARGEST AND MOST MODERN Stee th) te-ton LW pues. $1,125. 2-dr., $530*; Country Sedan (8) 4-dr., ~~ a gag ga 4-d 
"59 Chevrolet (8) El Camino, $1,285; (6) a me is ee a an ae $1,230" $1, 
‘Ye ickup, $1,080; Ford (6) %-ton 57 Fairlane (8) P 4-dr., $620 , $450*, _ . See ao r s ane: O-dr $1,1 
PRODUCTION FOUNDRIES soe eorweee $265*; Custom 300 (6) 2-dr., $550*; (ps); Falcon (6) 4-dr., $1,135; 2-dt (8) 
ee ue: $695. 1 ickup, $835; Ranch Wagon (8) 2-dr., $435*, $350. $1,030*; Fairlane (6) 2-dr., $1,060, $1- $1,4 
58 Chevrolet (8) on ors5. 7" ’56 Custom (8) 2-dr. Victoria, $440*; 010*, $1,000*. : . ane Non 
* cmt tee vod a $710* Fairlane (6) 2-dr., $310; Country Se- "59 Galaxie (8) 4-dr. Victoria, $1 a vair 
‘57 Chevro et (8) 2- aa Magne. 7a) dan (8) 4-dr., $145*. (ps); Galaxie (6) 2-dr. Victoria By 310° 
us pat $0) ae pic aA ge - ‘pick- ’55 Fairlane (8) conv., $350*; Custom 015* (ps), $740* (ps); conv., $945 C50 
#-ton pickup, $390*; (6) %-ton pic (8) 2-dr., $275*. (ps); Country Sedan (6) 4-dr $1, 59 B 
ESTABLISHED 1866 pees, $850.) ma $485: Chev- | MERCURY—'57 Monterey 4-dr, hardtop, 010* (ps); Fairlane 500 (6) 2-dr. Vit 075" 
55 Ford (8) %-ton pickup, $485; Chev- $525* (ps). toria, $960* (ps); Custom 300 (6) & 190 
THE WHEL rolet (6) %-ton panel, $360; (6) “4-| 456 Custom 2-dr. hardtop, $410*. dr., $900; 2-dr., $775, $700; Fairlane $1,3 
” ef en eae tien so eheteen 06m OLDSMOBILE — ’60 (98) 4-dr. Holiday, ae She” $850*; Fairlane (6) 31'3 
bs es eae ’ nd $1,900* (ps). 4-dr., $/50°. $1,2 
F ’51 Ford (8) %-ton utility truck, $335. 159 (88 a 81. 290* (ps): (98 , ’5S Fairlane 500 (6) 4-dr., $600* (pS) thy 
DIVISION OF GORDON STREET, INC, '48 Chevrolet %-ton pickup, $260. “—_iaha or ee Custom 300 (6) 4-dr., $355". asi 
41 GMC (6) wrecker, $550. a 5S (98) conv., $925* (ps). ’57 Country Sedan (8) 4-dr. (9 pass.), 160° 
38 Chevrolet %-ton pickup, $125. '57 (88) 2-dr. Holiday, $655*, $355* $710* (ps); Country Sedan (6) — $1.0: 
(ps); (98) 4-dr, Holiday, $500* (ps), $565* (ps), $460* (ps); Fairlane 50 me te 
MAIN OFFICE AND MANUFACTURING PLANTS LAFAYETTE, N. Y. tea. a. (8) skyliner, $695* (ps), $600* (ps); = 
he 2 9. taaw 20* * Fairlane 500 (6) 4-dr., $470*; Ran 
CHATTANOOGA Ft TENNESSEE Syracuse Auto Auction, Sale every “aiew et, Ae, TEM, S00y", Wagon (6) 2-dr., $460*, $390*; Ran¢h be 
Wednesday. Prices are for sale of aay. 22. 55 (88) 4-dr., $225* (ps). , Wagon (8) 2-dr., $450*. ’ — (nat 
Have a strong demand for more top, cleat | PLYMOUTH—'58 Savoy (8) 4-dr., $450*;| ‘56 Fairlane (6) 2-dr. Victoria, $325°.._ coup 
55 and 56 Chevrolets. 59, ’60 anc ‘6 Plaza (6) 4-dr., $280. 55 Fairlane (8) 2-dr. Victoria, $530"; $850 
cars are selling very well. Need more late} +57 Savoy (8) '4-dr, hardtop, $520°, Crown Victoria, $485*; Country Squl® | oypysy 
model Cadillacs. $350*; Plaza (6) 2-dr., $380; Belvedere (8) 4-dr., $490%, (ps) 
BUICK—’55 Special 4-dr. Riviera, $790*. (6) 4-dr., $285*. IMPERIAL—’60 Imperial 2-dr, hardtop, 60 Wi 
CADILLAC—’59 de Ville 4-dr, hardtop,| °56 Belvedere (8) 4-dr, hardtop, $300*; ,$2,450* (ps). aa '58 Sai 
$2,325* (ps). Suburban (6) Deluxe 2-dr., $200*, LINCOLN—'61 Continental 4-dr., $4,34 DODC E 
’57 (62) 4-dr. hardtop, $900* (ps), PONTIAC—’59 Bonneville 4-dr. Vista, $1,- (ps). (ps) 
’54 (62) 4-dr., $425* (ps). 565* (ps), $1,550* (ps); Catalina sport (Continued on Page 43, Col. 1) "60 Mz 
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60 Lincoln 4-dr. hardtop, $2,520* (ps). 
CURY—’59 Park Lane 2-dr. hardtop, 
$1,305* (ps); Monterey 2-dr., $980*. 

‘57 Monterey 2-dr. hardtop, $520* (ps), 
$505* (ps). 

56 Medalist 2-dr. hardtop, $320*. 

OLDSMOBILE—’61 (98) conv., $2,685* 
(ps); (88) Super 4-dr, Holiday, $2,- 
480* (ps); (88) 2-dr. Holiday, $2,350* 
(ps); F-85 4-dr., $1,780*. 

60 (98) conv., $2,170* (ps), $1,945* 
(ps); (88) 4-dr. Holiday, $1,875* (ps); 
4-dr., $1,800* (ps), $1,730* (ps), $1,- 
650* (ps); 2-dr. Holiday, $1,730* (ps). 

159 (88) 4-dr. Holiday, $1,675* (ps), $1,- 
550* (ps); Fiesta 4-dr., $1,630* (ps); 
4-dr., $1,265* (ps); (98) 4-dr., $1,550* 
(ps), $1,525* (ps). 

'57 (88) 4-dr. Holiday, $660*, $495*. 

56 (88) 2-dr. Holiday, $440* (ps). 

PLYMOUTH— 61 Suburban (8) Custom 4- 
dr., $1,705* (ps). 


60 Fury (8) 4-dr., $1,350*; Suburban 
(8) Custom 4-dr., $1,345*; Suburban 
(6) Deluxe 4-dr., $1,280*; Belvedere 
(8) 4-dr., $1,065*; Savoy (6) 2-dr., 
$855, $800. 


’59 Suburban (8) Custom 4-dr., $1,040*. 

’58 Savoy (6) 4-dr. hardtop, $570*; 4- 
dr., $525*, $425*, $350*; Plaza (6) 2- 
dr., $445. 

’57 Suburban (8) Custom 2-dr., $540*. 

’55 Belvedere (8) 2-dr., $370*. 

PONTIAC—’61 Bonneville conv., $2,600* 
(ps); 4-dr. Vista, $2,480* (ps), $2,- 
400* (ps); Catalina Safari 4-dr., $2,- 
400* (ps), $2,300* (ps); 4-dr. Vista, 
$2,250* (ps), $2,130* (ps). 

*60 Bonneville 4-dr. Vista, $2,030* (ps); 
conv., $1,900* (ps); sport coupe, $1,- 
740* (ps); Catalina conv., $1,830* 
(ps); Safari 4-dr,, $1,760* (ps); 4-dr. 
Vista, $1,600* (ps). 

*59 Bonneville sport coupe, $1,430*; Cata- 
lina 4-dr, Vista, $1,380* (ps); Safari 
4-dr., $1,320* (ps); 4-dr., $1,185* (ps) ; 
Star Chief 4-dr. Vista, $1,275* (ps). 

’58 Star Chief 2-dr. Catalina, $825* (ps), 


$765* (ps); Chieftain 2-dr. Catalina, 
$775* (ps); Bonneville sport coupe, 
$345* (ps). 

'57 Star Chief 4-dr. Catalina, $585*, 
$545, $540. 

RAMBLER—’60 American (6) 4-dr., $1,- 
040. 

*59 American (6) 4-dr., $1,000* (ps). 


’58 Custom (8) Cross Country, $805*. 
’57 Super (6) 4-dr., $450. 
’56 Custom 4-dr., $415* 
dr., $350* (ps). 
STUDEBAKER—’60 Lark (6) 2-dr., $865. 
’59 Lark (6) 2-dr., $540. 


MANHEIM, PA. 


Manheim Auto Auction. Sale every Fri- 
day. Prices are for sale of Nov. 24. Sold 
™% percent of 476 consignments. 
BUICK—’62 Special conv., $2,510*. 

*60 Invicta station wagon 4-dr., $2,335*; 
4-dr., $1,780*; 2-dr. hardtop, $1,745* 
(ps); LeSabre 4-dr, hardtop, $1,960* 
(ps); conv., $1,960* (ps), $1,870* (ps); 
4-dr., $1,770*, $1,670*; 2-dr., $1,490"; 
Electra 4-dr., $1,785*. 

’59 Invicta 2-dr. hardtop, $1,510* 


(ps); Super 4- 


(ps) ; 


Electra 4-dr, hardtop, $1,500* (ps), 
$1,400*; 4-dr., $1,370* (ps), $1,360* 
(ps); LeSabre 2-dr. hardtop, $1,385* 


(ps); conv., $1,335* (ps); 4-dr., $1,- 
160*. 
’58 Century 4-dr., $1,075* (ps). 

CADILLAC—’61 (62) conv., $4,335* (ps), 
$3,900* (ps); 2-dr., $4,150* (ps), $4,- 
035* (ps), $4,020* (ps), $3,925* (ps); 
4-dr., $3,960* (ps); de Ville 2-dr. hard- 
top, $4,275* (ps), $4,185* (ps), $4,- 
020* (ps); 4-dr. hardtop, $4,250* (ps), 
$4,185* (ps), $4,100* (ps). 

"60 (62) 4-dr., $3,300* (ps), $3,250* (ps), 
$3,050* (ps), $2,825* (ps); conv., $3,- 
300* (ps), $3,100* (ps); de Ville 4-dr., 
$3,120* (ps); (60) Special 4-dr. hard- 
top, $2,750* (ps). 

"59 de Ville 2-dr. hardtop, $3,000* (ps); 
4-dr. hardtop, $2,720* (ps), $2,575* 
(ps); (62) 4-dr., $2,750* (ps), $2,575* 
(ps); conv., $2,625* (ps), $2,575* (ps), 
$2,400* (ps). 

"58 (62) conv., $1,810* (ps); Coupe de 
Ville, $1,735*; 4-dr., $1,690* (ps); Se- 
dan de Ville, $1,525* (ps). 

CHEVROLET—’62 Impala (8) conv., $2,- 
685*; Impala (6) conv., $2,400; Chevy 
II (6) 2-dr., $2,235; Chevy II (4) 2- 
dr., $1,825. 

’61 Corvette (8) 2-dr., $3,250; Impala 
(8) sport sedan, $2,275* (ps), $2,100* 
(ps), $2,090* (ps), $2,080* (ps); conv., 
$2,230* (ps), $2,210* (ps); 4-dr., $2,- 
200*; sport coupe, $2,100* (ps); Im- 
pala (6) sport coupe, $1,600 (ps); Bis- 
cayne (6) 4-dr., $1,730*; Bel Air (8) 
4-dr., $1,725*; Corvair (6) Monza 4- 
dr., $1,920*, $1,900*; 2-dr., $1,870; 
C500 (6) 2-dr., $1,630*; C700 4-dr., 
$1,570, $1,385. 

’60 Corvette (8) conv., $2,400*; Impala 
(8) sport coupe, $1,860*, $1,805*, $1,- 
785*, $1,760*, $1,760*, $1,750*; conv., 
$1,675*, $1,670* (ps), $1,660* (ps); 4- 
dr., $1,470* (ps); Impala (6) sport 
coupe, $1,795*, $1,690*, $1,625*; conv., 
$1,725*, $1,580* (ps); Brookwood (8) 
4-dr., $1,650*; Bel Air (6) sport coupe, 
$1,650*; 4-dr., $1,380*, $1,310, $1,285, 


$1,190; sport sedan, $1,280*; Bel Air 
(8) 4-dr., $1,400*; Biscayne (6) 4-dr., 
$1,400*; Biscayne (6) 4-dr., $1,400; 
Nomad (6) 4-dr., $1,290* (ps); Cor- 


vair (6) C700 4-dr., $1,380*, 2 at $1,- 


310*, $1,250, $1,135*; 2-dr., $1,280*; 
C500 4-dr., $1,060, $975. 
*59 Brookwood (8) 4-dr., $1,530*, $1,- 


075*, $925*; Brookwood (6) 4-dr., $1,- 
190, $1,110* (ps); Impala (8) conv., 
$1,360* (ps), $1,160* (ps); sport sedan, 
$1,340* (ps), $1,125, $1,115*; 4-dr., 
$1,250* (ps), $1,240; sport coupe, $1,- 
120; Bel Air (6) 2-dr., $1,250* (ps), 
$940; 4-dr., $1,195; sport sedan, $1,- 
160*; Bel Air (8) 4-dr., $1,155* (ps), 
$1,020. 

*58 Brookwood (8) 4-dr., $1,160; Brook- 
wood (6) 4-dr., $695*; Impala (6) 
Sport coupe, $1,090*; Impala (8) sport 
coupe, $1,030* (ps), $990* (ps), $895* 
(ps); conv., $925*; Bel Air (8) sport 
soups. $875*, $745*; Bel Air (6) 4-dr., 
850. 

pee eee Newport conv., 
Ps). 
"60 Windsor 4-dr., $1,600* (ps). 
"58 Saratoga 4-dr., $910* (ps). 


$2,285* 


DODC— 61 Phoenix (8) 4-dr., $1,710* 
rea eS) 3 Seneca (6) 2-dr., $1,350. 
60 Matador (8) 4-dr. hardtop, $1,425; 









































Seneca (6) 2-dr., $1,075*, $1,070; Pio- 
neer (6) 2-dr., $1,020, $900. 
’59 Royal (8) 2-dr. hardtop, $1,070* 
(ps); Coronet (8) 4-dr., $1,010* (ps); 

Coronet (6) 4-dr., $1,010* (ps). 
’58 Custom Royal (8) 2-dr. hardtop, 
Eieee’ Coronet (8) 2-dr. hardtop, 
. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$2,960* (ps); Country Sedan (8) 4-dr., 
$2,035* (ps), $1,975* (ps), $1,850* 
(ps); Galaxie (8) 4-dr, Victoria, $2,- 
020* (ps); 2-dr. Victoria, $1,885* (ps), 
$1,815*; Falcon (6) 4-dr., $1,850*%; 2- 
dr., $1,600, $1,350. 

‘60 Thunderbird (8) 2-dr. hardtop, §$2,- 
424* (ps), $2,175* (ps), $2,175* (ps); 
conv., $2,050* (ps); Galaxie (8) 4-dr. 
Victoria, $1,400* (ps); starliner, $1,- 
310*; Fairlane 500 (8) 2-dr., $1,210*, 
$1,140*, $1,050, $1,030*; 4-dr., $1,180, 
$1,160, 3 at $1,150, $1,140*; 2 at §$1,- 
100*; Fairlane 500 (6) 2-dr., $1,160, 
$1,110; Country Sedan (6) 4-dr., $1,- 
200*, $1,190*; Fairlane (8) 4-dr., $1,- 
110, $725; 2-dr., $995; Ranch Wagon 
(8) 2-dr., $1,000; Falcon (6) Custom 
4-dr., $1,350*; Deluxe 4-dr., $1,245", 
$1,225*, 2 at $1,160, $1,090, $1,080; 2- 
dr., $1,200, $1,090, $950; station wag- 
on 4-dr., $1,150. 

*59 Thunderbird (8) 2-dr, hardtop, $1,- 

Country Squire (8) 4-dr., 


925* (ps); 

$1,480* (ps), $1,425*; Country Sedan 
(8) 4-dr., $1,320*, $1,240* (ps), $1,- 
235* (ps), $1,220, $1,100*, $1,085*, $1,- 
075*; Galaxie (8) 2-dr., $1,400* (ps), 
$1,210*; 4-dr., $1,010*, $1,000* (ps); 
cony., $1,070* (ps); Fairlane (8) 4-dr., 
$1,080*, $870; Fairlane 500 (8) 4-dr., 
$1,250*, $1,050*; Custom 300 (6) 2-dr., 


$875*, $785; Custom 300 (8) 2-dr., 
$750; Ranch Wagon (6) 2-dr., $835, 
$800. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 
720* (ps); Fairlane 500 (8) conv., 
$850*; 2-dr. Victoria, 2 at $770*; 4- 
dr., $600*; Fairlane (8) 2-dr., $740*, 
$725*, $425*; Fairlane 500 (6) 4-dr., 
$610*, $590*; Custom 300 (6) 4-dr., 
$700*. 

IMPERIAL — ’60 2-dr. 
(ps). 
’59 4-dr., $1,830. 
LINCOLN—’60 2-dr., $3,110. 
’59 4-dr., $1,850* (ps). 
’58 Premiere 4-dr. hardtop, $1,375* (ps). 
MERCURY—’61 Monterey 4-dr. hardtop, 


hardtop, $2,530* 


$2,010* (ps); Meteor 800 4-dr., $1,- 
790* (ps); Comet 2-dr., $1,680*; 4- 
dr., $1,490*. 


60 Comet (6) 4-dr., $1,440*; 2-dr., $1,- 
270. 

59 Monterey 4-dr., $1,185* (ps), $1,050* 
(ps), $950*. 

OLDSMOBILE —’61 (98) 2-dr. Holiday, 
$2,600* (ps); (88) 4-dr. Holiday, $2,- 
495* (ps), $2,235* (ps), $2,200* (ps); 
F-85 station wagon 4-dr., $2,060*; 4- 
dr., $1,495. 

"60 (88) Super 2-dr, Holiday, $2,025* 
(ps); conv., $1,985* (ps); 4-dr., $1,- 
825* (ps); (98) 4-dr. Holiday, $1,760* 
(ps); (88) 4-dr., $1,740* (ps). 

*59 (88) Super station wagon 4-dr., $1,- 
650*; 2-dr. Holiday, $1,615* (ps); 4- 
dr. Holiday, $1,500* (ps); (88) 2-dr. 
Holiday, $1,575* (ps), $1,550* (ps); 2- 
dr., $910; (98) 4-dr., $1,390* (ps). 

’58 (88) 4-dr., $1,005*; 4-dr, Holiday, 
$860* (ps); (88) Super 4-dr. Holiday, 
$990* (ps); conv., $725* (ps). 

PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 
$1,585; Valiant (6) V-200 4-dr., $1,- 
555* (ps), 2 at $1,525* (ps), $1,520* 
(ps), $1,460*, $1,450. 

’60 Fury (8) conv., $1,260*; 2-dr. hard- 
top, $1,185* (ps); Belvedere (8) 4-dr., 
$1,100*, $860; Savoy (6) 2-dr., $810; 
Valiant (6) 4-dr., $1,180*; 4-dr. hard- 
top, $1,150. 

’59 Savoy (6) 2-dr., $680. 

’58 Suburban (8) 4-dr., $670*, $590*; 
Belvedere (8) 4-dr., $550* (ps); Savoy 
(8) 2-dr., $450*. 

PONTIAC—’61 Bonneville Safari 4-dr., $2,- 
575* (ps); Catalina (8) 2-dr. Vista, 


$2,305* (ps); Tempest (6) 4-dr., $1,- 
650°. 

’60 Bonneville 2-dr. Vista, $2,080* (ps), 
$2,060* (ps), $1,940* (ps); Catalina 


Safari 4-dr., $1,785; 4-dr., $1,730*. 

’59 Bonneville conv., $1,770* (ps); 4-dr. 
Vista, $1,600* (ps); Star Chief 4-dr. 
Vista, $1,360* (ps); Safari 4-dr., $1,- 
175. 

'58 Chieftain 2-dr., $700*. 

RAMBLER—’60 Rebel (6) station wagon 

4-dr., $1,500*, $1,480; Deluxe (6) 4-dr., 
$1,185*; Super (6) 4-dr., $1,050, $990*; 
2-dr., $955; American (6) station wag- 
on 2-dr., $990. 

59 Deluxe (6) 4-dr, hardtop, $1,175*; 
station wagon 4-dr., $1,160; Super (6) 
station wagon 4-dr., $1,075, $1,010; 


4-dr., $1,060*, $1,030, $990; 2-dr., 
$775*, $725*; American (6) 2-dr., $655, 
$630. 


’58 Deluxe (6) station wagon 4-dr., $930* 
(ps); Super (6) 4-dr., $860* $650. 
STUDEBAKER—'59 Lark (6) 2-dr., $680. 
MISCELLANEOUS—’58 Ford (8) 1i-ton 

truck, $610. 


DETROIT 


Aptco Auto Auction. Sale every Tuesday. 
Prices are for sale of Nov. 21. 


BUICK—’60 LeSabre 4-dr. hardtop, $1,- 
720°. 

'59 LeSabre 4-dr. hardtop, $1,310* (ps). 

’57 Super 4-dr. Riviera, $735* (ps); Spe- 
cial Estate Wagon 4-dr., $640*. 

'54 RM 2-dr. Riviera, $275* (ps). 

CADILLAC—’57 (62) 4-dr. hardtop, 
200* (ps). 
’55 (62) 2-dr. hardtop, $330* (ps). 
CHEVROLET—’61 Impala (8) sport coupe, 
$2,100* (ps); Impala (6) sport coupe, 
$1,900* (ps); Parkwood (6) 4-dr., $1,- 
850; Bel Air (8) 4-dr., $1,835. 

"60 Corvette (8) conv., $2,375; Impala 
(8) sport coupe, $1,735* (ps), $1,550*; 
sport sedan, $1,605*; Parkwood (8) 4- 
dr., $1,600*, $1,400* (ps); Bel Air (8) 
2-dr., $1,480* (ps); 4-dr., $1,340*; Bel 
Air (6) 4-dr., $1,310*; Brookwood (8) 
4-dr., $1,400*; Biscayne (8) 2-dr., $1,- 
285*; Biscayne (6) 4-dr., $1,210; Cor- 
vair 700 (6) 4-dr., $1,115. 

’59 Brookwood (8) 4-dr., $1,190*; Brook- 
wood (6) 4-dr., $1,100*; Bel Air (8) 
2-dr., $1,100*; sport coupe, $855*; Im- 
pala (8) conv., $1,030* (ps), $1,005. 

’58 Bel Air (8) sport coupe, $975* (ps); 
Nomad (8) 4-dr., $970* (ps); Brook- 
wood (6) 4-dr., $815, $725; Delray (6) 
2-dr., $735; Biscayne (6) 2-dr., $770*. 

’57 Two-ten (6) station wagon 4-dr., 
$600*. 

’56 Two-ten (8) 4-dr., $365. 

CHRYSLER—’59 Saratoga 4-dr. 
$1,385* (ps). 

DeSOTO—’60 Fireflite 4-dr. 
435* (ps). 

DODGE—’61 Phoenix 
$1,650* (ps). 

°60 Pioneer (8) 2-dr. hardtop, $1,310*. 

’58 Royal (8) 4-dr. hardtop, $750* (ps). 

’57 Royal (8) 2-dr. hardtop, $505*; Coro- 
net (8) 2-dr. hardtop, $460*, $425*. 

FORD—’61 Thunderbird (8) conv., §$3,- 
265* (ps); Country Sedan (8) 4-dr., 
$2,000* (ps); Fairlane 500 (8) 2-dr., 
$1,600*, $1,545*, $1,500* (ps); Fair- 
lane (8) 2-dr., $1,510; Fairlane (6) 2- 
dr., $1,400, $1,290, $1,270. 

"60 Thunderbird (8) 2-dr. hardtop, $2,- 
335* (ps); Galaxie (8) 2-dr., $1,400*, 
$1,280* (ps), $1,235*; 2-dr. Victoria, 
$1,350*; conv., $1,330* (ps); 4-dr. Vic- 
toria, $1,175*; Fairlane 500 (8) 4-dr., 
$1,200* (ps), $1,170*; Fairlane 500 (6) 
2-dr., $1,200*, $1,070; Fairlane (6) 2- 
dr., $1,150; Fairlane (8) 2-dr., $1,105. 

’59 Thunderbird (8) 2-dr, hardtop, $1,- 
900* (ps), $1,805* (ps); Country Sedan 
(8) 4-dr., $1,300, $1,140*, $1,105*; 
Galaxie (8) 2-dr, Victoria, $1,275* 
(ps), $1,175* (ps); 4-dr. Victoria, $1,- 
150* (ps); skyliner, $1,100*; conv., 
$970*; Fairlane 500 (6) 2-dr., $1,360* 
(ps); Fairlane 500 (8) 2-dr, Victoria, 
$1,160*; 4-dr. Victoria, $1,150*; 2-dr., 
$1,150*; conv., $1,125*; 4-dr., $930*; 
Fairlane (6) 4-dr., $900*; 2-dr., $790. 

’58 Thunderbird (8) 2-dr. hardtop, $1,- 
610* (ps); Fairlane 500 (8) 4-dr. Vic- 


$1,- 


hardtop, 
$1,- 
hardtop, 


hardtop, 
(8) 4-dr. 


toria, $740* (ps); conv., $550*; Cus- 
tom (8) 2-dr., $425*. 
"57 Thunderbird (8) 2-dr. hardtop, $1,- 


075* (ps); Fairlane 500 (8) 4-dr. Vic- 
toria, $655* (ps); 2-dr. Victoria, $550 
(ps); conv., $480* (ps); Fairlane (8) 


(Continued on Page 44, Col. 4) 


Used Import Car Prices 


Albany 
MG—’52 roadster, $260. 


Caldwell, N. J. 
Ford (English)—’'59 Escort station wagon, 
$280. 
MG—’57 MGA roadster, $640. 
Renault—’60 Dauphine 4-dr., $400. 
’59 Dauphine 4-dr., $345. 
Volkswagen—’59 Karmann-Ghia 2-dr. hard- 
top, $1,200. 


Chicago 
Hillman—’59 conv., $475. 


Daytona Beach, Fla. 
Ford (English)—’59 Anglia 2-dr., 
Renault—’61 Caravelle 2-dr., $1,150. 
Vauxhall—’58 4-dr., $350. 
Volkswagen—’60 2-dr., $1,060. 
Volvo—’58 2-dr., $705. 


Detroit 
Austin-Healey—’59 conv., $1,190. 
Renault—’61 Dauphine 4-dr., $830. 


Dyer, Ind. 
Volkswagen—’59 2-dr., $775. 
’55 2-dr., $500. 


$425. 


Ebensburg, Pa. 
Volkswagen—’61 2-dr., $1,390. 


Flint 
MG—’51 roadster, $325. 
Vauxhall—’60 Victor 4-dr., $610. 
Volkswagen—’61 2-dr., $1,315. 


Kansas City, Mo. 
Morris—’'56 4-dr., $240. 


Los Angeles 
Austin-Healey—’59 Sprite, $650. 
Fiat—’60 1200 4-dr., $725. 

’57 4-dr., $210. 
Ford (English)—’59 Anglia 2-dr., $400. 





’58 Consul conv., $650. 

’53 Zephyr 4-dr., $105. 

Hillman—’59 Deluxe 4-dr., $445. 
Jaguar—’54 Mark VII 4-dr., $235. 
MG—’61 MGA 1600 roadster, $1,600. 

’59 MGA roadster, $1,025. 

’58 MGA 2-dr., $1,120. 

’57 MGA roadster, $700, $600. 
Metropolitan—’ 54 2-dr., $250. 
Triumph—’56 TR-3 roadster, $675. 
ne Karmann-Ghia 2-dr., $1,- 

’58 Microbus, $750. 

’56 Karmann-Ghia 2-dr., 

$655, $600. 

"55 2-dr., $435. 


$860; 2-dr., 


Manheim, Pa. 

Golilath—’59 station wagon, $460. 
Hillman—’60 conv., $670. 
Jaguar—’58 2-dr., $1,310*; 4-dr., $1,000*. 
Opel—’60 2-dr., $910; station wagon, $720. 

’59 station wagon, $570. 
Triumph—’61 TR-3 2-dr., $1,690. 

’60 TR-3 roadster, $1,200. 
Vauxhall—’60 2-dr. hardtop, $620. 
Volkswagen—’61 Deluxe 2-dr., $1,575; 2- 

dr., $1,492, $1,330. 

*60 2-dr., $1,290, $1,200, $1,050. 

’59 sunroof, $1,010. 

*56 Karmann-Ghia 2-dr. hardtop, $2,705. 
Volvo—’58 2-dr., $700. 


Lafayette, N. Y. 
Hillman—’59 station wagon, $425. 
Vauxhall—’59 4-dr., $450. 


Valdosta, Ga. 
Fiat—’59 2-dr., $810. 
Ford (English)—’58 2-dr., $300. 
Jaguar—’55 2-dr., $150. 
MG—’59 2-dr., $625. 


Warehouse Point, Conn. 
Fiat—'59 4-dr., $430. 
Hillman—’57 2-dr. hardtop, $240. 
Peugeot—’'59 4-dr., $350. 
Renault—’'59 4-dr., $270. 







Official 
Used Truck 
Valuations 


All Production Makes 
Past 7 Years 









Optional Equipment 
Valuations included 


KNOW the average LOAN VALUES, the aver- 
age RETAIL VALUES of all used trucks, all pro- 
duction makes REGARDLESS of tonnage. 


Factory List Price, Model, Motor Serial numbers 
as well as capacities, G.V.W., W.B., H.P. ratings 
and the valuations of optional equipment given 













in the new, more inclusive than ever 







BLUE BOOK. Two bound semi-annual $10 00 
“ve e 


editions. 






Farm Valuations Guide 


Complete. All 
leading farm 
equipment since 
1950. Even shows 

and spe- 
cial equipment 
with mfgr.’s list 
price (over 300 


Used Car Valuations: 





























The recognized au- 
thority. Gives Re- 
tail, Wholesale, 
Finance Valutions 
- ———_ cars, 
eading imports, 
light trucks past 6 
ears. Subscription 
8 issues annu- 


Nea aC 


900 South Wabash Avenue - Chicago 5 
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Let business friends and associates 
choose their own gifts from a 


HUDSON GIFT SELECTOR 


They’ll be so pleased—and so will you—for the Hudson 
Gift Selector works two ways. Lets business friends 
choose gifts they really want—saves you precious time 
and effort. The Selector packet is available in 6 different 
price lines—each containing 24 beautifully illustrated 
gifts. Just choose the Selectors you want—we’ll do the 
rest—even mail the Selectors and deliver the gifts your 
friends choose. For further information—visit the Business 
Gift Center, Hudson’s Downtown, 9th Floor. Or send the 
coupon below for descriptive folder. No charge, of course. 


The J. L. Hudson Co., Business Gift Center 
1206 Woodward Ave., Detroit 26, Michigan 
Please send me a Gift Selector Folder: 








AUTOMOTIVE NEWS, DECEMBER 4, 1961 





IN DETROIT 





invites you 


“Pick 
FORT 
SHELBY 


Lafayette Bivd. at First St. 


Only 2% blocks 
from Cobo Hall 


900 air-conditioned 
rooms from $6, 


Television and radio 
in all rooms 


COP e rere eee e eee eeeeeeeeeeee eeee 


Parking on all sides of hotel 


Jerry Moore, gen'/. mgr. 
WOodward 3-7100 
FREE TELETYPE RESERVATIONS 


AT ALBERT PICK HOTELS 
AND MOTELS 











Our Bird Dog Plan 
Will Increase Your Car Sales 
At a Cost of Only 


$29.75 


Also Other Promotion Plans 


LICENSE PLATE HOLDERS 
PENNANTS 


Used Car tags with chains 
Used Car Guarantee Forms 
Collection Letter Systems 
Scotchlite Car Signs 


Many other needed forms for the 
Auto Dealers 


Write for Free Sample Kit 
SANZO SPECIALTIES 


Box 68-A Endicott, New York 











SELL 4x4 VEHICLES? 
Sel/ the best!... 





HUB! 


Millions of customer proven miles have made Trade 
Winds the largest manufacturer of free-wheeling hubs. 
The Husky is self-engaging, never requires rocking 
or rolling. Unlike others, the Husky can’t bind through 
abuse. Never requires tools, just a twist of the fingers 

. . because its engineered with all operating condi- 
tions in mind. Model for any vehicle. Keep your 
customers happy with his 4x4. . . sell the best! Write 
for literature and name of nearest representative to: 
TRADE WINDS, INC., Box 976q, Boulder, Colorado 













LIQUID 
jo ea hd, 


SUPER-PENETRANT 


“ALoosens Rusted Bolts 


Yd nuts, screws, ‘frozen’’ parts! 


“The mechanic's friend 
- +.» works in seconds” 
4) YOUR JOBBER HAS IT! 
ADIATOR SPECIALTY CO. 


CHARLOTTE, N.C. 


moron 
IAS T#i z 








DEFIANCE + OHIO 


USKY 







And His Boss, Bill Brown, Is Learning, Too... 


English Mechanic Trains in U.S. 


By Evelyn C. Bash 
Staff Correspondent 


ST. PETERSBURG, Fla. — Bill 
Brown Motors, English Ford-Tri- 
umph dealer, has employed Roger 
Bainbridge, a 22-year-old English- 
man, under the National Automo- 
bile Dealers Assn. training program 
for European youths. 

Bainbridge is the only European 
youth working under the NADA 
program in this part of the country. 

W. R. (Bill) Brown, owner of 
Bill Brown Motors, said the NADA 
on-the-job-training program ap- 
pealed to him and, since he handles 
the English Ford line, he felt his 
firm would be a “natural” for an 
English youth, 

Bainbridge has been working 
at Bill Brown Motors for more 
than three months and he is as 
pleased with the situation as 
Brown is. Bainbridge is working 
as a mechanic, but during his 
year here he will receive train- 
ing in the parts and sales depart- 
ment and some management. 

When the dealership recently 
took part in local auto shows, Bain- 
bridge was there to give prospects 


Book 


Reviews 


DETROIT.—The information in 
How Six Selling Secrets Jumped 
My Income from $85 to $1,100 a 
Week is touted by its author, Wal- 
ter Burns, as “brand-new, white- 
hot, razor-sharp.” 

Burns packs his book with such 
gems as, “A defensive objection (to 
a salesman’s offer) is like a girlish 
no. It has little or no substance.” 

This breezy, 340-page book is 
published at $5.95 by Prentice-Hall, 
Inc., Englewood Cliffs, N. J. 

& * * 


How to Measure 
Ad Contributions 


DETROIT. — The technique of 
measuring advertising’s contribu- 
tion to sales and profits is de- 
scribed in a 114-page book entitled 
Defining Advertising Goals for 
Measured Advertising Results. 

The book is published by the 
Assn. of National Advertisers, Inc., 
155 E. 44th St., New York 17, N. Y. 
Price for those who are nonmem- 
bers of ANA is $7.50. 

Peter W. Allport, ANA president, 
said that the association’s directors 
participated actively as reviewers, 
critics and contributors. In addi- 
tion, the views of other advertisers, 
agencies, researchers, media execu- 
tives and general management rep- 
resentatives have been incorpo- 
rated. 


Audel Publishes 


Engine Manual 


DETROIT. — Audels Gas Engine 
Manual-1961, by Edwin P. Ander- 
son, is a helpful guide for mechan- 
ics, students and others faced with 
the operation, maintenance and re- 
pair of gasoline engines of all 
types. 

It is published by Theo. Audel & 
Co., 49 W. 23rd St., New York 10, 
N. ¥, at $4. With nearly 500 pages, 
the manual is intelligently organ- 
ized and profusely illustrated with 
drawings of exceptional clarity. 

The book is divided into two 
parts. The first section deals with 
principles of operation. The second 
part covers trouble-shooting and 
service. 


Social Security Handbook 


DETROIT.—“Your New Social 
Security—1961- -1962 Edition,” a new 
pocketbook-size handbook, clearly 
and thoroughly explains employe 
benefits under the recently amend- 
ed Social Security Act, according to 
Commodity Research Publications 
Corp., 82 Beaver St., New York 5, 
N. Y. Designed for employe distri- 
bution, complimentary review 
copies are available to company of- 
ficers and personnel directors by 
writing to the publishers on com- 
pany letterhead. 


first-hand information about the 
English Ford. 
Brown is quick to state that, 


while Bainbridge is here to learn 
from him, Brown is also learning 
from Bainbridge. He said that 
Bainbridge is unusually well- 
equipped for this program because 
his background and training in 
England was superior. ‘ 

Bainbridge completed five years 
apprenticeship in mechanical engi- 
neering in England, plus six months 
of administrative training which 
included bookkeeping, sales pro- 
cedures and paper work. He at- 
tended Ford Motor Co. and Tri- 
umph schools in England before 
coming here on a one-year visa. 

“He knows more about the new 
products than we do,” Brown 
says. “His knowledge of an Aus- 
tin-Healey we had in here for re- 
pairs saved us a whole day’s tear- 
down job.” 

Bainbridge’s father is an Austin 
dealer in Guilford, Surrey, England. 
His is the only privately owned 
dealership in that area. The dozen 
or so other dealers in Guilford are 
chain operations. 

Bainbridge says his purpose in 
coming here is to learn all he can 
about American business tech- 
niques. He will join his father’s 
firm next year and hopes to put 
into effect there some of the prac- 
tices he is learning here. 

Bainbridge paid his own way to 
America and will pay his way back. 
Since he has been here he has pur- 
chased a used car from Brown and 
uses it to tour the area in his free 
time. A personable chap, he has 
had no difficulty making friends. 

Dealer problems are about the 
same here as they are abroad, 
Bainbridge has learned, but ways 
of handling them are different. 

In England, when people leave 
their cars for repairs they don’t 
expect to get them back for two 
days, Bainbridge said. He noted 
that Englishmen are not as depend- 
ent on the motor car as are Amer- 
icans. In Europe the car is more of 
a pleasure vehicle. Everyday trans- 
portation is on foot, bicycle or mo- 
torcycles. 

The reason Europeans use their 
cars sO sparingly, Bainbridge says, 
is because gasoline is 75 cents a 
gallon, while wages are 75 percent 
lower than in this country. Cars 
cost about the same here as there, 
even with freight and duty added, 
because in England there is 50 to 
52 percent purchase tax. 

Buying a new car in England is 

a family affair. Nobody ever 
walks in a showroom and buys a 
car on the spot, Bainbridge says. 
The car must be taken to the 
home and demonstrated, usually 
several times. The whole family 
takes the demonstration ride, 
often even the neighbors. 

Owners change models every four 
to five years. Tight financing has 
slowed the English market, Bain- 
bridge reports. One-third down is 
required on new-car sales. Interest 
rates advance to 14 percent after 
8 to 10 percent for the first 12 
months. 

Bainbridge’s father, although an 
Austin dealer, also sells three or 
four English Fords a month. He is 
not a dealer for these cars and 
must get them from the Ford deal- 
er. The Ford dealer makes 17 per- 
cent on the deal and pays the elder 
Bainbridge 12 percent. 

Thus, one dealer actually makes 
5 percent for merely turning the 
car over to another dealer. 

This is common practice in Eng- 
land because a new-car buyer often 
goes to the dealer he has been 
doing business with, regardless of 
the dealer’s franchise. 

Good mechanics are as hard to 
find in England as they are here, 
Bainbridge said. However, he 
added, mechanical training in 
England is far superior. 

Every trade in England has its 
apprentice program. Apprentices 
work 4% days and go to school one 
day a week to study math, engi- 
neering and technology. Five years 
are spent in training. 

A boy starts his mechanic ap- 
prenticeship at 15. He spends two 
years in school learning basic de- 
sign before he sees an engine or 
gearbox. 

The third year he goes into a 
workshop where he has to take 





apart and put back together old 
engines. The fifth year he learns 
the chemistry of metals and types 
of fuels. 

Every year 200 boys start this 
mechanical training program, 
Bainbridge said, but only about 
15 finish. 

The training program under 
which Bainbridge is working here 
is sponsored by the International 
Relations Committee of the NADA 
and the associations affiliated with 
the International Office of Motor 
Trades and Repairs. 

Both Brown and Bainbridge rec- 
ommend it highly, both to Amer- 
ican dealers and European youths. 





An "Imported" Mechanic— 

Roger Bainbridge, 22, an English me- 
chanic, is working at Bill Brown Motors, 
St. Petersburg, Fla., under a National Auto- 
mobile Dealers Assn. training program for 
European youths. 


Used-Car Auction Prices 





(Continued from Page 43) 






















$370*; 
Custom 


4-dr. Victoria, $425* (ps); 2-dr., 
Ranch Wagon (8) 2-dr., $415*; 
300 (8) 2-dr., $400. 
’56 Fairlane (8) 2-dr., 
(8) 4-dr., $240*. 
LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $2,200* (ps); Capri 4-dr. 
hardtop, $1,760* (ps). 
MERCURY—’60 Monterey 2-dr., 


DODGE—’60 Seneca (6) 4-dr., $1,010; 
Matador (8) 4-dr., $1,700*. 3 

’57 Royal (8) 4-dr., $610*, $450*. 
FORD — ’60 Fairlane (8) 4-dr., $1,350* 
(ps); Fairlane (6) 2-dr., $1,150, $1,- 
040; Galaxie (8) 4-dr., 's1, 300* (ps); 
Custom (6) 2-dr., ¢. 095, $1,010; Fal- 
con (6) 2-dr., $1.1 
59 Galaxie (8) 2- dr., 


$335*; Custom 


$1,490* “ti, 025* (ps); Fair- 


(ps). lane (8) 2-dr., $900*; 4-dr., $875*, 
’59 Park Lane conv., $1,090*; Commuter ’58 Fairlane (8) 4-dr., $650*; 2-dr. 
_f-ar., $1,375*. $600*, $590*; Custom (6) 2-dr., $600. 
57 Commuter 4-dr., $515* (ps), $485*. ’57 Country Sedan (8) 4-dr., " $600°, 
OLDSMOBILE—’61 (88) 2-dr. Holiday, $2,- $500*; Custom (8) 4-dr., $500"; Fair- 
455* (ps); 4-dr. Holiday, $2,395* (ps) ; lane (8) 4-dr., $450*. 
F-85 4-dr., $1,775* (ps). ’56 Country Sedan (8) 4-dr., $410* (ps), 
’59 (88) Super 2-dr. Holiday, $1,588* $350*; Custom (8) 2-dr., $375*; Fair- 
(ps); (98) 4-dr., $1,545* (ps); (88) lane (8) 4-dr., $325*. 
wuwieen eaves Vailaak (0 ce 91.200 ’55 Custom (8) 4-dr., $335; 2-dr., $295, 
7 —’ alian ) 4-dr., ’ ; , oo . 
Belvedere (8) 4-dr., $1,055* (ps), $1,- | "UYMOUTH—’62 Belvedere (6) 4-dr., §2,- 
020. ’ , , . 
'89 Fury (8) 4-dr, hardtop, $800*; Bel-| "6 yallant, Us) 4-dr., $1,175; Savoy (8) 
vedere (8) 4-dr., $690*. 59 avemen ‘ . *. 
‘ e (8) 4-dr., $895*; Savoy (8) 
57 Belvedere (8) 4-dr., $375* (ps). 2-dr., $800*; Savoy (6) 2-dr., $785 
PONTIAC—’60 Catalina Safari 4-dr., $1,- RO Gav, ; = ft 
810* (ps); Bonneville 4-dr, Vista, $1,- 58 Savoy (8) 4-dr., $500. 
785* (oa). , . , ’57 Suburban (8) Custom 4-dr., $475*; 
. ™ . 
'59 Catalina Safari 4-dr., $1,700* (ps); PRES ey Deen Weer’ 
sport coupe, $1,500* (ps); 4-dr. Vista, | PONTIAC—’61 Tempest (4) 4-dr., $1,775*. 
$1,470* (ps), 59 Star Chief 4-dr., $1,045*. 
’57 Chieftain 4-dr. Catalina, $425*. RAMBLER—’59 American (6) 2-dr., $600*. 


’56 Star Chief 2-dr. Catalina, $300* (ps). 
RAMBLER—’60 Super (6) station wagon 
4-dr., $1,250*. 
’59 Super (6) station wagon 4-dr., $1,- 
060*. 


EBENSBURG, PA. 


Ebensburg Auto Auction, Sale every 
Wednesday, Prices are for sale of Nov. 22. 
Good auction. Had a terrific Thanksgiving 


MISCELLANEOUS — ’59 Chevrolet %-ton 
pickup, $725. 
’58 Ford %-ton pickup, $600. 


VALDOSTA, GA. 


Tom Hewitt Auto Auction. Sale every 
Friday. Prices are for sale of Nov, 24. 
Need more clean cars, Sold 50 percent of 
110 consignments, 


week sale. Almost 200 units entered and | BUICK—’57 Special 4-dr., $715* (ps), 
buying was brisk and firm, Sold 153 cars . $525*. 
from 180 consignments. od ae Sx. = 
BUICK—’58 Super 4-dr., $875* (ps), $800* | _°55 Special 2-dr., ; 
” oe (pe), $ CADILLAC—’59 (62) 4-dr. hardtop, §2,- 


(ps). 
‘57 Century 2-dr., $550* (ps), $475*. 
’56 Century 4-dr., $395* (ps). 
’55 Special 2-dr., $300*. 
CHEVROLET—’ 62 Chevy II (4) 4-dr., 


650* (ps). 
’58 (62) 4-dr. hardtop, $1,525*. 
"55 (62) 4-dr., $360* (ps). 


$2,- | CHEVROLET—’61 Corvette (8) conv., $2,- 


100°. 570* (ps); Impala (8) 2-dr., $2,150* 
’59 Impala (8) 4-dr., $1,325* (ps), $1,- (ps). 
2108; sport  eaige, 31'300"; Seaees ’60 Impala (8) 4-dr., $1,940* (ps), $1,- 
(6) 4-dr., $950*. : 740* (ps); Corvair 700 (6) 4-dr., $1,- 
’58 Biscayne (8) 2-dr., $785, $775*, 225; Corvair 500 By oar. $1,000"; 
*; i tz ; i Bel Air (8) 4-dr., $1,140*. 
aes ten (8) station wagon 4 ‘59 Impala (8) 4-dr. $1,285* (ps), Sly 
’57 Bel Air (8) 4-dr., $800*; Bel Air (6) , 100%; conv., $1,190°. = 
2-dr., $725*; Two-ten (8) '4-dr., $630"; 58 Biscayne (6) 4-dr., $730*. 
Two-ten (6) 2-dr., $565. *57 Bel Air (6) 4-dr., $790*. 
ea caren heat, ae: as. | as Bl aie Gh de, aan 
*-. . 7 ” . 
4 - ae ‘2-dr., $400; Bel Air 54 Bel Air 2-dr., $280; Two-ten 2-dr., 
’55 Two-ten (6) 2-dr., $330; Two-ten 195. 
(8) 2-dr., $325*, $275*; Bel Air (8), 53 Bel Air 2-dr., $170. Z 
$255*. DeSOTO—’57 Fireflite 4-dr., $655*. 
°55 Bel Air (6) 2-dr., $225. ’56 Firedome 4-dr., $285* (ps). 


DODGE—’60 Seneca (8) 2-dr., $1,000. 
’57 Royal (8) 4-dr., $500; Coronet (8) 


V. ] = d G t 2-dr., $350*. 
’55 Royal (8) 2-dr., $300*. 
OlvO edans e€ FORD—’61 Galaxie (8) 4-dr., $2,140* (ps); 
* 2-dr., $1,765". 
Lar er En ine; ’60 Thunderbird (8) 2-dr, hardtop, §$2,- 
ge £ ? 405* (ps), $2,380* (ps); Fairlane 500 
° (8) 4-dr., $1,600* (ps); Galaxie a 
4-dr., $1,585*, $1,315*; starliner, $1, 
Prices Up $100 5 
’59 Galaxie (8) 4-dr., $1,330; Country 
NEW YORK.— Volvo last week} __Sedan (6) 4-dr., $960*. 140: WE 
announced its three United States| ‘5% Fairlane 500 (a). sar. $7405 
models for 1962. They are the PV-| 57 Fairlane 500 (8) conv., $275". 
544 two-door sedan, the 122-S four- a cae Se 
% ustom -ar., 5 
door sedan and the P-1800 sport ‘54 Custom (8) 2-dr., $225. 
coupe. PLYMOUTH—’61 Fury (8) 2-dr. hardtop, 
The sedans will use the P-1800 $1,630; Gover <8) 3-42-. $995. 
i i cd in- a ’57 Savoy (8) 2-dr., ; 
engine, which has a five-main bear +55 Suburban (8) 4-dr., $235. 
ing crankshaft. It is a 108.5-cubic- '53 2-dr., $140. ; 
inch unit that develops 90 horse-| PONTIAC—’59 Star Chief 4-dr., $1,720 
(ps). : 
a (100 on the sport coupe). ’57 Star Chief 2-dr. Catalina, $725* (ps); 
Last year’s sedans had a 97-cubic- 4-dr., $690*. 
inch 85-horsepower engine. ’56 Star Chief 4-dr., $465; Chieftain + 
i ; dr., $375. 
Sedan prices have been increased | 74) BAKER—'60 Lark (8) conv., $960" 
$100. The two-door sedan 1s $2,295 ’59 Lark (6) 4-dr., $650; 2-dr., $400. 


’47 Scotsman (6) 2- dr., $220. 
MISCELLANEOUS—’60 Dodge (8) %-to0 
truck, $700. 


at East Coast ports of entry, and 
the four-door is $2,595. The lower- 
priced 60-horsepower two-door has 
been dropped. The sport coupe re- 
mains at $3,995, with overdrive op- 
tional at $145 extra. All prices in- 
clude heater and white sidewall 
tires. 

New features for ’62 include a 
12-volt electrical system, more- 
powerful starting motor, larger 
generator and 60-ampere battery. 
Sedans have plastic headlining, 
better vent-window catches and 
improved seat springs. Disk brakes 
are standard equipment on the 
four-door sedan. 





— Auctions in Brief — 
DYER, IND. 


Dyer Auto Auction, Sale every Friday 
(Nov. 24). A very good sale, Market 
steady. All clean cars sold for top dvllar. 
Sold 262 cars from 366 consignments, 


Town Motors Burns 
SALEM, Ore.—Fire of undeter 
mined origin destroyed Town Mo- 
tors, 1255 Broadway, with a ‘oss 
upwards of $50,000. The dealership 
was insured. 


ak. aera, 
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, Larsson Tells ’62 Plans... 
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Merchandising Goals 
For Volvo Outlined 


By William Carroll 
West Coast Editor 

LOS ANGELES. — Volvo mer- 
chandising plans for 1962 were out- 
lined to Automotive News in an ex- 
clusive interview with Hans Lars- 
son, president of 
Volvo Import, 
Inc., Englewood 
Cliffs, N. J. 

“A willingness 
to cooperate is 
the basis of any 
successful busi- 
ness,” Larsson 
said, “so that 
everyone is head- 
ing for the same 

me goal. We must 
Hans Larsson have the dealer’s 
point of view, so we jointly reach 
the end result, a reasonable profit 
for everyone, 

“On the East Coast,” he con- 
tinued, “we organized a dealers ad- 
vertising group to discuss the pro- 
grams ahead and get a true picture 
of the opinions of dealers. Then we 
sat down, worked with the dollars 
of our budget forecast to see what 
kind of support we, the importer 
and the distributor, can offer the 
dealers.” 

Similar advertising groups are 
being established in each distribu- 
tor area to coordinate local pro- 
grams, he said. 

In addition, Larsson said he has 
established a policy of having dis- 
tributor executives meet in the first 
month of every quarter to plan 
sales-promotion activities for the 
following quarter. Each meeting is 
held in a different distributor’s area 
so that all are acquainted with each 
other’s problems, he said. 

According to Larsson, Volvo’s 
aim is to operate a quality-deal- 
er organization in which “, .. all 
dealers will make a reasonable 





profit on their business by deal- 
ing with Volvo in the future, so 
they will have the money to in- 
vest in their business.” 

He defined a quality dealer as 
one who takes care of his service 
so his customers will know he’s 
the one to do all their work. 

Asked to comment on Volvo’s re- 
cent achievement of third place in 
the import field, Larsson said, 
“Much credit should go to the fact 
that our car has been here for some 
years, and many people have a 
favorable impression of it because 
we've tried to provide good service 
facilities.” 

Later, he added that it was basic 
Volvo policy to give good service, 
bvt most importantly, good service 
was the key to a profitable dealer's 
relationship with the public. 

In the two months since his 


Idle Get Training 


In Auto Mechanics 


WASHINGTON. — Auto mechan- 
ics and mechanic helpers are being 
trained in Rhode Island and West 
Virginia under the Federal Area 
Redevelopment Act to train and re- 
train unemployed persons, accord- 
ing to Labor Secretary Arthur J. 
Goldberg. 

In Providence, Pawtucket and 
Woonsocket, R. L, he said, 32 per- 
sons have started courses leading 
toward employment as auto me- 
chanic helpers. 

A number of unemployed persons 
in the Huntington (W. Va.) area 
are being trained as auto mechan- 
ics and automatic-transmission spe- 
cialists, Goldberg added. 


Are you qualified to ride 





What do we mean by “qualified?” 
Perhaps you'll agree it also makes 
good sense to stock, display, demon- 
strate, actively sell and service the 
Wheel Horse tractor if you're a 
Wheel Horse dealer. Quite simply, 
those are our five dealer qualifica- 
tions—the basics of doing business 
with the leader in the yard and gar- 
den tractor field. 

If you've been waiting for a com- 
pany to spell out qualifications like 
these, and you can fulfill them, your 
next step to is to fill out the “request 
for confidential interview” at right. 
At the interview, you'll be fully in- 
formed about the highly profitable 
Wheel Horse dealer program. You'll 
be shown how our “business basics” 
make it easy for you to succeed. 
If the Wheel Horse company asks 
more in dealer qualifications, it also 
gives more in dealer benefits. In 
1962, qualified Wheel Horse dealers 
will ride the tide of a unique, and 
powerful promotion aimed at the 
local suburban tractor market. 

An extensive campaign on Don 
MeNeill’s “Breakfast Club” (ABC- 


a winning horse? 
WHEEL HORSE, OF COURSE! 


arrival from Sweden, Larsson has 
travelled some 25,000 miles visit- 
ing dealers and distributors. 
“Your automotive market is un- 
like any other auto market in the 
world,” he observed. “To my (the 
European) way of thinking, there is 


far too much importance placed on |. 


styling, and too little importance 
placed on performance, economy, 
safety and cost of operation.” 

Larsson’s opinion of the new do- 
mestic entries (Fairlane, Meteor 
and Chevy II) was summed up 
when he said: “They have to have 
an effect on the market, You can’t 
create a new car and market it 
without hurting some other part 
of your program.” 

Asked why people were willing 
to pay the relatively high prices for 
Volvo products, Larsson replied 
that “if you consider mileage, 
maintenance, and second-hand 
value, and compare it (pricewise) 
with any domestic or import, I 
think you'll find it (Volvo) a car 
that’s less expensive per mile driv- 
en. This economy of ownership is 
a strong factor in our increasing 
the level of our sales in this mar- 
ket.” 

Volvo’s biggest problem, ac- 
cording to Larsson, is that many 
dealers do not yet offer service 
facilities up to factory standards. 

“The present distributor organ- 
ization is to remain unchanged, 
with emphasis given to helping 
dealers achieve the same quality 
image the product enjoys,” he said. 

Larsson has been in charge of 
Volvo operations in the United 
States since Sept. 1. He also is 
president and chairman of Volvo 
Distributing, Inc., and Volvo West- 
ern Distributing, Inc., East and 
West Coast distributors. 

Prior to coming to the U. S&S, 
Larsson headed the parts and serv- 
ice program of the parent com- 
pany, A/B Volvo, in Sweden. He 
joined Volvo after serving seven 
years with Bolidens Mining Co., 
one of Sweden’s largest metal 
processors, Where he was sales 
manager for the company’s iron 
and sulphur products. 





Seat-Belt Display— 

The interior of the Rock Island (ill.) 
Safety Council's seat-belt trailer includes 
a display of 20 belts in 10 colors. A mock 
front seat is equipped with belts for the 


public to try. The display also included 
other safety materials. 


Gabriel Seeks VW 
Shock Supply Deal 


CLEVELAND.—Gabriel Co., 
manufacturer of shock absorbers, 
is negotiating with Volkswagen in 
its search for new overseas mar- 
kets, William R. Donnelly, Gabriel’s 
finance vice-president said, Gabriel 
already supplies shocks for Swe- 
den’s Volvo and Germany’s Mer- 
cedes-Benz. 

The company, which recently 
voted its first dividend in two years, 
is planning a second shock .ab- 
sorber plant, he said. 

Donnelly expects better sales and 
profits in 1962 and predicted a 
6%-million-car year, including 
about 300,000 imports. 





The back pages of every issue of AUTO- 
MOTIVE NEWS contains the WANT AD 
SECTION. Others are profiting from 
AUTOMOTIVE NEWS WANT ADS! Are 
you? 





45 


2 8,000 Seat Belts 


Sold in Campaign 
In Rock Island, Ill. 


ROCK ISLAND, Ill.—Eight-thou- 
sand seat belts were sold and in- 
stalled in cars in this area during 
a six-week campaign, according to 
the Rock Island Safety Council. 

Service stations, Buick and Ford 
dealers, an independent garage and 
a retail store joined in the Safety 
Council’s promotion, said Hal Hart, 
council president and Bear Mfg. 
Co. public relations director. 

Two months before the start of 
the drive, Hart said, the council 
educated both the potential buyer 
and the potential installation center 
on the importance of seat belts. 

“A preliminary investigation re- 
vealed that most dealers did not 
display belts because of the limited 
demand,” he added. “Potential buy- 
ers said high prices and general 

; apathy discouraged them, A few 
retailers actually advised customers 
against buying seat belts.” 

Belts were displayed and sold at a 
trailer set up by the Safety Coun- 
cil, and purchasers were given a list 
of 16 authorized stations for instal- 
lation. These stations also sold the 
belts. 

Hart said one small service sta- 
tion installed 465 belts during the 
campaign. 


World’s ‘Fastest’ Strip Mill 
Planned by J&L in Cleveland 


CLEVELAND. — The fastest hot 
strip mill in the world, which the 
company claims can roll enough 
steel every 45 minutes to build a 
mile-wide circle six feet high, will 
be installed at the Cleveland Works 
of Jones & Laughlin Steel Corp. 

Designed to meet the continuing 
advances in quality and design in 
the flat rolled steel market, the new 
mill will cost approximately $60 

! million. 


REQUEST FOR CONFIDENTIAL INTERVIEW 


(Send to Cecil E. Pond, President, Wheel Horse Products, Inc., 
502 W. Ireland Road, South Bend 14, Indiana) 


| submit the following information—in strict confidence, of course—and request 


Good business sense tells you to sell the leading 
sales-producer in its field. And it tells the Wheel 
Horse company to prefer the most qualified deal- 
ers for its sales-leading line of suburban tractors. 


an interview with your representative as soon as it can be arranged, in order to 
discuss the opportunities you offer. 


(PLEASE PRINT OR TYPE) 





Radio) will sound the slogan, “Get 
a Horse!” into millions of radio 
homes. Dealer merchandising ma- 
terials will take full advantage of the 
popular appeal of this famed radio 
personality. 

The “Get a Horse!” campaign will 
be seen, as well as heard. It is 
scheduled for dramatic presentation 
in full-color, full-page ads, and sup- 
porting insertions in lead-  g».. 

ing magazines across the 
nation. There’s all this, and 
more—but the next step is 
up to you. 

If you would like to qual- 
ify to ride the winning 
suburban tractor in 1962, 
fill out and mail the re- 
quest at right. All correspondence, 
all information, will be held in strict 
confidence. We invite you now to 
sell a horse. Wheel Horse, of course. 





Sign of the Leader in Suburban Tractors 


heel flaibe- 


WHEEL HORSE PRODUCTS, INC., 502 W. IRELAND. ROAD 
SOUTH BEND 14, IND. 


My Name 

Home address Home phone 

City County. State 
Name of business Position___ 
Business address Business phone___ 
City County State 








Description of business 





Brand names carried ORT Mek BS te be 





Number of homeowner households in my trading area, to the best of my 


knowledge: ____Urrban Suburban Farm 


[-] | can stock Wheel Horse tractors with basic attachments. 
[] | can display these permanently and prominently in public view. 


[] 1 can maintain one as a demonstrator in an established demonstration 
program. 
] | can provide service facilities and carry required spare parts in stock, 


[] | believe in aggressive advertising and sales promotion. 


Signature Date 
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$4,663; Cabriolet, $4,433; Super Cabriolet, 
$4,663; Super 90 Cabriolet, $5,006. (Fore- 
going Porsche prices are for New York 
Port of Entry.) 

PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 

RENAULT — 4CV — 4-dr. sed., $1,095; 
4-dr. sunroof sed., $1,155. Dauphine—4-dr. 
sed., $1,385; 4-dr. sunroof sed., $1,445. 
Gordini — 4-dr. sed., $1,596. Caravelle — 
Hardtop coupe, $2,295; conv., $2,395. 
(Heater standard on all models.) 

ROVER—100—4-dr. sed., $3,695. 3-Litre 
— 4-dr. sed., $4,620. Land-Rover—2-dr. 
stat. wag.. $3,220. 

ROLLS-ROYCE—Slilver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 
mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 

SAAB—96-850—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,020. 95-850—2-dr. stat. wag. 
(3-speed transmission), $2,265; 2-dr. stat. 
wag. (4-speed transmission), $2,395. Gran- 
turismo 750—2-dr. sed. (4-speed transmis- 
sion), $2,790. (Heater standard on all 
models.) 

SABRA — 2-dr. stat. wag., $1,754; 
Sportster roadster, $2,995; 2-dr, delivery 
van, $1,651; pickup truck, ‘31, 651 

SIMCA—Btoile 4-dr. sed., $1,658; Simca 
‘5’ 4-dr. sed., $1,650. 

SINGER—Gazelle — 4-dr. sed., $2,095; 


\= \ 


Sports-Car Rally — 
Attracts 325 
British Cars 


WESTBURY, N. Y. — An esti- 
mated 3,000 sports-car enthusiasts 
inaugurated a unique type of sport- 
ing event at Roosevelt Raceway 
here. im 

The new inter-club mecting, ev 
heavily promoted by Eastern deal- lar 
ers, featured 325 privately owned sis 
British cars which actively parti- er’ 
cipated in a succession of driving 
skill events, including gymkhanas fac 
(obstacle course), speed runs, regu- 
larity rungs and relay races. The 
event comprised the most success- 
ful and largest gathering of British 
cars ever held in the United States, use 
conv. $2,349; 4-dr- stat. wages, $2,425. : ."" eee ae “Brit- 

uw © transmission is * Ss nter-Marque 0) = 
eceaeik Manes “hae 2-dr. sed., $1,575; At British Trophy Day— attracted an etalon cas sn 

ctavia Super 2-dr. sed., $1,675; Touring obt 
Sport. 2-dr. sed., $1,775; Felicia conv.,| More than 325 privately owned British 2nd associations as the Austin- 
oo! Se ae ibe eee cars turned out for the first British Inter- Healey, Jaguar, MG, Rolls-Royce, 
emineh Gn ah teddies. Boy jade as Marque Trophy Day at the Roosevelt Race- Rover, Sunbeam and Triumph. 

Winning club was the MG car bos 


SUNBEAM—Rapler—2-dr, hardtop, $2,-| way, Westbury, N. Y. William Owen, in 
ae3: CET, TE; Apae~—eadne, U,- car, vice-president, Lucas Electrical Serv- club, The British Inter-Marque 


595: 
TOYOPET — Tiara — 4-dr. sed., $1,613.| ices, Inc., and A. E. Birt, president, Hambro Trophy was awarded to the club's 
Crown Custom—4-dr. sed., $1,795; 4-dr.| Automotive Corp., are shown with a top man, William Kirsch, Brooklyn, ) 


Sat tan bndle; turdape Land Crateer— Austin-Healey 3000 roadster in the Ham- driving an MG-A 1500 sports model. 


Port-of-Entry Prices 
On Imported Cars 


Special 4-dr. sed., $1,698. 1200 Series— 
Spyder roadster, $2,595. (Heater standard 
on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195. (Other 
engine options available.) 

FORD (England) — Anglia — 2-dr. sed., 
$1,523.80; deluxe 2-dr. sed., $1,572.90; de- 
luxe 2-dr, stat. wag., $1,753.20. Consul 315 
—Deluxe 4-dr, sed., $2,119.10; 2-dr. sed., 
$1,969.60; Capri 2-dr. hardtop, $2,330.20. 

HILLMAN—1600 Series—4-dr. sed., $1,- 
699; conv., $2,099. Husky—2-dr. stat. wag., 
$1,599. Minx—4-dr. stat. wag. $2,199. (Au- 
tomatic transmission for 1600 models and 
Minx models is $199.) 

HUMBER—Super Snipe—4-dr, sed., $4,- 
295; 4-dr. stat. wag., $4,860. (Automatic 
transmission, power steering, heater and 
whitewall tires are standard.) 

JAGUAR—3.8 Litre Sedan — 4-dr. sed. 
(overdrive, power steering, power brakes), 
$5,045; 4-dr. sed. (automatic transmission, 
power steering, power brakes), $5,195. 
Marx IX Sedan — 4-dr. sed. (automatic 
transmission, power steering), $6,070. XK- 
150—Hardtop coupe, $4,642; hardtop coupe 
(overdrive), $4,807.50; hardtop coupe 
(automatic transmission), $4,892.50; conv., 
$4,762.50; conv. (overdrive), $4,927.50; 
conv. (automatic transmission), $5,012.50. 
XK-E — Roadster, $5,620; coupe, $5,920. 
(Heater standard on all models.) 

LANCIA — Appia — 4-dr. sed., $2,398; 













































The following imported-car prices are 
East Coast Port of Entry figures, They 
inelude ocean freight, U, S, excise tax 
and import duty. They do not include 
U, 8S. transportation fees, state and local 
taxes or optional equipment. 

(Copyright, 1961, by Automotive News) 

ALFA ROMEO—Giulietta—Spider conv., 
$3,150; Super Spider conv., $3,450; Sprint 
coupe, $3,495; Veloce coupe, $3,795; Sprint 
senate coupe, $5,550. 2000—Roadster, $3,- 
99: 


















































ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995; Coupe, $5,995. 

ASTON-MARTIN—DB4 — cpe., $10,400. 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295, A-40— 
2-dr. sed., $1,795; deluxe 2- ‘dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr, stat. wag., $1,879. 
A-55 Mark II—4-dr. sed., $2,198. A-99 
Westminster—4-dr, sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000”—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775; Bronco pickup truck, $2,875. 
(Heater standard on all models.) 





ENTLEY—Se' S 2 — Standard Steel . (Vi ; ,998; oc ; 952; » $2, aie 
eden tie, Py Oe ee oss = oe — a 4 — m~ oe eee: aa model, $2,425. bro car park, which included an on-the- Overall winner for best driving ind 
power steering, power brakes, radio, heater | $3,685. Flaminia—4-dr. sed., $5,998; coupe oi as teen _— ee ee ae cane spot service clinic for owners of MG and performance of the day was Ger- 
standard.) Other models are custom-built  (Pinin Farina), nega  ~ qed maeaamatdd YS $2,229. 'TR- 3 (sports ear) — conv., Austin-Healey cars. ald Sagerman, Baldwin, N. Y., driv- Pos 





$6,485; G. T. Touring, $6,485. 


LLOYD ARABELLA—2-dr. sed., $1,698. ing an MG-powered Elva Courier 


and vary considerably in price. 
roadster. Overall winner of the 


BERKELEY — B-95 — Roadster, $1,795. $2, 675; hardtop, $2,835. (Heater standard 


(West Coast port-of-entry price). MASERATI—Coupe, $11,400; conv., $12,. |", Herald models.) 
Due ben- Deluxe 4-dr. aed. (2.0-ltter), | 300 $ TURNER—Standard 950 sports roadster, S-P Factory Branch Concours @’Milegance for new aaa fie” 

$5,600; 4-dr. sed. (3.2-liter), $6,200; Super) | MERCEDES-BENZ—190—4-dr. sed., $3,-| $2,345; Stage II roadster, $2,735; Coven-| 1) oxy for Peoria oak Donald Sh | 

4-dr, sed. (3.2-liter), $6,700. 507—Touring | 394. 180-D—4-dr. sed. (diesel engine), $3,-| tTY Climax Stage I oT reeds $3, — s Ola or Feor vintage cars was Dons Shena- ff pun 

Sport coupe (3.2-liter), $10,500. |). | S77. 190—4-dr. sed., $3,585, 190-D—4-dr. | °K Soman, State oe adr, sed, §1,-| PEORIA, Ill. —Studebaker-Pack-|doah, Syracuse, N. Y., with his 1938} ina 
BMW 600—5-passenger sed., $1,398; sed. (diesel engine), $3,807. 190-SL —| 4.7 '50. 4-ar 2-seat stat. wag., $2,292.60.| ard will open a factory retail out-| Jaguar SS-100, two-seater roadster. 


passenger sed, (automatic clutch), $1,493;| roadster, $5,215; coupe, $5,443; coupe- 


(Heater standard on both models.) (Prices | jet at 909 W. Main. The premises} All of the many one-make car tur. 


sunroof sed., $1,487, (Heater standard 0n/ roadster (with removable hardtop and con- 
all models. ) vertible top), $5,644, 220—4-dr. sed., $4,-| include $30 dealer-preparation charge.) intained indiv 
BMW 100—Coupe, $1,898; coupe (auto-| 370. 220-8 — 4-dr. sed., $4,780. 220-Sz| | VESPA — V-400 — 2-dr, sunroof sed.,| formerly oe eae ae rages t a age die. 
matic clutch), $1,993; sport coupe (2 car-|—4-ar. sed., $5,164; coupe, $8,746, 300—| $1.080. Imports, which was liquidated in| parks wi ates els on dis- fror 
buretors), $1,998; — a Seni ze 4-dr, hardtop, $10,476; 4-dr. hardtop (au- Sadr a a sed., bt oa September. play, on-the-spot service clinics for § new 
dr. sed, (automatic clutch), $1,743; 2-dr.| tomatic transmission), $10,864; 4-dr. conv.| sunroof sed., $1,685; conv., $2,095; stat. S nrollment facilities. 
sunroof sed., $1,737. (Heater standard 0n/| (automatic transmission), $14,231. 300-SL|wag., $2,245; deluxe stat. wag., $2,620. omy Saurs eg Mag — p engied oe of the eeu cae P 
all models. ) —roadster, $11,099; coupe, $11,283; coupe-| Karmann Ghia—cpe., $2,295; conv., $2,-| Seneral manager of the S-P outlet. /| Jol rs ; tom 
BMW ISETTA 300 — sunroof, $1,048.| roadster (with removable hardtop and con- | 495. (Heater standard on all models.) He has been general sales manager| the British Automobile Manufac- dor! 


VOLVO—PV-544 2-dr. sed., $2,295; 122-S| for Eegolf Motors (Oldsmobile) for| turers Assn. and the Long Island fore 


4-dr. sed., $2,595; P-1800 sport coupe, 2 
$3.995. (Heater standard on all models.) | the last six years. Sports Car Assn. thos 


New Commercial-Car Registrations, ne 
12 States for October, 1961-1960 


Truck registrations by states are 


vertible top), $11,573. Station Wagons — 
180 — 4-dr. stat. wag., $5,050; Kombi, 
$4,953. 180-D (diesel engine)—4-dr, stat. 
wag., $5,278; Kombi, $5,181. 190—4-dr. 
stat. wag., $5,246; Kombi, $5,150. 190-D 
(diesel engine)—-4-dr. stat. wag., $5,473; 
Kom bi, $5,378. (Heater standard on all 
models. Power brakes standard on all mod- 
els except Series 180, 180-D, 190 and 
190-D.) (All prices include $50 dealer prep- 
aration charge.) 

METROPOLITAN — 2-dr. hardtop, §$1,- 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 


(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 

BORGWARD-HANSA (formerly Goliath) 
—2-dr. sed., $1,797; 2-dr, stat, wag., $1,- 
900; Empress 2-dr, sed, (46 horsepower), 
$1,950; Empress 2-dr, sed, (63 horsepow- 
er), $2,100; Tiger sport coupe (46 horse- 
power), $2,210; Tiger sport coupe (63 
horsepower), $2,375. 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,745; 4-dr, stat. wag., 
$3,395. DS-19—4-dr. sed., $3,245; Prestige 









































































































































4-dr. sed., $3,795. (Power brakes standard | (disk wheels), $2,667; cpe. (wire wheels), saan waa a il ed 
on ID-19 stat. wag. Citromatic Drive, pow- | $2,767. Magnette Mark III—4-dr. sed., re y, as comp wen’ . 
er steering, power brakes standard on| $2,695. (Heater standard on Magnette.) ae a representatives in Cc Mack | baker | White | Willys | Misc. they 
oes) poten.) sia a ioe Pete Four—2-seat roadster, 2 TI 
R—8-passenger at. wag., »~| $2,810; 4-seat roadster, $2,850; 2-seat ' 
826; Caravan mobile-home type vehicle, | coupe, $2,970. Delaware o | | | 12 7 se ” s | H| 4 ‘ 8 men 
$3,655. MORRIS—850—2-dr. sed., $1,295. 1000 | —— : 7 18| 228 
DAF—600—Standard 2-dr. sed., $1,150; | Standard—4-dr. sed., $1,678; 2-dr, sed., | District of Columbia a | rd 3| $| a z 7 2| | 3| , 28| 214 
Deluxe 2-dr. sed., $1,225. (Variomatic au- | $1,495; conv., $1,574; 2-dr, stat, wag., 60 65 3 iss 12 5 Sy 
tomatic transmission standard on both/ $1,798. 1000 Deluxe—4-dr. sed., $1,718; | [daho él 181 45 isa] 3 12 2| 33 i) m7 7 2 
models.) 2-dr, sed., $1,599; conv., $1,636; 2-dr. "60 | 170 47 i i's I 10 | 35 7 603 they 
DAIMLER—SP-250 V-8—Conv. with full|stat. wag.. $1,825. Oxford—4-dr, sed., EI 186! Tél 3 5 8 ia $00 som 
equipment, $3,995; hardtop with full equip- | $2,259, Montana 4 | ee 3| 3 Li al in 3| | 5| 5 ~| os 
ment, $4,245. (Heater included in equip- NSU PRINZ—2-dr. sed., $1,398; 2-dr. ‘ 7 a pres 
ment group.) sunroof sed., $1,487. NSU Prinz 30 (36| Nebraska ‘6! 355) 3 4 2, | 3 | H| mS) ono | eal 
DATSUN—4-dr. sed., $1,616; 4-dr. stat. horsepower)—2-dr, sed., $1,498. (All are 60 | 382] 2 +9 405 an ty 5 6 D 
wag., $1,916; sport conv., $1,996; half-ton | 5-passenger models.) NSU Sport Prinz—| New Hampshire I 14] 69 10 2| 50 2B 308 
pickup truck, $1,545, coupe, $1,998. NSU Prinz 4—$1,598. (Heater 60) | i 2| I] 78 2 5 42 26 282 wo 
DEW_-''760""—2-dr. sed., $1,608. (Heater | standard’ on all models. North Caroli 61 12|_ 83 S01) N90) aoa) aa) ga) 2a | 600 
standard.) OPEL—Rekord — 2-dr. sed., $1,987.50; | North Carolina aa | | 707, esas w= 2 SOS] ot ba 
FACEL VEGA—H.K.-500 coupe, $9,420;| Caravan — 2-dr. stat. wag., $2,292.60. ; a a sii 
Excellence 4-dr, hardtop, $12,981; Facellia| (Heater standard on both models.) (Prices | South Carolina 61! | | 2 315| b 78 | 1 H 9 7 = In 
2-dr, hardtop, $5,195; Facellia conv.,| include $30 dealer-preparation charge.) ‘60 3s = 305] 83 | 6 12 “Dis 
$4,860. (Automatic transmission, Power! PANHARD—Nico — 4-dr. sed., $1,795;| South Dakota él 1 164] . : 5| 2/ 17 8} = 558 on 
steering, power brakes standard on H.K.-| Tiger 4-dr. sed., $1,895. Monte Carlo—4- 60 it ie 6| 1 19 12} 556 § taili 
500 and Excellence. Power steering, power | dr. sed., $1,998; Tiger 4-dr, sed., $2,095; Virgini 1] a a 7 16 1 67 isi if n 
es ee cae Tiger conv., $2,695. (Heater standard on — 60 | | 431116 709 i 12 52|_74|_—148 Ff criti 
FER — om all models. . 
(Farina), $12,600; California conv, (Scag- PEUGEOT—403 — 4-dr. sunroof sed.,| West Virginia ‘él "| 28 2 7 §| = 4 106 5 = with 
lietti), $12,600; conv, (Farina), $13,600. | $2,250; 4-dr. stat. wag., $2,490. 404—4-dr. "60 142 72 7 6 i 92 16 gins 
et antares of Bll models.) sunroof sed., $2,575, (Heater standard on| Wisconsin él a 435| 131 ma il 15] 33) 56] 43|—«ISSS.s thr 
ee Serles—2-dr. sed., $1,249. “a meas aieee, 0 60 | 478 5| 2 328] = 155 254 9 15] 14 108} 60) _—*1488 ves 
1100 ries—Export 4-dr. sed., $1,498; s _ adster, . ; Super n a ee 7 10731 1 
——— nee | ROAdStEP, $4,009; Super 90 Roadster, $4,- Bee Segoe’ v4 " ors $02 4 init laid ” fl 519) 388 10783 J With 
334; Coupe, $4,088; Super Coupe, $4,318; | __'O Date for October pric 
e Super 90 Coupe, $4,663; Hardtop, $4,088; Year ‘él 750| 226976 1394| 30892) 219597) 51490| 85594 6770 4065| 10045| 21685) 26539 39| 685797 
N ew York Rejects Super Hardtop, $4,318; Super 90 Hardtop,’ To Date "60 840] 245462] 2056] 33224] 223346| 64360] 87680} 8802] 4275) 11650; 22314| 34887| 7388% - t 
chas 
, sellii 
ee nee New P Car Registrations, 12 States for October, 1961-1960 ain 
: ; : e taini 
ALBANY. — Inspection stations ew assenger- ar egistrations, a es or c e€ 9 Sane 
licensed by New York State tested 
1,550,661 vehicles for safety during| Cy, regi ; ¢ 
? A e gistrations as Mis- 
the first nine months of this year] | compiled by R. L, Polk , ‘ Comet | FORD | Buick | Cadil- r , G.M. cella-\TOTAL - 
and rejected 9,575 on the first try,|] g co, TOTAL lac oe 
ett oy incu i gpa Del '61| 100 32 4 104 100 240) 457 10 64 531 93 53} 580] 103] 118) 947 26] 118} (1982 
pm Kd reece’ . a sified STR "60 67 2I 6 7 98; 119, 251 374 | ‘43 55| 473 57 54| 480 89| 100] 780 15} —-143| 1728 En 
'welve other cars were classifie —— . ; a7 
2 2 : D 61 147 45 98; 183) 326) 575 33 156 | 764) 102 94, 724, +138) 178) 1236 32| 254 
as unrepairable, and their registra-| °''"“* eee 60} «146 38 8 7| 134) 243] 430] 546 6} 35 81| 668 50 67|__513 152} 154] «936 25| 323/58 
tions were revoked. The Depart-| jgaho el) 170) 46 8 94,93) 241) ~—«339)~~=«OIS| SC 42| 15) 43—«360|—=«23)—=—«35| 776/40) «GS Im 
ment of Motor Vehicles has receiv- "60} ‘136 19 17| 4 152 117} 309] 388 3 51 70} _—512 92 43 386 107 105] 733 28 115) 183 
ed notices that 51 other vehicles | Montana ‘6l 125| 42 4 128 70 246 = * o ‘a 4 i = mal i= a aa = a - ED 
were destroyed voluntarily. 60; 163; 27 9 3] 125] 7283 ‘ : oa 
; : Nebraska él 195 83 é 166| 236) +491) ~=«4:'9% 16 234 1446) 204 82; 1198) 241| 260) 1985 69/227, Corp 
During the nine months, the de- 60] 277| 53] 27] st] = 269] 320} ~— 680] _—1487 9} 92|__—6|_—1674|_—208|—99)_tze4|__—338|_—292|_—za2i|_—65|_—205| SI 
partment suspended the registra-| Ney Hampshire el] ‘152 rT 98) 103) +222) +394 8 iT 513 73 38) 597/ 73 98| 879 52/204 2d th 
tions of 5,710 vehicles. The total in- "60 ‘157 16 3 3 126} 137] —-285|_——445 3 52| 76| 576 55 23| 442! 50 68] 638 47| __226| i" : | 
cluded 4,461 vehicles whose owners | North Carolina ‘6l 424 193 20 405 585} 1203) 3148! 33 542 3723 509 173| 2937 543 689| 4851 110 521 5000. 
are one ' ' 27 
were convicted of failing to have ‘60| 384/143 23 21} 435; ~~ 717|_—«1339] 3405 13 228} 393} 4039} 477| ~—«*189| += 2474] «= 520} ~— 638] 4298 136 Bu Wo Th 
the “Inspections performed on| SwhCwrsine ay Ms ale] Pa) SET) 7) lis) |] otal | men 
schedule as specified by state law. | oi iaicte el) 154) 49 3 104) 137| 293) +525 6) 15 646|106| 33] 656/158 121! 1074) 53} 102) 232 | this 
————_—_——_————— 60} 155 33 6 i 121 126} 297) +708 5 52 57|__-822|_—s«103|,—S S30] 5 178] 142} ‘N18 51|__109 = bein; 
Virgini el] -537| —«187 17 476|  755| 1435) 2618 44 563 | 3225, 485) 198] 3155| 543) 741) 5122) 136| 1223) 116 
N. H. Saves on Cars atin 60| 487| ~=—«148]~=—Ss27|~—Ss22}_~—s542}— 797] ~—«1536| +3009} = 28] +196] ~~ 396} +3429; +469] —s189} +2348} +543] 19} 48] 4a} 57,1125 - - 
CONCORD, N. H.—Richard N. | West Virginia "él 237 69 4 182 274 529 909 ' 272 | 1195] = 198 75 858 236 238| 1598 80 184 a an 
Peale, state purchasing agent, said a 215 57 HW 12 209 2 ae a = ed eS a he Ba — 4 - Mead —a :. T2188 Th 
i Wi i 988/233 17 518 9 5 3 
— oe meron ene te — mee - 60} 115! 130 42 17} 693} ~—-590|~—«*1472|~=—-3027 21 242| _-354| ~— 3644) ~— 639] 291] ~—-2796| ~—879| 736] ~—5341 | 154] 471 E a 
; 12 States Reported "6l| 3424) 1070 90 2487| 3269| 6916) 14516]  254| 3127 17897| 2999|  1165| 15816) 3465) 3886] 27331; 862) 3700 60! tre 
ment of 40 state police cars rather! {Date for October '60| _3565| 751] 188) __‘131| _3111| 3903] 8084) 14390} __—-98|_‘1209|_1926| 19623| 2677/1194] 13907| 3505] 3466| 24749| 794 4152, 6097 | impr 
than buying in smaller lots as|—y,,; "6l| 273791 ori 7522 | 169709| 227898| 470701| 992527| 21006| 228495 1242028) 203136) 101807|1147810| 226726] 262937|1942416| 50311| 302909 ‘22184 and : 
replacements were needed. To Date '60| 330986] 58195] 11545] 19622] 281731] 346709] 717802] 1056482| 15937] 114701] 104856]1291976| 190543] 109045|1308945| 257239] 302545/2168317| 85196] 408559/ 50028 a 
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Mitchell Spells Out Proposal... 


Realistic-Price View 





















































(Continued from Page 3) 


we can not arrive at a sensible 

conclusion to the problem. 

Personally, I contend that our 
public relations and our public 
jmage suffer irreparable damage 
every single day of the year when 
Jarge metropolitan newspapers con- 
sistently carry one or another deal- 
ers advertisements showing: 

(a) A cut price from the manu- 
facturer’s label price. 

(b) A huge discount in dollars 
and cents from the manufacturer’s 
Jabel price. 

(c) Fake allowances on listed 
used cars, which in effect are a cut 
in new-car prices and/or an admis- 
sion of the used-car over-allowance 
necessary to arrive at a realistic, 
obtainable price on the new car. 

(ad) A statement that they will 
“beat anybody else’s deal” on such 
and such a make new car. (If this 
dealer can make his absurd state- 
ment good, then obviously the man- 
ufacturer in question does not need 
any other dealers within a fifty- 
square mile area of this insatiable 
individual.) 

I have on my desk, a Washington 
Post article written by Frank C. 
Porter, staff reporter for this paper, 
which in the past has undoubtedly 
been only too glad to accept the 
hundreds of thousands of dollars 
that have been paid to it for new- 


manufacturers,” It is quite obvious 
to all of us with half a brain in our 
heads that these huge national 
chains are doing just that in the 
areas of appliances, clothing, food, 
etc. 

All of us can see that they have 
not, in the slightest, reduced the 
cost of living to the American 
consumer; that when they have 
attained this so-called strong bar- 
gaining power they make their 
own prices and if any savings are 
effected by their “strong bargain- 
ing power” they are smart 
enough merchants to retain this 
saving unto their own greedy lit- 
tle selves. All you have to do is 
look at the earnings of some of 
the better discount houses to real- 
ize that. 

With regard to the statement 
that “Retail prices would be stand- 
ardized much to the relief of be- 
wildered purchasers,” the truth is 
thet discount houses’ only claim to 
fame is their ability to feed off 
fictitious factory list prices, and in 
no competitive discount stores are 


turers, this money, of course, hav- 
ing been secured in the first place 
from the new-car dealers in that 
newspaper’s zone of influence. 


Porter says, “Some critics of au- 
tomobile retailing have been won- 
dering out loud why the manufac- 
turers haven’t already franchised 
those discount and other large re- 
tailing chains which would be in a 
position to offer competent servic- 
ing. While conceding this would un- 
dermine the small independent 
dealer, they claim new cars today 
are sold in a merchandising jungle 
of shrinking profits for dealers and 
progressive confusion for custom- 
ers. It’s essentially a horse-trading 
operation in a supermarket era, 
they protest.” 

This reporter does not make any 
mention whatsoever of the fact that 
for these discount houses to give 
the services available today to the 
new-car purchasers of the nation, 
they would have to come up with 
some 5% billion dollars which is 
presently invested in automobile 
dealers’ franchises. 

No doubt these discount houses 
would be glad to hire the some 
600,000 employes of the automo- 
bile dealers today. 

In another paragraph he says, 
“Distribution through national re- 
tailing chains would alleviate some, 
if not all, of these problems, the 
critics argue. They believe that, 
without raising prices, profit mar- 
gins would improve and stabilize 
through lower unit selling costs and 
strengthened bargaining power 
with the manufacturers; that retail 
prices would be standardized much 
to the relief of bewildered pur- 
chasers; and that advertising and 
selling ethics would improve be- 
cause of the necessity of main- 
taining the chains’ national reputa- 
tions,” 

I would refer particularly to his 
statement that these “national re- 
tailing chains would have strength- 
ened bargaining powers with the 





Enka Introduces 
Im proved Tyrex 


ENKA, N. C.—American Enka 
Corp. has switched its entire pro- 
duction of rayon-tire yarn to a 
New type of Tyrex called “Enka 
5000.” 

The firm added that all ship- 
Ments to the tire industry are in 
this new yarn, which presently is 
being produced at the full capacity 
of the company’s Enka and Low- 
land plants. 

The company said its own tests, 
confirmed by large scale use by 
tire companies, show substantial 
improvements in both the strength 
and fatigue resistance of cord pro- 
duced from Enka 5000. 















Lyon catalog. 
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Clarified 


the prices for the same items stand- 
ardized. Actually, the customer far 
from being relieved—is even more 
confused. 


Another thing not mentioned 
by these loud critics is the fact 
that since most of the depart- 
ments in a discount store are 
leased operations, the discount 
houses would wind up by leasing 
their car departments to automo- 
bile dealers — and the problem 
would be right back where we 
started. 


For an example of the confusion 
that would result, I know that a 
discount house has a concession 
in the real estate of another dis- 
count store locally, which it under- 
sells in its own store to protect its 
vested interest and its own real 
estate. What price consumer in- 
terest? 

I would like to ask Porter if he 
would ask these loud critics of the 
present system of automobile re- 
tailing, “Why are appliance manu- 
facturers loaded with their products 
if the discount houses are doing 


such a fantastic job?” as these 
critics claim. I would also like to 
ask Porter if he would ask these 
critics if it isn’t true that the most 
successful manufacturers today are 
those who have adhered to a high 
standard of quality, service, quali- 
fied representation and a fair 
price? 

Despite the inequities and the 
problems that have faced the auto- 
mobile dealers in the past few 
years they have nevertheless been 
responsible for the fantastic sales 
success of the automobile industry. 
Everyone knows that the prosperity 
of the nation has depended upon 





Sunday Sales Ban 


Postponed in Illinois 


SPRINGFIELD, O.— Enforce- 
ment of the ban on Sunday sales 
of automobiles has been post- 
poned by the State Supreme 
Court. 

The court ordered enforcement 
held up until it rules on the new 
state law. An opinion is not ex- 
pected before the court’s January 
term. The Supreme Court cases 
involves an appeal by Courtesy 
Motors, Inc., Chicago, from a de- 
cision by a Chicago Superior 
Court upholding the ban. 
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the prosperity of the auto industry, 
and if the auto dealers have done 
such a hell of a bad job as these 
loud critics claim, how come Amer- 
ica has grown to the unprecedented 
heights of prosperity it at present 
enjoys? 

The problems of the auto indus- 
try are being ironed vut. The deal- 
ers are receiving more and more 
recognition. We are improving our 
business management knowledge. 
We are improving our advertising 
standards. We are improving and 
adding to our already phenomenal 
facilities across the nation. We can 
sell the product of the manufactur- 
ers at a fair profit if the govern- 
ment will enforce present laws in 
the areas of unfair trade practices, 
and bail and fraud abuses, partic- 
ularly in the financial field. 

There is absolutely no necessity 
for washing the automobile deal- 
ers’ 5% billion dollars down the 
drain so that some Johnny-Come- 
Lately can take over. 

But, if these loud critics of auto- 
mobile retailing would like to see a 
real economic debacle in our coun- 
try, all the 30,000 auto dealers would 
have to do would be to close their 
doors simultaneously. That would 
be the day. We are not about to 
let any cut-price artists put us out 
of business. 





FOR AUTOMOBILE DEALERS 






Whether it’s shelving, bins, or 
a complete parts department—you’ll find 
Lyon a dependable source of supply. Mail 
coupon for your free copy of the latest 


LYON METAL PRODUCTS, INC. 
General Offices: 1290 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill_— York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 






These Lyon racks provide the exact answer because 
they are completely adjustable and can be adapted to 
any requirement. No matter how long or bulky, parts 
can be stored neatly, by group or part number sequence. 
Faster location. Closer inventory control. 


Lyon Metal Products, Inc. 
1290 Monroe Avenue, Aurora, Illinois 


Please send me free copy 
of 100-page Catalog. 


NAME-——______—_______—__-_-_______- ——— 
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What do they 
have in common? 


Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s Heap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEap is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 


THE MOST COMPLETE 
SPECIALIZED INSURANCE MARKET 
FOR CONSUMER CREDIT... 


eo 


Coverages stvatlable 


AUTOMOBILE PHYSICAL DAMAGE 


(comprehensive, fire, 
theft and collision) 


CREDIT LIFE, DISABILITY 
Radics 
JAckson 2-6277 


RESOLUTE INSURANCE COMPANIES 


Resolute Building Hartford 3, Connecticut 
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also manufactures tractors, farm 
implements and related parts and 
accessories. In 1960, Ford was the 
third largest industrial corporation 
in the United States according to 
sales. Ford’s sales for that year 
were $5,237,899, 262; its total assets 
as of Dec. 31, 1960, were $3,756,803,- 
522. 

The production of automobiles 
represents one of the nation’s 
most highly concentrated major 
industries. In 1960, the three larg- 
est automobile manufacturers ac- 
counted for over 90 percent of 
total domestic automobile produc- 
tion. 

During the first half of this year, 
the two largest automobile manu- 
facturers (Ford and General Mo- 
tors Corp.) accounted for over 80 
percent of the nation’s automobile 
production. For the year 1960, Ford 
accounted for more than 28 percent 
of the total automobiles produced 
in this country. For the first six 
months of 1961, Ford’s share of the 
total domestic production had in- 
creased to more than 30 percent. 

* eg * 

ORD is the most highly inte- 

grated of the domestic automo- 

bile manufacturers and produces 
substantial portions of the steel, 
iron and glass required in its manu- 
facturing operations. In addition to 
manufacturing substantial quanti- 
ties of its basic raw material re- 
quirements, Ford also manufac- 
tures a substantial portion of its 
requirements of automotive elec- 
trical systems and components. For 
example, Ford manufactures most 
of its requirements of generators, 
starters and ignition coils, and the 
company also manufactures a sub- 
stantial portion of its requirements 
of instruments, voltage regulators 
and horns. 

However, Ford has traditionally 
purchased its spark plugs and bat- 
teries from independent companies. 
Champion Spark Plug Company, 
hereinafter referred to as “Cham- 
pion,” has for many years supplied 
Ford’s spark plug requirements for 
original installation and for sales 
in the automobile repair and. re- 
placement market, often referred 
to as the “aftermarket.” Ford sells 
parts and accessories in interstate 
commerce throughout the United 
States through franchised car deal- 
ers and through independent parts 
distributors and jobbers. 

Electric Autolite was, prior to 
the sale of certain assets to Ford, 
hereinafter described in more de- 
tail, one of the nation’s largest 
nonintegrated suppliers of auto- 
motive parts and accessories. The 
company manufactured a full line 
of automotive electrical products 
including batteries, generators, 
spark plugs, electrical motors, in- 
struments and ignition systems. 
The company has, for many 
years, been a supplier of parts 
to automobile manufacturers for 
installation as original equipment 
in automobiles. 

In addition, the company has for 
many years sold its products, in- 
cluding spark plugs, to automobile 
manufacturers, warehouse distribu- 
tors, and jobbers, under the well- 
known trade name “Autolite” for 
automobile repair and replacement 
purposes. Electric Autolite’s sales 
in the automobile repair and re- 
placement market (“aftermarket”), 


were made through an experienced | | 


sales organization which distrib- 


uted the company’s products in|® 


interstate commerce throughout the 
United States. 


* * * 


TH! manufacture of spark plugs| 


was, prior to the acquisition 


hereinafter more fully described, | #4 
independent, | 335 


dominated by two 
nonintegrated manufacturers, Elec- 
tric Autolite and Champion, and 
one integrated automobile pro- 
ducer, General Motors Corp. These 
three companies manufactured 
spark plugs for original installa- 
tion and for the automotive after- 
market. These three companies ac- 
counted for more than 90 percent 
of total domestic production in 1960. 

Independent nonintegrated pro- 
ducers, such as Electric Autolite, 
although small in size compared 


to the integrated automobile manu- 
facturers, have played an important 
role in the introduction of new 
products, the improvement of tech- 
nology, and the development of 
more efficient operations in the in- 
dustry. These independent non- 
integrated companies act, to some 
extent, as suppliers of original 
equipment to automobile manufac- 
turers and, to a greater extent, as 
suppliers of parts for the after- 
market. 

There are certain recognizable 
patterns in the distribution of 
spark plugs, other electrical sys- 
tem parts, and automotive parts 
and accessories in general. Direct 
sales are usually made by the 
manufacturer to large automotive 
parts distributors, oil companies, 
automobile manufacturers, tire 
manufacturers, chain stores and 
mail order houses. The automo- 
tive parts distributors normally 
resell to jobbers who in turn sell 
to garages, gas stations, automo- 
bile parts stores and sometimes 
to car dealers. The oil companies 
resell primarily to gas stations. 
The tire manufacturers resell to 
their own retail chain stores, The 
automobile manufacturers, in ad- 
dition to using the parts as origi- 
nal equipment, resell to their 
dealers and also to jobbers, who 
in turn sell to gas stations, 
garages, automobile parts stores 
and other car dealers. Ultimately, 
mail order houses, chain and 
independent automobile parts 
stores, garages, gas stations, and 
car dealers compete in the sale 
of parts to the automobile own- 
ers. 

Prior to the sale of certain assets 
to Ford, hereinafter described in 
more detail, spark plugs and other 
electrical system parts manufac- 
tured by Electric Autolite were sold 
in competition with similar prod- 
ucts manufactured or distributed 
by Ford to jobbers, garages, car 
dealers, gas stations and automo- 
bile parts stores and truck and au- 
tomobile fleets, as well as to car 
owners. 

of * * 

puneeaNs to an agreement en- 

tered into on April 12, 1961, be- 
tween Ford and Electric Autolite, 
Ford acquired, among other assets, 
the spark plug manufacturing fa- 
cilities, the battery plant at Owosso, 
Mich., the trade name “Autolite,” 
and all of the customer lists and 
outstanding agreements with dis- 
tributors and purchasers pertain- 
ing to the acquired operations of 
Electric Autolite. The effect of the 
foregoing agreement may be sub- 
stantially to lessen competition or 
to tend to create a monopoly in 
violation of Section 7 of the Clay- 
ton Act, among other ways, as 
follows: 

Competition generally in the 
manufacture, distribution and 
sale of automotive parts may be 
substantially lessened. 


Concentration in the production, 


a a 





Cadillac Cited— 


Cadillac has captured first prize in the 
Point of Purchase Advertising Institute's 
second annual merchandising awards con- 
test. The award was in the category of 
complete promotional programs for the 
‘62 announcement program. J. P. Schaup- 
ner, left, merchandising manager, and 
M. E, Fields, assistant general sales man- 
ager, are shown with some of the mate- 
rials, 


—$___ 


distribution and sale of automotive 
parts has been substantially jp. 
creased to the detriment of actug) 
and potential competition. 

Actual and potential conipetition 
between Ford and Electric Autolite 
in the manufacture, distribution 
and sale of automotive parts has 
been eliminated. 

* * * 
LECTRIC AUTOLITE has been 
eliminated as an important 
competitive factor in the manufae- 
ture, distribution and sale of auto. 
motive parts to the detriment of 
actual and potential competition, 

Ford’s advantage over its com- 
petitors in the manufacture anq 
sale of automotive parts may be 
enhanced to the detriment of actual] 
and potential competition. 

Competition generally in the 
manufacture, distribution and 
sale of automotive electrical parts 
and components may be substan- 
tially lessened. 

Concentration in the production, 
distribution and sale of automotive 
electrical parts and components has 
been substantially increased to the 
detriment of actual and potential 
competition. 

a * * 
ASTVAL and potential competi- 
tion between Ford and Electric 
Autolite in the manufacture, dis- 
tribution and sale of automotive 
electrical parts and components 
has been eliminated. 

Electric Autolite has been elimi- 
nated as an important competitive 
factor in the manufacture, distri- 
bution and sale of automotive elec- 
trical parts and components to the 
detriment of actual and potential 
competition: 

Ford’s advantage over its com- 
petitors in the manufacture and 
sale of automotive electrical parts 
and components may be enhanced 

to the detriment of actual and 
potential comnetition. 

Competition generally in the 
manufacture, distribution and sale 
of spark plugs both for use in origi- 
nal equipment and for replacement 
purposes may be substantially less- 
ened. 

ok * * 

ONCENTRATION in the manu- 

facture, distribution and sale 
of spark plugs both for use in ori- 
ginal equipment and for replace- 
ment purposes has been substan- 
tially increased to the detriment of 
actual and potential competition. 

Actual and potential competition 
between Ford and Electric Autolite 
in the manufacture, distribution 
and sale of spark plugs both for 
use in original equipment and for 
replacement purposes has been 
eliminated. 

Electric Autolite has been elim- 
inated as an important competi- 
tive factor in the manufacture, 
distribution and sale of spark 
plugs both for use in original 
equipment and for replacement 
purposes to the detriment of ac- 
tual and potential competition. 

Ford’s competitive advantage 
over its competitors in the manu- 
facture, distribution and sale of 
spark plugs both for use in original 
equipment and for replacement 
purposes may be enhanced to the 
detriment of actual and potential 
competition. 
* * * 

A SUBSTANTIAL share of the 

automobile original equipment 
markets for spark plugs and bat- 
teries have been foreclosed to in- 
dependent suppliers of these prod- 
ucts to the detriment of actual and 
potential competition. y 

The Ford dealer organization, 
numbering approximately 8,000, has 
been foreclosed to independent sup- 
pliers of spark plugs, batteries and 
other automotive parts as possible 
outlets for their products to the 
detriment of actual and _ potential 
competition. i 

Ford’s advantage over its 
smaller competitors in the manu- 
facture, distribution and sale of 
automobiles may be enhanced to 
the detriment of actual and po- 
tential competition. 

Mergers and acquisitions involv 
ing other manufacturers of auto- 
mobiles, parts or related accessories 
may be fostered to the detriment 
of actual and potential competition 
in the manufacture, distribution 
and sale of such products. 


Dealers Elect Hoomes 


BILOXI, Miss. — Robert L 
Hoomes, 37-year-old owner of Bil- 
oxi Motors (Rambler), has beet 
elected president of the New Cat 
Dealers of the Gulf Coast. 
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Five-Millionth Car of Year Due... 





Output Soars to 21-Month High 


(Continued from Page 1) 


City, Norwood, St. Louis. The 
Flint, Framingham, Mass., Los An-| Others were on a five-day schedule. 


geles, Bloomfield, N. J., and Los 
Angeles worked only five days. 

Truck lines worked Saturday in 
Atlanta, Flint, Janesville, Kansas 


— 


Saturday assembly of cars was 


scheduled by Ford Motor Co. in 
the following plants: Atlanta, 
Chicago, Dallas, Lorain, O., Los 





Car, Truck Output Estimates 


By Automotive News 
U. S. PRODUCTION—CARS 


Week 
Ended 
Dec. 2, 
1961 
AMERICAN MOTORS 
Rambler ...........00.c.0000.. 10,000 


OHRYSLER CORP.** .. 19,700 
Chrysler-Plymouth 


EUED ©seghescisssesronees 12,500 
| ea 3,600 
MIE DUEE vessciessevassetsans 600 
Plymoutfa .................. 5,350 
TREE o Wishietdeseterscinits 2,950 
Dodge Division .......... 7,200 
Dart-Polara............. 5,700 
PCS caitrxessiti sceiseveses 


FORD MOTOR 
Ford Division 





IE gsi cccatscavaseisnieoct 
Ford Fairlane ........ 6,557 
Ford Galaxie .......... 18,252 
Thunderbird. ............ 2,240 
L-M Division 
TE ivisncecvecssssviscens 
Mercury Comet ...... 4,676 
Mercury Meteor ...... 2,439 
Mercury Monterey.. 3,765 


GENERAL MOTORS .. 85,113 





Buick Division ............ 10,233 
SE stds takedeaeo nes 6,242 
Special 3,991 

Cadillac 3,780 

Chevrolet Division .... 49,400 
RG DE. vicssssivcsiesccsnes 8,300 
Chevrolet. .................. 34,000 
UE. Rethvccvsevakvetiondes 7,100 

Oldsmobile Division .. 10,700 
IEE agen cscsassdesbeansceteods 2,500 
Oldsmobile ................ 8,200 

Pontiac Division ........ 11,000 
Pontiac 
Tempest 

S-P CORP. 
tics piscnyixchssniacesoess 
CHECKER 





Total Cars, U. S.**....164,052 135,460 124,375 


Same 
Week, 
1960* 


11,611 
13,817 


9,646 
1,918 

398 
4,615 
2,715 
4,110 








“Totals for 1960 include DeSoto production. 


U. S. PRODUCTION—TRUCKS 














Week 

Ended Same 

Dec. 2, Week, 

1961 1960* 
15 
7,530 
33 
94 
1,403 
8,635 
14 
1,360 
INTERNATIONAL. ...... 2,825 1,355 
MACK 263 
itive Loc iicacvsavelsssssessens 105 98 
STUDEBAKER ............ 145 159 
ed a SS I 240 157 
MEMES ooecccsceccsvscessereseees 2,520 1,776 
MISCELLANEOUS ...... 100 80 
Total Trucks, U. S........ 26,115 22,972 

Total Cars, Trucks, 

eg Macs 5 vccesstricin ial 190,167 158,432 


Week dan. 1 dan. 1 
Ended Total To To 
Nov. 25, Output, Dec. 3, Dec. 2, 
1961* November 1960* 1961 
8,229 40,188 448,088 331,498 
13,177 77,227 «973,408 585,716 
7,940 48,121 554,680 386,581 
2,600 12,394 80,392 90,735 
401 2,719 15,706 10,690 
2,896 21,277 237,987 173,350 
2,043 11,731 220,595 111,806 
5,237 29,106 399,278 199,135 
4,015 21,383 351,422 148,389 
1,222 7,723 47,856 50,746 
36,279 182,917 1,758,127 1,510,371 
27,258 141,646 1,404,484 1,204,428 
6,397 37,125 473,347 454,836 
SOL IDBGB  csiccess 25,353 
15,060 74,746 851,352 644,005 
1,897 9,912 79,785 80,234 
9,021 41,271 353,643 305,943 
901 4,670 16,775 29,510 
3,786 18,243 186,899 171,631 
1,315 ee seessdeas. 4,841 
3,019 14,017 149,969 99,961 
64,623 336,244 2,949,496 2,437,329 
8,036 40,622 280,550 255,778 
4,768 25,135 251,515 168,512 
3,268 15,487 29,035 87,266 
3,049 16,731 146,138 133,949 
36,439 191,100 1,739,335 1,443,632 
BIBS BIRT ssssssss. 54,435 
26,384 135,725 1,502,991 1,095,739 
4,863 28,120 236,344 293,458 
8,422 43,880 370,124 283,517 
1,720 9,418 31,112 61,062 
6,702 34,462 339,012 222,455 
8,677 43,911 413,349 320,453 
6,188 31,581 392,429 216,119 
2,489 12,330 20,920 104,334 
1,984 12,489 100,877 69,042 
83 495 6,556 5,403 








649,560 6,236,552 4,939,359 








Week dan, 1 dan. 1 
Ended Total To To 

Nov. 25, Output, Dec, 3, Dec. 2, 

1961* November 1960* 1961 
ens 70 1,217 1,091 
7,781 37,078. 368,629 308,995 
26 185 2,377 1,708 
sossondeks.  ~ raxaseeuna 3,221 1,783 
1,222 6,366 66,329 63,314 
6,405 32,927 308,793 312,132 
22 107 918 1,164 
1,790 8,109 96,788 65,516 
2,223 11,083 112,877 131,474 
sahevane.. Medea 13,645 8,380 
17 OO sriksesee 324 
85 515 4,331 4,727 
124 730 12,052 6,786 
128 719 8,464 8,889 
1,678 8,728 117,304 104,673 
80 360 4,323 4,786 
21,581 107,007 1,121,268 1,025,742 
149,956 156,567 7,357,820 5,965,101 





***PDQ production figures not reported in 1960. 


CANADIAN PRODUCTION—CARS 





Week 

Ended 

Dec. 2, 

1961 

CHRYSLER CORP. .... 1,200 
FORD MOTOR .............. 2,300 
GENERAL MOTORS .. 4,865 
AMERICAN MOTORS 336 
1 ed 3 ae 180 
Total Cars, Canada.... 8,881 


CANADIAN PRODUCTION—TRUCKS 





Week 
Ended 

Dec, 2, 

1961 

CHRYSLER CORP. .... 120 
FORD MOTOR .............. 300 
GENERAL MOTORS .. 677 
INTERNATIONAL ..... 170 
_ Total Trucks, Canada 1,267 

Total Cars, Trucks, 

SGA ees: 10,148 


Grand Total, 
Cars and Trucks, 


__'. S. and Canada....200,315 166,732 160,264 800,634 7,722,175 6,317,768 
vised, Ce a ee ae eee 


Same 

Week, 

1960* 
1,170 
2,168 
3,744 





74,242 


Same 
Week, 
1960* 

135 
287 
576 

60 





1,058 


8,300 














Week Jan. 1 Jan. 1 
Ended Total To To 
Nov. 25, Output, Dec. 3, Dec. 2, 
1961* November 1960* 1961 
1,208 5,499 47,003 42,273 
2,626 10,478 86,000 $7,033 
4,822 20,878 160,759 152,101 
332 TAR © iagesecse 7,469 
180 825 5,289 5,549 
9,168 39,084 299,051 294,425 
Week dan. 1 dan. 1 
Ended Total To To 
Nov. 25, Output, Dec. 3, Dec. 2, 
1961* November 1960* 1961 
120 486 5,498 6,040 
249 1,161 17,567 15,529 
602 2,645 32,232 26,716 
169 691 10,007 9,957 
1,140 4,983 65,304 58,242 


10,308 44,067 364,355 352,667 






































Angeles, Louisville, Mahwah and 
Metuchen, N. J., Norfolk, Va., 
Wayne and Wixom, Mich., and 
Minneapolis-St. Paul. 

Trucks were assembled Saturday 
only in Chicago, Dallas, Norfolk 


were idle the sixth day in Dear- 
born, Kansas City, St. Louis and 
San Jose, Calif. 
* * * 
A Chrysler Corp. plants were 
on a five-day schedule except 
the Chrysler-Imperial operations in 
Detroit. The plant had intended to 
work an extra hour on each of five 
days, but decided to go to six days 
in the middle of the week. 

American Motors continued on 

a six-day, two-shift basis, and 
announced that it has added 500 
workers at its plant in Milwau- 
kee. Production last week was 
scheduled to hit 10,000 units, com- 
pared with 8,229 in the previous 
week when labor disputes held 
down the total. 

One source said the new hiring 
by AMC was an attempt to bolster 
production because of the lack of 
response to an appeal by President 
George Romney for increased effi- 
ciency. 

The company said the new work- 
ers were needed to fill vacancies 
because of deaths, retirements and 
resignations. 

The Buick plant in Flint and 
the Pontiac home plant worked 
Saturdays. 

* * * 

OMMERCIAL-CAR_ production 

last week was marred by the 
third strike against truck makers. 
After working two days, about 1,700 
workers walked off the job at the 
Dodge plant in a dispute over relief 
time for 24 paint-spray employes. 

Dodge had scheduled 1,500 as- 
semblies for the week, but the 
strike, the first at the company 
since the signing of the new con- 
tract with the United Auto Work- 
ers in October, cut the week’s 
total to an estimated 600 units. 

The strike at Mack Trucks en- 
tered its seventh week today, while 
operations at Divco have been sus- 
pended since the second week in 
October. 

Auto production in Canada drop- 
ped slightly last week, but truck 
assemblies continued to run ahead 
of the pace for the previous week 
and the corresponding period a 
year ago. 

The Canadian industry is expect- 
ed to turn out its 300,000th car of 
the calendar year late this week. 

* * * 


1,350 New Workers Hired 
By Ford in Detroit Area 


DEARBORN.—Ford Motor Co. 
has hired approximately 1,350 new 
hourly production employes in the 
Detroit area since mid-October, ac- 
cording to Malcolm L. Denise, labor 
relations vice-president. 

“Increases in production employ- 
ment are normal at new-model 
startup time,” Denise said, “but for 
the past few years we have been 
able to draw upon our recall lists 
of laid-off employes. This year we 
have exhausted the Detroit area 
recall lists.” 

He explained that although an 
estimated 500 Ford seniority em- 
ployes in the Detroit area remain 
laid off, they consist largely of 
skilled workers, women and medi- 
cal cases for whom the available 
work is either undesirable or un- 


suitable. 
* * * 


Ford to Add Truck Space 


To Louisville Factory 


LOUISVILLE.—A major expan- 
sion program which will provide 
additional space for truck opera- 
tions at Ford Motor Co.’s Louis- 
ville assembly plant has been an- 
nounced by J. W. Van Vactor, plant 
manager. 

Areas totalling approximately 
90,000 square feet will be added to 
the more than 1,720,000 square feet 
of operational floor space at the 
plant, making the Louisville facil- 
ity one of the four largest in the 
company’s nationwide chain of 16 
assembly plants, he said. 

Van Vactor said site preparation 
work is scheduled to begin shortly, 
and that building construction will 
start in December. 


and Minneapolis-St. Paul. Car lines 





Ford Sets Up Sioux City Dealer Committee— 
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Walter T. Mahoney, center, Mahoney Motor Co., is chairman of the newly formed 
Sioux City Ford Motor Co. Dealer Community Relations Committee, Other members are 
Eugene J. Siwald, far left, Siwald-Harding Motor Sales Co., and Calvin L. Hayes, far 
right, Hayes Motor Co. Also at the organizational meeting were G. C. Curran, second 
from right, Ford Division Omaha district sales manager, and James R. Larason, Lin- 
coln-Mercury assistant sales manager in Minneapolis-St. Paul. 


Semi-Show in 


Cleveland 


Called Hit; 58,000 Attend 


HE attendance at Cleveland’s 

first auto show in five years 
apparently is proof that a complete 
display of the new models is not 
needed to assure a show’s success. 

The four-day “Autoworld,” 
which was promoted by Allan 
Fox, a Cleveland jeweler, attract- 
ed more than 58,000 persons. The 
first estimate of the turnout was 
placed at more than 40,000. 


Since the show had been boy- 
cotted by the Cleveland Automo- 
bile Dealers Assn., there were no 
full displays of ’62 models, Most 
makes were represented, however, 
either by cars exhibited by dealers 
not affiliated with the CADA or 
vehicles leased by the sponsors for 
the occasion. 

Consequently, there was extra 
emphasis on custom and hot-rod 
cars which drew a vast audience 
of teen-agers. Among the exhibits 
were several cars by George Barris, 
Hollywood designer and builder of 
custom vehicles. 

* * * 
OMEDIAN Sid Caesar was the 
star of the stage revue, and 
part of the show was devoted to 
an International Food Fair, with 
restaurants and booths offering im- 
ported delicacies. 

“Autoworld was such a smash- 
ing success in Cleveland that we 
are now making plans to produce 
the show in major metropolitan 
cities throughout the country,” 
said Fox. 

“The public’s interest in cars— 
new ones, antiques and all kinds of 


special automobiles—is immense,” 


VW 1500 Reaches 
Canada at $2,495 


(Continued from Page 6) 


on the front doors, and fully lined, 
lockable glove compartment. 
Dimensions of the 1500 are as 
follows: Wheelbase, 94.5 inches; 
length, 166.5 inches: width, 63.3 
inches; height, 58 inches; curb 
weight, 1,890 pounds; front track, 
51.4 inches; rear track, 53 inches; 
ground clearance, 5.9 inches. 

The four-cylinder, air-cooled, hor- 
izontally opposed engine derives 
its 91.1-c ubic-inch displacement 
from a bore and stroke of 3.27 
inches and 2.72 inches, respectively. 
Overhead valves are operated by 
push rods and rockers. Compression 
ratio is 7.2 to 1. Torque is 83 
pounds/feet at 2,000 revolutions per 
minute. 

Six-volt ignition is used. 

Hydraulic brakes are used front 
and rear, with 201 square inches of 
lining. 

Turning circle to the left is 37 
feet 2.5 inches, and turns of steer- 
ing wheel from lock to lock is 2.8. 
Worm and roller steering is used. 

Gear ratios of the transmission 
are: 1st, 3.80; 2nd, 2.06; 3rd, 1.32; 
4th, 0.89, and reverse, 3.88. These 
ratios are identical to those of the 
standard VW. 


he added. “Autoworld will offer 
people throughout the country an 
opportunity to satisfy their desire 
to learn more about automobiles.” 
* * * 
i A wrapup report on the Phila- 
delphia show, which drew a rec- 
ord 110,860, Julie C. Driscoll, execu- 
tive secretary of the Automobile 
Trade Assn. of Greater Philadel- 
phia, lamented the absence of six 
imported makes from the show. 
“The Fiat, Triumph, Skoda, 
Porsche, Volvo and Rolls-Royce 
were conspicuous by their ab- 
sence,” she said. “Every night we 
had inquiries about these cars.” 
The windup of the St. Louis show 
yesterday (Dec. 3) marked the end 
of the pre-Christmas show sched- 
ule. The season will resume Jan. 7 
with the three-day Fort Worth ex- 
position in the Will Rogers Exhibit 
Building. 


Dealer Sues S-P, 
Mercedes on DKW 
Price-Cut Sale 


(Continued from Page 2) 


which were significantly different 
from the old models. 
* * * 

“ ERCEDES-BEN Z offered to 

sell to Satori, the same type of 
cars at exactly the same price at 
which Mercedes-Benz sold the cars 
to Lewis. This offer to Satori was 
made a few days after the sale to 
Lewis, but Satori rejected the offer. 
There has been no discrimination 
against Satori in any way. 

“Mercedes-Benz and Studebaker- 
Packard intend to defend this ac- 
tion vigorously and are confident 
that the court will find no violation 
of law and no basis for awarding 
any damages to Satori,” concluded 
Hanson’s statement. 

The defendants must file an 
answer to the complaint by Dec. 
18. A pretrial hearing is sched- 
uled for Jan. 29 in the court of 
Judge Thurmond Clarke, who is 
also hearing the discount-house 
antitrust case involving General 
Motors and Chevrolet officials 
and dealers. 

Cars listed in Satori’s complaint 
are said to be DKW 750 models 
which had an East Coast P.O.E. 
price of $1,695, The three Roy G. 
Lewis & Co. dealerships are located 
at 5625 Sepulveda Blvd., Van Nuys, 
Calif.; 400 N. Sepulveda Blvd., Man- 
hattan Beach, Calif. (Michael Scott 

Corp.), and 6465 Sunset Blvd., Hol- 
lywood, Calif, (Mercedes-Benz of 
Hollywood). 

Initial Lewis advertisements list- 
ed the DKWs at $1,495, though in 
recent weeks the price has been cut 
to $1,295 to clear remaining stocks. 


Third Term for Vagge | 
NASHOUA, N. H.—Mario J. Vagge, 
an auto dealer here, has been re- 
elected to serve his third term as 
mayor of Nashua. 
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Renault Trouble-Shooter Cites Differences... . 





Year in States Proves Education 


(Continued from Page 8) 


don’t find this. Consequently, a ve- 
hicle for Americans must be sturd- 
ily built and it must be given ex- 
ceptionally fine servicing when it 
arrives in the dealer’s shop.” 

In the U. S., he added, vehicles 
are designed with extra horsepower 
to save the wear and tear that 
American driving puts on a car, 
whereas the European car, with its 
lower horsepower, must be built 
more sturdily in order to withstand 
the pressures and tensions that 
Americans impose on them. 

“This is the only country in the 
world,” he said, “where I have seen 


upholstery torn apart after only 
8,000 miles of use. This couldn’t 
happen anywhere else in the 
world.” 

As an illustration of the stresses 
to which an automobile is subject- 
ed, De Balan cited an experience 
of his own. 

“One day last week, I was driv- 
ing in the desert out West, where 
the temperatures were near 100 de- 
grees. Just about eight hours later 
I was driving up in the mountains 
where the temperatures were down 
in the 30s and 40s. 

“This, plus the fantastic strain 
placed on an engine because of 
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the sustained high speeds which 

the really fine roads of this 

country permit, means that an 
engine must really be a work- 
horse to survive here,” he said. 

“That’s why we have placed all 
of our stress on the servicing of 
our vehicles in this past year. Here, 
the owner runs his car until it just 
won’t run any further, and that 
means that servicing must be ‘top 
notch,” 

For this reason, De Balan said, 
the ad budget of Renault has been |§ 
cut back and the money saved is 
going into more men and facilities 
to guarantee better service for the 
Renault customer. 

“We feel that this is the only way 
to build a firm foundation for fu- 
ture sales growth,” he said. “We 
are no longer looking for the as- 
tronomical sales figures. We are 
looking for full, steady growth, as 
the market expands and as our 
service network expands.” 

DeBalan feels that the import 
market will probably shrink to 
about 350,000 in the U. S. in the 
next year or so. However, he is 
confident that there will always 
be room here for the import, and 
that Renault can expect to sell 40 
to 50 thousand vehicles a year. 

DeBalan is off to another part 
of the world now, to wrestle with a 
new set of problems. He has been 
appointed general export manager 
for Africa. 






Simca '5" Drivers Get Trophies— 


Nine drivers of the three Simca ‘'5" cars in the Marlboro (Md.) 12-hour endurance 
race were awarded these trophies at a victory dinner in Washington. Seated, from 
left, are drivers George Alderman, Dr. Don Peterson, Ben Fowke, Walt Phillips and 
Jack Lyles. Standing are A. R. Marzelli, Simca Eastern area sales manager; drivers 
Bill Pairo, Dave Sisson and Don Greimel, who also is a Bethesda (Mich.) Simca dealer, 
Lindsay McKellips, and Ray Anselmo, president of Royal Simca, Inc., a “key” dealer 
in Washington. 


NADA Forecast for 1962 
Puts Sales at 6.7 Million 


WASHINGTON. — The National 
Automobile Dealers Assn. is fore- 
casting 6.7 million car sales in 1962, 
according to a statement presented 
at a Chamber of Commerce busi- 
ness outlook conference by Paul E. 
Herzog, NADA director of research. 
























this number, 1961 carryovers do not 
represent an important segment. 
“Third, mortalities among fran- 
chised automobile dealers have 
been declining. Bankruptcies are 
down some 5 percent during the 
third quarter of this year as com- 
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Contact your Daybrook Distributor for complete details. 
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He no longer has any connection 
with Renault, Inc., American sub- 
sidiary of the French firm. 


Moore Denounces 
Any U.S. Lid on 


Dealer Freedom 
(Continued from Page 3) 


forts to “find out how to make it 
stronger.” 

Moore also mentioned the NADA 
Task Force. All have _ benefited 
from the work of the committee, 
he said, and “greater things are 
to come.” 

In an interview, Moore attributed 
his optimism to two main reasons: 
The automobile manufacturers 
seem to be taking a more realistic 
view toward production and, sec- 
ondly, the disposition of people to 
buy is present in the generally im- 
proved economy. 

The auto industry’s handling 
of foreign-car competition was 
praised by Moore who said the 
competition has been decreasing 
yearly and will continue to de- 
crease. 

Moore explained the reason the 
industry needs to have a realistic 
outlook on production is to avoid 
a “used-car problem.” 





Included in the forecast are 
350,000 foreign cars and Herzog 
predicted that 35 percent of do- 
mestic cars sold in 1962 will be 
compacts. 





and surveys which 


He listed the factors as: 


average operating profit of fran- 
chised dealers had recovered to 1.1 


have hopes that the year-end fig- 
ure will at least maintain this level. 


“Second, the imbalance between 


been a major factor in low dealer 
profits and the chaotic and confus- 
ing conditions in the marketplace 
has, to a large degree, been recti- 
fied. Current indications point to 
entry into the 1962 calendar year 
with new-car inventories in the 
neighborhood of 650,000 units. Of 


Is the New VW 1500 


Really a Volkswagen? 
NEW YORK.—Tourists to Ger- 


















The NADA statement said that 
auto dealers will enter 1962 with 
their confidence and optimism 
buoyed up by at least five factors 
indicate that 
their confidence is soundly based. 


“First, the dealer profit picture, 
although far from satisfactory, has 
moved in the direction of respect- 
ability. After a first quarter in 
which the average dealer operating 
loss was 0.2 percent, by the end 
of the third quarter of 1961 the 


percent on sales before taxes. We 


production and sales which had 


pared with the same quarter of 
last year. They are down 47 per- 
cent from the first quarter of this 
year. 


“Fourth, repayments of automo- 
bile paper during the first nine 
months of 1961 have exceeded ex- 
tensions by approximately $700 mil- 
lion as opposed to the more normal 
recent experience of extensions ex- 
ceeding repayments by a billion 
dollars or better annually. The last 
time that repayments substantially 
exceeded extensions was in 1958, 
The following year, 1959, showed a 
marked increase in auto sales. 

“Fifth, dealers report that, al- 
though floor traffic is not of the 
magnitude which they had antici- 
pated, this does not disturb them 
too greatly since there are more 
serious buyers, as opposed to 
“lookers,” than in the past, 


Man Who Refused 
To Back Ford Has 
No Regrets at 85 


MONTREAL.—George Foote 
Foss, marking his 85th birthday, 
said he has no regrets about pass- 
ing up a chance to become a part- 
ner to Henry Ford in 1900. “You 
don’t live to be 85 by coping with 
the problems of a big business,” he 
said. 

Foss built Canada’s first auto 
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He said he expects the used-car | Many report that Volkswagen noe vs V 
waitin te remate reasonably | dealerships there now display | ™obile in 1896, the soe “2 = sch 
good in the future. signs reading “Volkswagen + VW | Putting his car together. The ‘hss | to 
Other new officers included: Wal- 1500.” aa pon oe eee a stirred say 
ter Jennings, Little Rock, first vice- The implication is that _Volks- ae coe ant : banker im] 
: , : wagen, which translates literally | the police and impressed a 

president, and A. J. Madison, Little Sacer » will continue to | who offered to back him. anc 
Rock, treasurer. George H. Ben-| 2% PCP - po while a vw But Foss, then 20. felt he didn't | 
jamin, Little Rock, was elected to ieee lea * 1 oe edetiad have enough experience to go into po 
his 12th term as executive vice- BP : manufacturing and turned down * 
president. the offer. Mh 
New directors are Carl Corley, His car was advanced for the . 
Fort Smith; Joe Bill Hackler, time. The engine was mounted on th 
Rogers; J. P. McNulty, Pine Bluff; | the chassis and caused little vibra- : 
Sam McNair, Fayetteville; Merving tion. The gearbox and shift were pe 
Franks, Magnolia; L. D. Gallo- attached to the steering column, af a 
way, Stamps; Doyle Rowell, Hot innovation the auto industry didn't ts 
Springs; Charles Blanz, Earle, and make for another 30 years. a”? 
Sam T. Smith, Conway. Foss visited Ford in 1900. > 
Regional vice-presidents are John “He impressed me as a hard mah] 
Fletcher Cox, Morrilton; W. R. to get along with,” Foss said. “He 7 
Weaver, Jonesboro; Harvye Wright, needed capital and I had $3,000 } | 
El Dorado, and David Roberts, the bank, but my car was s0 far spe: 
North Little Rock. ahead of his that I thought I'd be a 
Roland Hughes, executive vice- better off going into manufacturing pre: 
president of Trumann National for myself.” it, | Co 
Bank, Trumann, Ark., became the But Foss never got around ws Ver 
third person to receive an honor- He later became a aneenst mer 
ary life membership in the as- Montreal's first auto dealer, | <s, | Jacl 
sociation in the group’s 27-year went into the machinery business. yea: 


history. 

Hughes is a former president of 
the association and served three 
terms as NADA director for Ar- 
kansas. 

A special guest of the convention 





Inside Look— 


Bert Childs, Socony Mobil Oil Co. scien- 
tist, peers into an engine with a bore- 
scope, a device he helped develop. Poked 





Boas Wins County Post 
SAN FRANCISCO.—Roger Boas, 
a Pontiac dealer, has been elected 
to a four year term as a member 
of the San Francisco Board of 















was Birkett L. Williams, former] down carburetor or spark-plug openings, | Supervisors, the county’s top legis- Par 
NADA president from Cleveland, a|.it enables Mobil scientists to study effects | lative body. He ranked third among bee? 
native of Hot Springs and one of | of fuels and lubricants on engines without | 33 candidates seeking to fil! five Ork 


the nation’s largest Ford dealers. 
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vacancies. 
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Chrysler Bends an Ear 
To Ace Rural Dealer 


of his membership on the local 
school board. He notes that this 
position, as well, resulted from an 
appointment. 

Rendaci does all right in elec- 
tions, though. He is a director of 
the Automobile Dealers’ Assn. of 
Indiana and enjoys a popularity 
among dealers akin to his regard 
among Clintonians, to whom he is 
invariably “Mike,” rather than “Mr. 
Rendaci.” He is also an elected 
member of the Dodge National 
Dealer Advisory Conference, which 












appear on proxy ballots going next 
March to Chrysler’s 86,000 share- 
holders. 

William C. Newberg, who was 
ousted as Chrysler president in 
1960, will appear on the Bacaloff 
slate if he consents to run. Bacaloff 
proposed Newberg for director last 
April at the Chrysler annual meet- 
ing. 

“We intend to pursue this proxy 
campaign aggressively as it is now 
more than evident, by Chrysler’s 
losses in market penetration and 
their earnings report, that the 
board of directors in its present 
form is thoroughly incapable of re- 
building the company,” Bacaloff 
declared. 


By Maynard M. Gordon 
News Editor 


HIERE’S a “Dodge” city in Indi- 

ana, too, and the dealer who has 
prought off this achievement has 
won a signal honor for a small- 
town business- 
man, 

From among all 
the Dodge deal- 
ers in the coun- 
try, the longest 
term on Chrysler 









* * * 


——_ foe of Chrysler man- 
agement in the past, Detroit 
Attorney Sol A. Dann, disassociated 
himself last week from the Baca- 
loff campaign. Dann said he would 





President Lynn 
A. Townsend’s 
new panel of 
A “dealer consult- 
id ants” was award- 
oh ed to Mike Ren- 
Mike Rendaci daci, co-owner of 
Mike’s Motor Co., Clinton, Ind. 

Clinton has a population of only 
7,000, and Rendaci’s 18 years as a 
Dodge dealer is low by Dodge 
standards. But Mike, as he is 
known by one and all in Clinton, 
is such a standout that Townsend 
turned to him almost automatically 
for the three-year Dodge term on 
the six-dealer board. 

Many stories of this type would 
proceed to explanations of Ren- 
daci’s success thusly: “In the first 
place, Mike’s Motor Co. consist- 
ently outsells Chevrolet, Ford and 
all other makes combined in the 
Clinton market.” 

That statement is true and has 
been since 1955. But Rendaci, a 
53-year-old native of Kansas, is 
primarily service-minded in every 
sense of the word. And at Mike’s, 
service is not merely lip service. 

* cd * 





ACK in 1955,” he recalled last 

week, “I warned other dealers 
against wheel-and-deal. I have 
never delivered cars that I wouldn’t 
want to drive myself. 

“We get as high as 98 percent 
service absorption, and it is this 
kind of attention to car care that 
keeps us first in sales.” 

Rendaci and his partner broth- 
er, Joe, 48, enjoy superior em- 
ploye relations. They maintain a 
lodge near town, for the staff. 
The 30 workers share in 25 per- 
cent of the dealership’s profits 
every Christmas, and Mike’s an- 
nual payroll is a generous $250,- 
000 or so. 

“In our place,” Rendaci said, 
“every worker doubles as a sales- 
man. This puts everyone on an 
equal basis and gives us a maxi- 
mum sales force.” 

* * * 
yy A town just 8% miles from the 

Illinois line, Rendaci sells an 
average of 300 new Dodge cars and 
50 trucks a year. He also retails 
550 used units annually. 

What makes Mike run? He quit 
school when he was 13 and went 
to work as a body mechanic. He 
says this experience taught him the 
importance of pleasing customers 
and keeping them pleased. 

Rendaci is proud of his ap- 
Pointment as a “dealer consult- 
ant” to Townsend. He takes issue 
with the view of some Dodge 
dealers that the “consultants” 
should have been elected, rather 
than named by the company 
president. 

“The important thing is what 
we're trying to accomplish,” he 
said. “I don’t believe anyone should 
be afraid of anyone in Chrysler. 

“We as dealers shouldn’t try to 
run Chrysler, but it’s time we did 
shoulder some of the burden and 
not just criticize. I for one will 
Speak my piece as I see it.” 

A similar sentiment had been ex- 
pressed by the two-year Dodge 
“consultant,” Jameg A. Mason, 
Ferndale, Mich. The third Dodge 
Member is William W. Massey sr., 
Jacksonville, Fla., named for one 
year. 

os * * 
For not having a _ high-school 
degree, Rendaci also is proud 


Paretti Elected to BBB 


NEW ORLEANS. — Jose pha. 
Paretti, Paretti Pontiac, Inc., has 
been elected vice-president of New 
Orleans’ Better Business Bureau. 












































met in Detroit last week. 

In other Chrysler developments 
last week, formal notice of a 
proxy fight against Chrysler was 
filed with the Securities and Ex- 
change Commission in Washing- 
ton by J. Bacaloff, Portland 
(Ore.) contractor and owner of 
300 shares. 

Bacaloff is expected to name di- 
rector nominees in opposition to 
the 17 present members of the 
Chrysler board. The Bacaloff slate, 
for which he said he was available 
“if prudent and/or necessary,” will 


Parts Rebuilders 
Name Peterson 
1962 President 


WASHINGTON. — Stanley Peter- 
son, Minneapolis, has been named 
1962 president of the Automotive 
Parts Rebuilders Assn., succeeding 
J. W. Boulton jr., 
Oklahoma City. 

Other officers 
for the coming 
year are: 

Charles R. 
Hicks, Kokomo, 
Ind., first-v ic e- 
president; Don 
Westling, Minne- 
apolis, second 
v i c e-president; 
Robert E. Lee, P 
Hutchinson, Stanley Peterson 
Kans., third vice-president; William 
J. Skamarak, Lock Haven, Pa., sec- 
retary, and Joe A. Gray, Portland, 
Ore., treasurer. 

Regional directors are Harvey K. 
Fischmann, Los Angeles; Robert 
Quinn, Portland, Ore.; John Lelis, 
Salt Lake City; Charles R. Fallen, 
Ennis, Tex.; Donald F. Bjorklund, 
Minneapolis; Paul Cottrill, St. 
Louis; Albert S. Listman, Roseville, 
Mich.; Gerald L. Palmer, Columbia, 
‘S. C.; May Kaye, Baltimore; Hans 
Wirth, Middletown, Conn.; Carl 
Fenwick, Toronto, and Don F. 
Townsend, Winnipeg, Man. 








U. S. Reports Increases 
In Auto Output, Sales 


WASHINGTON.—The Commerce 
Department found reason to be op- 
timistic in the business outlook ma- 
terial published in the November 
issue of Survey of Current Busi- 
ness. 

The department noted that in- 
creased production of autos is 
contributing to a rise in total 
manufacturing and that consum- 
er demand for all products has 
picked up. 

“The automobile industry, now 
fully geared to the 1962 model run, 
is producing at a high rate and 
is planning a further advance for 
the remainder of the year,” the de- 
partment said. 

“Passenger car production in Oc- 
tober was one-fourth above the low 
September rate, after seasonal ad- 
justment, and was showing further 
advances in early November. Pro- 
duction of 1.8 million units in the 
fourth quarter—a recent trade esti- 
mate—would add substantially to 
the fourth quarter GNP (gross na- 
tional product). 

“These buoyant production sched- 
ules reflect both a favorable re- 
sponse by consumers to the new 
models and the need to rebuild 
automobile dealers’ inventories. 

“Dealers sold some 535,000 new 






propose three changes in Chrysler 
procedures to the shareholders next 
April, including cumulative voting. 

Dann’s proposal for cumulative 
voting, giving minority sharehold- 
ers a larger voice in naming direc- 
tors, has failed of adoption at the 
last two annual meetings. 

A Dodge spokesman, mean- 
while, denied a statement that 
the ’62 models were encountering 
the stiffest consumer resistance 
of any make in the industry. He 
also objected to a comparison of 
current Dodge sales with those 
in the 1960 model year, when the 
newly introduced Dart catapulted 
Dodge to its alltime-record year. 

“We are not trying to meet or 
beat ’60 with our ’62s,” he added. 
“Any comparison with ’60 will be 
odious, because it was our greatest 
year. I think you'll find that cer- 
tain popular-priced ’62 makes are 
lower in sales than Dodge.” 

* * * 

ON THE Chrysler calendar this 

week are a meeting of direc- 
tors Thursday in New York and 
an address by Townsend today 
(Dec. 4) before the annual conven- 
tion of the Utah Automobile Deal- 
ers Assn. 

Townsend is expected to reiter- 
ate highlights of an address he 
made in October before the New 
York State Automobile Dealers 
Assn. His New York talk pledged 
Chrysler to a dealer-profits and 
quality-dealer program. 

* * * 


Army Awards Chrysler 
$12 Million Truck Order 


DETROIT.—An Army contract 
for $12,166,500 has been awarded to 
Chrysler Corp. for production of 
additional %-ton M-37 vehicles. 

The vehicles will be built at the 
Dodge truck plant. Under the new 
contract, four versions will be built: 
Cargo and command utility ve- 
hicles on a 112-inch wheelbase and 
ambulance and telephone mainte- 
nance trucks on a 128-inch wheel- 
base. 


units in October—a seasonally 
adjusted annual rate of over 6 
million—as against 5% million in 
the third quarter, Early Novem- 
ber sales showed a further im- 
provement.” 


The department said that con- 
Sumer demand slid from a peak in 
late 1960 to a low point in the first 
quarter of this year. Since then, 
consumption has picked up by 3 
percent to a new record high level. 

*” * * 


Editor Sees Sales Boost 


For Consumer Durables 


ST. PAUL.— Consumers are less 
cautious and wil] unbutton their 
purses even more in 1962, particu- 
larly for automobiles, hard goods, 
furniture and appliances, Morris 
Cohen, associate editor of Fortune, 
told the eighth district convention 
of Advertising Federation of Amer- 
ica. 

Cohen said that retail sales of 
new automobiles may crowd the 
previous record of more than 7 
million. The editor pointed out that 
personal income rose sharply in 
October and that Christmas trade 
should break all previous records. 
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Covers the SAE Convention 
with its 
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AND CONNECTICUT 





with 40% more power and sparkling 
new model seeks added representation 


Now DAF has been made even more 
appealing to the American market 
4, than ever. Its new 750cc engine de- 
©’ livers up to 70 mph, amazing agility 
in traffic, up to 40 mpg. The new 
DAF fodil by DAF is enhanced by 
luxury appointments. We have embodied in the 1962 model 
everything your customers want. Still most important, how- 
ever, is the fact that DAF is: 


The World’s Only Economy Car with 


AUTOMATIC TRANSMISSION 


as Standard Equipment at No Extra Cost 


This is the “clincher” that closes mxmmenia <7 
sale after sale...can make DAF rm Cars of nollan 

maar Snadi didi aaa en | 2222 Flatbush Ave. Bklyn. 34, N.Y. 
dealership. Prices start at $1320, Please send me full particulars | 
750 Deluxe $1455, DAF fodil $1550, | [6g2'rding a dealership for 
p.o.e. A power-packed advertising | matic aoe completely auto: | 
campaign is about to break, using I 
national and “enthusiast” maga- | | 


zines, newspapers and radio. f Mame... ee ese ees e es ! 
Climb on the bandwagon. Prom wate | 
Mail This Coupon or Phone Today 7 ipa ME State | 
to the Factory-owned Distributor iciid ertssisnaiees eaceinmeeh eaten calcul 


Eastern Cars of Holland, 2222 Flatbush Ave., Bklyn. 34, N.Y. DEwey 8-3000 












At the Factories... 


Chrysler Corp. 


Stephen L. Noble, 51, was pro- 
moted last week to manager of 
dealer relations for Chrysler Corp. 
He had been 
Plymouth dealer 
relations director, 
having joined the 
corporation in 
1946 as merchan- 
dising manager 
for DeSoto at De- 
troit. 

Noble, who will 
report to corpo- 
rate Sales Vice- 
President E. C. 
Quinn, assumes 





Stephen L. Noble 
duties formerly held by C. L. Jacob- 
son, who retired as dealer relations 
vice-president in May. 

* * 


Chrysler-Plymouth 


Three promotions affecting 
Chrysler-Plymouth Los Angeles re- 
gion personnel have been announc- 
ed. S. E. Hamilton, formerly assist- 
ant regional manager, has been 
promoted to regional manager re- 
placing J. B. Sparkes, who has been 
promoted to the Chrysler-Plymouth 
sales staff in Detroit. Jock Fearer 
has been promoted from merchan- 
dising manager to assistant region- 


al manager. 
ok * 


Oldsmobile 


Oldsmobile last week named 
Frederic L. Foerster Central re- 
gional manager, with headquarters 





F. L. Foerster Robert R. Neville 


in Detroit, to succeed Harry F. 
Banks, who has retired. 

Appointed New York zone man- 
ager was Robert R. Neville, former- 
ly administrative assistant to the 
general sales manager in Lansing. 
He has been with Oldsmobile 11 
years. 

For the past two years, Foerster 
has been Southwest regional man- 
ager. He joined General Motors in 
1933 and has been with Oldsmobile 
since 1934. 

Harry F. Banks, Oldsmobile’s 
Central regional manager at De- 
troit, retired Dec. 1 after 35 years 
with General Mo- 
tors in the auto- 
motive sales field. 

Banks began 
his automotive 
career in 1921 as 
a salesman for a 
GM dealer and 
later operated his 
own GM dealer- 
ship. He joined 
GM in 1926 as a 

; o district represen- 
Harry F, Banks tative for Buick 
in the Chicago zone. In 1933, Banks 
joined Oldsmobile as Milwaukee 
zone manager. 

He became Central regional man- 

ager at Detroit in 1952. 


Mercedes-Benz Sales 


B. R. Williams has been appoint- 
ed manager of the quality dealer 
program for Mercedes-Benz Sales, 
Inc. 

Succeeding him as administrative 
assistant to the sales vice-president 
is Richard L. Towner. 

Williams joined Studebaker- 











R, L. Towner 





B. R. Williams 


Packard in 1956 in the car order 
department and moved to the 
Mercedes-Benz distribution depart- 
ment a year later. He has also 


Late Personnel News 
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distribution. 


owner relations. 
ok * * 


Mack Trucks 


Kansas City. 
Mack Trucks, Inc., has appointed 
Gerard W. Brooks vice - president 





Frederick R. Young, 


Ford Dealer in Charlotte 


CHARLOTTE, N. C.—Frederick 
R. Young, president of Young 
Motor Co. (Ford) died Nov. 23 in 
San Juan, P. R., after suffering a 
heart attack while on a cruise. He 
was a director of the Charlotte 
Automobile Dealers Assn. 


A native of England, he visited 
the United States in 1919 and de- 
cided to stay. In 1921 he became 
dealer-business analyst for a De- 
troit auto factory. He came to 
Charlotte in 1926 as an accountant 
for George G. Scott Co. and later 
became a partner. In 1952, Mr. 
Young bought Heath Motor Co,, 
changing the name to Young Motor 
Co. in 1954. 


i 


G. Albert Lyon, 80; 


Founded Supply Firm 


DETROIT.—G. Albert Lyon, 80, 
founder and 
chairman of 
Lyon, Inc., auto- 
motive supply 
firm, died here 
Nov. 29. 

Mr. Lyon held 
more than 2,000 
patents on de- 
vices used in the 
auto industry. 
Lyon, Inc., manu- 
factures wheel 
covers and trim ©: Albert Lyon 
and stampings. A son G. A. Lyon 
jr., is president. 


Frank G. Held; Was Active 


As Chevy Dealer at 100 


KENYON, Minn.—Frank G. Held, 
100, active in Held Chevrolet Co. 
here from 1911 until he became ill 
this fall, died Nov. 26 at Rochester, 
Minn. A son, Harland, is continuing 
to operate the dealership. 

ok ok * 
Carl Henderson 

WASHINGTON, — Carl Henderson, 55, 
manager of General Brake Service and a 
former auto dealer in this area, died 
Nov, 20. 

* * * 
Hugh M. Williams 
MAYFIELD, Ky.—Hugh M. Williams, 79, 


Ford dealer here for 42 years, died Nov. 18. 
* ~ * 


Robert Jay Waller 


ST. LOUIS.—Robert Jay Waller, 64, 
former Buick zone manager here and 
owner of Waller Buick Co., Champaign, 


Ill., died Nov. 27. 
* * * 


Cc. C. Coleman 
ALAMOGORDO, N. M.—C. C. Coleman, 
50, owner of the Sands Used Car Lot here, 
was shot and killed Nov. 25 on his down- 
town lot. Police arrested a recently dis- 
charged employe. Mr. Coleman had been a 
used-car dealer in Houston for 20 years 

before moving here last year. 

* of * 


Olin D. Brooks 
ATLANTA.—Olin D. Brooks, 56, a re- 
tired used-car dealer, died Nov. 13. 
* * of 


Wilma E. Beam 

ROCHESTER, N. Y.—Wilma E. Beam, 
66, secretary of Beam Mack Sales and 
Service, Inc., Brighton, died Nov. 17. The 
dealership was founded in 1951 by Mrs. 
Beam’s husband, Fred W. Beam, who had 
been associated with Mack since 1924. He 
died in 1953. 

* * * 


Willie Oliver Armstrong 
CLEVELAND.—Willie Oliver Armstrong, 





served as assistant manager of car 

















Towner, who joined Studebaker 
in 1946, moves to his new position 
from the S-P’ Automotive Division, 
where he has been supervisor of 


Allan Chilton has been named 
manager of quality control for 
Mack Trucks, Inc. Before joining 
Mack, Chilton had been engineer- 
ing director at Fairchild Stratos, 
quality control director at Wright 
Aeronautical Division of Curtiss- 
Wright, director of Westinghouse 
Advance Systems Planning Group, 
Radnor, Pa., and chief engineer of 
its Aviation Gas Turbine Division, 








mer partner in Jensen-Raupe Motor Co., 
died Nov. 19. 
* * * 


Luther Baker 
WEST LIBERTY, O.—Luther Baker, 67, 


formerly an auto dealer at nearby North 
Lewisburg, is dead. 
Es 
















ATES, 
850 Euclid Ave., Cleveland 14, Ohio. 
Employes of our client know of this ad. 
Confidential follow-up will be made im- 
mediately by telephone for qualified 
candidates to arrange for interview. 


INC., Executive Search Division, 








used car men, Terrific present and future 
for right men, Send qualifications and 
photo, if possible. M. J. Peterson, P. oO. 
Box 2115, Inglewood, California. 


USED CAR MANAGER — Chicago area 
dealership delivering 2,000 new cars 
yearly. Must be ambitious, capable of 
complete charge, know appraising, re- 



























and director of marketing. Brooks : 
was formerly director of market- A 
ing for the tire 
division of United 
States Rubber 
Co. He will be in 
charge of all 
sales and related 
activities of 
Mack’s some 400 & 
factory branches 
and distributor 
outlets, and will HELP WANTED HELP WANTED _ 
administer the ae 
company’s adver- G 
Gerard W. Brooks tising market re- CAN You TOP 
search and sales training pro- FOREIGN $35,000 PER YEAR 
grams. ey SSIGNMENT MR. SALES MANAGER? 
A Our sales mana earned $35,000 i Bi 
Studebaker-Packard veut on @ saty Gad Genes Bese “an c 
. being here only one and a half years. Thi 
V. E. Funk has been appointed Automotive District can be proved. Our operation requires 
sales administrative manager of POWERFUL CLOSER. 
Studebaker-Packard, Sales Managers We have been on the same corner for 30 
* * * youre, very a. = finance 75% 
. e e of ovr own paper. Cars ndied are bl 
American Motors Automotive Service compiere —,. line ~_ English co : 
: ou must - ears o by 
American Motors has promoted Manager health, geod personal habits, sober, “a 
G. A. Donat to administrative as- (Latin A iea) terrific closer. Our salesmen are not allow- 
sistant to V. E. Boyd, who was ee Se eee Poe 
elected automotive sales vice-presi- |} Our client is interested in hiring imme- Sxsolont ‘deser “otherwise rs — a v 
dent a week earlier. Donat was as- ae dee cae ns ae. Write resume of experience to: SOUTHERN < 
‘ Sat ic ‘omotive experience, MOTORS, 301 E. Broughton St., Savan 
sistant merchandising manager. re or and wholesale (manufacturer }| Ga. Attention Julius Kaminsky, President, 
° Tel.: ADams 4-3478. 
To quality you wet lve Mwwin cry Gt By cnc 
automotive manufacturer's payroll. Ages = 
open to 60. No foreign language neces- || SALES REPRESENTATIVE—National fol- §} Di 
sary, although obviously beneficial. Mar- low-up program, contact automobile deal- | 
on wane Sent with eee of oi age = gunaiy tee on aoe ac- 
lar ‘families. t Id ounts, siness. Draw ys, 
a , ol year "(enue saaheant = ' Commission. Box 2985, c/o Autometive f 
salary level to $15,000, with opportu- News, Detroit 7. DI 
nity to accumulate substantial savings §| SALES MANAGERS (2) — Chevrolet — 
stan ee ste ae so, _ from tax exemption and fringe benefits, Southern California, One new car man- ‘ 
e son ¢ sg e ed Nov. 14. plus moving and relocation allowance. ager, one used car manager; 100 new ] 
If interested and qualified, send work cars, 125 used cars per month. Must be ‘ 
Floyd D. Raupe history and personal information to: top closers, able to inspire men to work, ] 
DALLAS.—Floyd D. Raupe, 63, a for- R. G. Hudson, RAY E. HIBBS & ASSOCI- and handle firmly 20 new car and 10 § {& 


-_ o Ge ae Ge Oe oe ee 


a. 
conditioning, sales management and HI 
John J. Sherry Nal he: me pe te MANAGER. Cus- wholesaling. Excellent income opportunity 
MILLIS, Mass.—John J. Sherry, 72, a cltnial an $7, ll a. Need ex-| for good man. Box 2971, c/o Automotive 
former West Roxbury auto dealer, died perience man w ability to supervise News, Detroit 7. 


Nov. 17. 
ok * * 


Joseph Allen Haraden 

SCHENECTADY, N. Y.—Joseph Allen 
Haraden, who had operated Mohawk Chev- 
rolet here for 42 years, died Nov. 19. He 
was also a director and former vice-presi- 
dent of the New York State Automobile 
Assn. 

* * # 
A. F. Bauerbach 

INDIANAPOLIS.—A. F. Bauerbach, 65, 
a former district manager. for Ford Motor 
Co. here, died Nov. 16. 

* * * 
Sidney Francis Mullins 

ROGERS, Ark.—Sidney Francis Mullins, 

50, a used-car dealer here, died Nov. 21, 
of 
Dean I. McWain 

SALEM, Ore.—Dean I. McWain, 67, 
auditor of Loder Bros. Oldsmobile, died of 
a heart attack. 


entire service operation. Very good sal- 
ary, fringe benefits and incentive plan. 
Necessary to have proven record, Ted 
Caffey Chevrolet, Sault Ste. Marie, Mich- 
igan, MElrose 2-9996. 





General Sales Manager 


Automobile Dealership 
For a large multiple-branch Ford dealership 
located in Eastern metropolitan market. Se- 
lected man must have background of suc- 
cessful automobile retail and fleet sales 
experience and be capable of developing 
and directing large sales organization. Sub- 
stantial base salary and incentive will pro- 
vide potential earnings well over $25,000 
annually with splendid opportunity to ulti- 
mately acquire own dealership. All replies 
will be kept in strict confidence. Please 
submit complete employment records in- 
cluding results obtained, personal data, sal- 
ary requirements and availability. Must be 
willing to relocate. Box 2978, ¢/o Automo- 





* * tive News, Detroit 7. 
William P. Michell 
TOLEDO.—William P. Michell, 65, for-| SERVICE MANAGER—High earnings in 
mer chief development engineer for the new, modern facilities for the man who 
Spicer Division of Dana Corp., died in will take charge and promote a service 


Allentown, Pa., where he lived. 





HELP WANTED 





GENERAL MANAGER 


Metropolitan Automobile Dealership 


Selected applicant must have retail automo- 
bile dealership management experience with 
proven ability to direct all phases of a vol- 
ume operation profitably. This position affords 
the right man a real challenge, with excellent 
earning power and unlimited opportunity. 
Substantial base salary and bonus arrange- 
ment will provide potential earnings over 
$50,000 annually. Must be willing to relocate. 
Please submit complete employment record 
with results obtained and commercial refer- 
ences to Box 2987, c/o Automotive News, 
Detroit 7. Applications held in strict con- 
fidence. 





GENERAL MANAGER—‘Big 3’’ experi- 
ence preferred. Must have solid business, 
merchandising and sales background. 
Outstanding opportunity for aggressive, 
ambitious man of ACTION. We control 
several dealerships that vary in size. 
Buy-out opportunity possible depending 
upon performance. Submit résumé, Box 
2988, c/o Automotive News, Detroit 7. 





USED CAR MANAGER 
Franchised Automobile Dealership 


For a large multiple-branch dealership lo- 
cated in Eastern metropolitan market. Se- 
lected man must be capable of developing 
and coordinating retail used car sales. In 
addition must have the ability to cultivate 
wholesale outlets to handle large fleet 
trades expeditiously. Substantial base sal- 
ary and incentive will provide potential 
earnings well over $18,000 annually. All 
replies will be kept in strict confidence. 
Please submit complete employment rec- 
ords including results obtained, personal 
data, salary requirements and availability. 
Must be willing to relocate. Box 2979, c/o 
Automotive News, Detroit 7. 





potential of $20,000 monthly. Must be a 
family man with GM experience. High, 
dry Western climate. Box 2957, c/o Auto- 
motive News, Detroit 7. 





SERVICE MANAGER FOR 


VOLKSWAGEN 
FLORIDA beatersuip 


Must have VW experience. Application 
should include full report of experience, 
background and salary required and at 
least two references. Must be available by 
January 15, 1962. Include snapshot. Mail 
application to: E. D. Hill, 460 S. E. 18th 


Ave., Deerfield Beach, Florida. 





HELP WANTED 









Expanding capital assistance program 





AUTOMOBILE DEALERSHIP 
GENERAL MANAGER 








automobile manufacturer. Applicants should have at least five years’ solid retail 
automobile dealership management experience with proven ability to direct 
new and used-car sales; parts and service sales; to administer proper expense 
control; and to be fully capable of operating a dealership profitably. Excellent 
salary. Qualified managers will have splendid opportunity to ultimately acquire 
own dealership. Must be willing to relocate. Please submit complete employment 
record and commercial references to Box 2947, c/o Automotive News, Detroit | 


7, Mich. Applications will be held in strict confidence. 


































SALES MANAGER needed immediately for 
a small GM dual, located Gulf Coast 
area. Must be good closer and able to 
take charge in dealer’s absence. Will 
consider top salesman who is ready to 
advance. Salary plus incentive. Box 2972, 
c/o Automotive News, Detroit 7. 


ACCOUNTING MANAGER, Large, well 
established Southeastern General Motors 
dealer seeking accounting manager Ca- 
pable of assuming complete supervision 
of accounting department, Position re- 
quires man with practical knowledge of 
General Motors accounting and extensive 
experience in volume General Motors 
dealership, Knowledge of forecasts, daily 
operating controls, budgets and tax re- 
ports necessary, Submit complete résumé: 
Education, past experience, references, 
salary requirements and recent photo- 
graph. Box 2963, c/o Automotive News, 
Detroit 7. 





EXPERIENCED SERVICE MANAGER, 
married, free to relocate. Would like to 


contact reliable dealer. Box 2986, ¢/o 


Automotive News, Detroit 7. 


BUY-IN OR BUY-OUT—35-year-old auto- 
mobile executive, 15 years’ retail experi- 
ence, last five years’ as general manager 
volume ‘‘Big 2’’ deal, excellent factory 
references, interested in long range pro- 
gram. Financially sound, prefer New 
England or Florida location, All replies 
confidential, Box 2980, c/o Automotive 
News, Detroit 7. 

ENERGETIC, RESOURCEFUL YOUNG 
MAN, married, successful and _ proven 
record as sales manager, would like Op- 
portunity of ‘‘buy-in’’ in a GM or Ford 
dealership with eventual ‘‘buy-out.” All 
replies will be confidential. Box 2981, ¢/0 
Automotive News, Detroit 7, 









makes several positions dvailable with 
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POSITION WANTED 





JUTOMOBILE DEALERSHIP AUDITOR, 
pusiness manager, office manager, ac- 
countant, Presently employed as general 
manager of auto dealership. Thoroughly 
uncerstand forecasting, expense control; 
qua ified to perform audit of accounting 
records. BS and MS degrees in business 
administration and accounting, Will 
travel. Commensurate salary and trans- 
portation, Box 2965, c/o Automotive 
News, Detroit 7. a 

GENERAL OR SALES MANAGER, Double 
gales, profit with less manpower. Know 
pusiness A to Z including appraisals, 
held dealerships in top positions for years 
—state and national. Glenn Peck, Box 
852, Fort Worth, Texas. PE 2-0624. 


GENERAL OR SALES MANAGER. Ag- 
gressive sales producer with know-how 
of all phases of management; aid in 
closing deals profitably. Will accept small 
dealership and relocate. Box 2973, c/o 
Automotive News, Detroit 7. 


SALES ENGINEER seeking challenging 
position developing and maintaining auto- 
motive and O.E.M. accounts, M.I.T. en- 
gineering graduate; outstanding sales 
record. Age 32 and presently employed. 
Box 2974, c/o Automotive News, De- 
troit 7. 

OFFICE MANAGER, business manager, 
accountant, fifteen years’ auto experi- 
ence, seeking large GM dealership where 
righthand man needed. Prompt, accu- 
rate statements. Available immediately. 
Age 38. Box 2975, c/o Automotive News, 
Detroit 7. 

DEALERSHIPS AVAILABLE 


AGENCY HANDLING CHRYSLER, 








DODGE, western New York State. Al- 
ways profit-maker, Will sell or lease. 
Box 2966, c/o Automotive News, De- 
troit 7. 





DEALERSHIP HANDLING FORD, One 
family owner since 1927, in the ‘Valley 
of the Sun’”’ in fast-growing Arizona. 
Must sell soon, Box 2967, c/o Automotive 
News, Detroit 7. 


DEALERSHIP NOW HANDLING FORD, 
potential 153 units, Will sell building. 
Good location northern Indiana _ town. 
Health and age reason for selling, Will 
sacrifice. Box 2982, c/o Automotive News, 
Detroit 7. 


AGENCY HANDLING CHRYSLER-PLYM- 
OUTH-Valiant-Imperial available in fine, 
outstanding suburban community within 
a 500,000 population trading area in 
Northeast part of the country; 350-450 
new car potential; modern building and 
service departments. Lease or purchase 
agreement available. Write Box 2976, 
c/o Automotive News, Detroit 7. 


HIGH SIERRAS dealership handling 
Chrysler-Dodge, potential 150 units, good 
service facilities, newly rebuilt leased 
corner. Beautiful Owens Valley. Only 
Chrysler-Dodge dealer for 150 miles— 
cover two counties and part of Nevada. 
Luther Motors, Bishop, California. 
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DEALERSHIPS AVAILABLE 


AGENCY HANDLING FORD, progressive 


town—Marion, Alabama, $21,000. John 
Winslett, Marion, Ala. 


FOR SALE OR RENT: Modern garage, 
11,000 sq. ft. with equipment, fine show- 
room. Former Buick dealership located 
in center of town, 18 miles from Fort 
Bragg. Several franchises available. Ford 
and Chevrolet only dealerships in town. 
Also suitable for manufacturing or 
warehouse. Terms can be arranged. 
Write: P. O. Box Z, Raeford, North 
Carolina. 


DEALERSHIPS WANTED 





ATTENTION! 


Aggressive Chevrolet Dealer 


Want to buy active interest in 100 to 200 p.p. 
agency in progressive Western or Southwest- 
ern town. 15 years’ experience all depart- 
ments. Have $20,000 saved from salary. Age 
33. Box 2983, c/o Automotive News, Detroit 7. 





WANT TO BUY-IN AS PARTNER or 
buy-out Chevrolet or Ford agency in 
Midwest region or Colorado. Planning po- 


tential 100 to 200. Former GM dealer. 
All replies confidential, Box 2961, c/o 
Automotive News, Detroit 7. 


WANTED—GM OR RAMBLER dealership, 
north Jersey area. Capital and factory 


approval assured. Replies confidential. 
Box 2977, c/o Automotive News, De- 
troit 7. 


DEALER SERVICES 


DEALERS, FINANCE FIRMS, BANKS: 
Send your SKIP problems to Home De- 
tective Co., Inc., Box 862, Greensboro, 
North Carolina — Direct phone: I-919- 
BR22034. Write for listing forms. 40 
years in business — facilities in every 
state and abroad. America’s Premier Skip 
Bulletins free upon request, Fast daily 
service Fort Bragg, Cherry Point, Camp 
Lejeune, Testimonials from customers 
thruout U.S.A. 





1962 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1962 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘62 edition 
today for only $10—three year subscription $18 
(inciuding all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








PARTS FOR 


SALE 





Seno UNC tN IEEE 
IMPORTED CAR PARTS 


Entire Stock of Former Distributor Must Go at Tremendous Savings 


SIMCA-PANHARD-VESPA 


Including hard to-get body and motor parts. 
Value $15,275.13 — Will close out for $7,738.43. 
Phone, write or wire: Joseph M. Towns, Jr. 


SOUTHERN CAR DISTRIBUTORS, INC. 


3234 Peachtree Rd. N. E., Atlanta, Ga. 


CARS FOR SALE 














_or 
write: 


Got the customer? 


HERTZ 


has the used car! 


All are in fast-selling colors and fully equipped 
with power steering, R & H, automatic trans- 
mission, many with power brakes—the works! 


Chevys, Fords, Plymouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hardtops, wagons and con- 
verts—you name it, we’ve got it ! Low mileage, 
clean and sharp—real bell ringers ! 


1960 and ’61 models are now available at Hertz 
offices across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 


Car Leasing Division, The Hertz Corporation, 
660 Madison Avenue, N. Y., Tel. PL 2-2000 


Tel.: 233-2177 


























































DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
Fer /Sell Agreements, Annua! Fiscal 
ineatt, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 
|S RE RRS APE NRE ATE 


CARS WANTED 


CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N, E. Sandy, Portland 
12, Oregon, 





CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 


purchasing any import automobiles 
or trucks, they 


should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 


Ample Supply of 


CLEAN 
USED 
CARS 


1961 - 1960 - 1959 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 


"62 Volkswagens 


Fully Americanized 
. 


Immediate Delivery 
6 


Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 


BANK 


PUBLIC AUCTION 
REPOSSESSED CARS 
FRI., DEC. 8—6 P.M. 


DeKALB-BUSHWICK GARAGE 
1175 DeKalb Ave. (near Broadway) 
Brooklyn, N. Y. GLenmore 2-3310 










$50 REWARD 


to anyone helping us locate man known 
as James N. Wardon, recently doing 
business as ‘‘Jim’s Speedometer Serv- 
ice.” We sold him a 1957 Pontiac 
2-door hardtop, serial No. P857H6840. 
it was 2-tone green and had a 1961 
Indiana license plate No. HL 4757. We 
have been unable to locate this man or 
the car for several months. The car was 
sold to him on an Indiana Conditional 
Sales Contract carried by ourselves. 
Here is a brief description of him. . . 
Approx. 5 ft. 6 in. in height, about 
27 years of age, has some front 
teeth out; weight 150 to 160 Ibs., 
brown hair. His main occupation is 
working on automobile speedome- 
ters, clocks and automatic windows. 
If you know of this man’s whereabouts 
or where the 1957 Pontiac is located, 
please call us collect immediately. 


BOB MOORE'S 
AUTO SALES, INC. 


1352 Wabash Ave., Terre Haute, Indiana 
Tel.: L 8101 
































TRUCKS WANTED 


WANTED: Holmes heavy duty wrecker, 
prefer late model 5 to 15 ton capacity. 


Model 650 or 525 preferred. Trussell 
Motors, Athens, Georgia. 
PARTS FOR SALE 
LLOYD PARTS for all models, Complete 


stock, Fast service, Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 


NSU PRINZ and SPORT PRINZ PARTS 
and accessories. Contact nearest distrib- 
utor or national parts center: Ludwig 
Motor Corp., 421 E, 91st St., New York 
28. TRafalgar 6-7010 (sole U. 8S, import- 
ed for NSU cars and parts: Transcon- 
tinental Motors, Inc., 230 Park Ave., 
New York 17. MUrray Hill 9-2710.) 


LLOYD PARTS—complete stock, Prompt 
shipment. Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


FOR SALE: Entire Dodge parts inventory 
—Must sacrifice. Will sell immediately. 
No reasonable offer refused. Contact: 
Central Motor Sales, Inc., 116 Ligonier 
St., Latrobe, Pennsylvania. Phone: KE 
7-7791. 








New lines wanted? Make new contacts 
through Automotive News’ Want Ads. 








OFFICE EQUIPMENT FOR SALE 


FOR SALE: National cash register, like 
new. Electrically operated, registers up 
to $9,999.99. Two cash drawers, fourteen 
keys. Work Orders and Bill of Sales 
totals stamped Paid or Charge. All de- 
partments operations totalled each day. 
Price $1,000—worth double. Walter Mor- 
gan, P. O. Box Z, Raeford, North 
Carolina. 

SHOP EQUIPMENT FOR SALE 

FOR SALE: 5 used Weaver lifts with new 
re-installation kits; Aro grease rack 
equipment — 6 Hy-boys and pumps, 8 
overhead reels. Perfect condition. Vaughn 
& Braun, Inc., 655 Genesee St., Buffalo 
A, eR 


RAEI 
PUBLIC AUCTION 


Shop and office equipment, tools, parts 
and garage service equipment, parts bins. 


THURS., DEC. 7TH. 
1 P. M. until sold 


LEONARD R. PIERCE CO. 
20-24 S. Monroe St. 


COLDWATER, MICH. 


(Former Dodge dealer) 








Sale conducted by the Montpelier Auto Auc- 
tion Co. of Montpelier, Ohio. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chev- 
rolet, Plymouth, Dodge, Chrysler, Olds- 
mobile, Pontiac, Buick, Mercury, Stude- 
baker, etc. Complete national list. De- 
cember, 1961 checked. On addressed 
labels, 35M, $15 per M. Box 2984, c/o 
Automotive News, Detroit 7. 

AUCTION SCHOOLS 


LEARN AUCTIONEERING. Nationally rec- 
ognized diploma. Free catalog! Missouri 
Auction School, 1330 Linwood, Kansas 
City 9-X50, Missouri. 

ACCESSORIES FOR SALE 

VINYL CONVERTIBLE TOPS, $30.25. 
Carpet floor mats, front and rear, $18.00. 
Headlining, $12.50. Willys Jeep tops, 
$72.20. Free catalogue, BIG BUCK, 12 
Elliott St., Beverly, Mass. 


ANTIQUE, CLASSIC CARS FOR SALE 











'26 MODEL CHEVROLET FIRE TRUCK, 


complete equipment, Needs mechanical 
reconditioning. Call or write: Horner 
Motor Co., Inc., Teal Road, Lafayette, 
Indiana. 


1921 NASH Big Six touring car. Completely 


restored, grey finish, natural wood 
wheels. Runs anywhere. $1,500. Lauritzen 
Motors, Box 5366, Richmond, Virginia. 





SEE PAGE 40 
for the nation's 
TOP AUTO AUCTIONS 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


® 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
e 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 
Dealers’ 25% Discount 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hock-Up 


Dealers’ List F.0.B. Factory 
Dealers’ 25% Discount 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 





Fed. Tax. Inc. 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount .................000+ 12.75 
Dealers’ Net with 2 

Standard plus 2 Large $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


"Leaders in the Industry 
since 1939" 





re ss es ee ee ee ee ee ee 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
! 
| 
| 
| 
| 
‘ 
he 





eee eee mee eeee reese eeseeeses 


Street Address... 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E, JEFFERSON, DETROIT 7, MICH. 


Cee eee ereeres 


SANs Sain ce Wamomaine 4s ake Raelae eos aebedenl eae ani ee ich Sewer cece 
TRADE CONNECTION: 
Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber [] Insurance [] Financial [] Supplier [1] 


PT GE CE i a hia ce 0 ba RoR sae ROR ehRERAR CRS o Rb ets Oks, Biante cee 


New Subscription Order 


12-4-61 






ad 





“Mr. INTERNATIONAL” 


back orders normally less than 5% of your parts! 


Let’s face it—it’s the service parts order you can’t fill 
that causes all the headaches . . . that costs you the 
customer. 

But parts are part of the deal with “Mr. INTERNA- 
TIONAL” on the job... helping to plan your stock in- 
ventory ... expediting the normal flow of critical parts 
... keeping your customers on the road. 

It boils down to this: INTERNATIONAL can normally 
fill over 95% of your orders from existing stock—drawn 
from twelve mammoth parts depots spotted strategi- 


“Best deal in the truck business... 


cally from coast-to-coast. 

Service distribution is just one more means that you 
have for profitable operation when you are part of the 
INTERNATIONAL truck family. If you’d like to know 
more about doing business with a company that plans 
this way, write for franchise information. There may 
be a territory open in your area. 

Address your letter to: Divisional Sales Manager, 
Motor Truck Division, International Harvester Com- 
pany, 180 North Michigan Avenue, Chicago 1, Illinois. 


INTERN ATIONAL TRUCKS Md 








